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GAS FROM 
SUPPLY 


PRESSURE 
RELIEF 
VALVE 


No. 500 


GAS TO 
BURNER 


When water gets too hot in a 

hot water supply system, you 
need a dependable, temperature-sensitive safety device. 
The No. 500 Automatic Gas Shutoff valve developed by 
Watts engineers affords precise temperature protection 
by automatically shutting off the fuel supply when the 
water temperature reaches 210°F ... unlike a tempera- 
ture and pressure relief valve, which protects by releasing 
hot water. Moreover, the No. 500 Gas Shutoff provides 
warning of malfunctioning of normal operating controls: 


Be on the safe side with 


perature. Immersion- of. only 142” ‘of temperature-sensitive 


"element of thermostat within the tank provides the most exact 


response to critical temperatures. 
@ SNAP-ACTING SPRING LATCH to close 
definite, controlled temperature. Does not wander. 


off gas quent of high water temperature 
conditions. 
MANUAL RESETTING of gas shutoff, after operating 
temperature, is easy. Simply press button as far as 


, GAS FROM 
| supPLY 
PRESSURE 
RELIEF VALVE 


No. 500 


GAS TO 
BURNER 


it features a simple push button which must be manually 
reset in order to resume heater operation. 


Watts No. 500 Automatic Gas 

Shutoff (A.G.A. rated) is just one 
in a complete line of Watts protection and control de- 
vices. Designed to protect your customers, it also creates 
additional sales opportunities because it is also partic- 
ularly suitable for installation in cellarless homes and 
other places where spillage may be objectionable. 


Get all the SALE-ient facts ahout Watts No. 
500 Gas Shutoff, includine installation dia- 
grams. Send for Bulletin F-500, or see your 
wholesaler. 
NOTE: Installation of a pressure relief 
valve is recommended whenever a 
separate temperature safety device 


is used, 


Protection and Control Specialties 


Watts Regulator Company + Lawrence, Massachusetts 
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EGGERS & HIGGINS 

architects 

A&A HENNESSY 

mechant al enginerts 

FULLER COMPANY 
veneral contractor 

MANCE ASSOCIATES, ING. 
plumbing contractor 

NEW YORK PLUMBERS SPRCIALTIES CO 
plumbing wholesaler 

AMERTOCAN RADIATOR & 
STANDARD SANTEARY CORP 
fixture manufacturer 
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1957 “Office of the Year” 

' e MUTUAL BENEFIT LIFE INSURANCE COMPANY’s | Vermont white marble accented by vertical lines 
new Home Office in NEWARK, N. J. is the sixth | of stainless steel. ALL 20 flo ire air conditioned. 
building the company has occupied during its 113° Sounds are deadened by ea ceiling tile. 
years. Out of its long experience came the COn- and lighting is provided by recessed fluorescent 

a trolling decision tw combine beauty ind dignity fixtures. lo meet changing needs. the steel and 

: with operating eflicieney and economy. The ex- — glass office partitions are movable. An assembly 

: terior of this PO-story. S12-million structure is room ace ommodating persons and a 

q of Alabama limestone and blue-green. elare- dining room are special features. As are thousands 

reducing glass framed in aluminum and stainless of other fine buildings. this Award Winner is 

steel. The lobby features Pyrenees black and equipped with SLOAN Flush VALVES. 

By 


SLOAN VALVE COMPANY * CHICAGO * ILLINOIS ————— 


Another achievement in efficieney. endurance and econ- 


Act-O- Matic HEAD, whieh is 
elf-cleaning each time it ts used’ No clog- 


No dripping Architects and Engineers specily, S 
nd Wholesalers and Master Plumbers recommend the < 
fet-O- Mati the bette hower head for better bathing, 4A, 


Write for completely descriptive folder V4 LVE CO 
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From virgin ingot to packaged 
valve-under one roof 


At Hammond every step in the manufacture of bronze valves 

from the melting of the certified bronze ingot down to final 
individual testing and packaging—is performed in one modern 
factory. 

Each manufacturing step is conducted under rigorous con- 
trols to insure that every valve meets Hammond’s reputation 
for quality second to none in the valve industry. Modern 
“automation”” methods and high volume permit manufac- 
turing economies which allow Hammond valves to be sold 
at moderate prices for valves of outstanding quality. 

Hammond is one of the world’s largest producers of bronze 
valves—and bronze valves are our only product. As such, 
they get the undivided attention of an outstanding engineer- 
ing staff... are not relegated to a secondary position. 
Hammond engineers have developed over 550 different bronze 
valve designs... which means you can get a Hammond valve 
especially suited to your particular flow control requirements. 


A new catalog No. 158, describes Hammond’s 
complete line, contains valve number comparison 
charts and other engineering data. Write today 
for your copy. 


Hammond Number 626 gate valve has rising 


stem, double wedge disc. Sturdily designed for 
heavy-duty industrial, commercial and original 
equipment application, to 150 lbs. steam, 300 
lbs. w.o.g. 


HAMMOND BRONZE VALVES 
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e SIMPLE! 
ACCURATE! 
FOOLPROOF! 


sh practical method for prefabricat 
ing and insta It 
- A 5 it 
matt f t with 
510 ter lat 
ile 
th > it +} 
embled with fitt j 
fn each joint being swung t r 
zontal position for level f 


of lead and caulking 


HOW TO 


Cut Job Costs in 
kabricating Soil Pipe 


“ ... AND REDUCE Man Hours TO A MINIMUM 


Tried, Tested and Approved 
from Drafting Room to Job! 


4 
Special locking device permits you 
to make 9 f your joints in hor- 
izontal position by swinging jig te 


iny desired deqree, from Ot 


Why contend with adverse weather or working conditions that delay 
pipe installations? You no longer have to use obsolete methods that tie up 
u get in and out F-A-S T-! 


your jobs. With the Mickey System y 
On job after job, wherever the Mickey System is being used, it is cutting 
installation costs to a minimum. It will enable you’first, to lay out, then 
prefab the various fittings and pipe lengths for a complete installation 
and you do it in a fraction of the time ordinarily required. 


yOur soll 


The man hours now wasted on hit and miss methods can now be converted 
into productive, profitable effort The Mickey System makes the big difference! 
For complete details write today to 


MICKEY, INC., 510 NORTH G STREET, LAKE WORTH, FLA. 


Val 


SOIL PIPE 
FABRICATING 


TEMPLATES AND 
SCALE RULE 
CONFORM TO 

FEDERAL 

| SPECIFICATIONS 
wwe 
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rass Gaft introduces HUSHFLO 


*AANUFACTURERS OF Speecoway Suppiies (i) 


wor 
ot eat: 


SILENT at any pressure from 
5 Ibs. to 200 Ibs. No adjust 
ment necessary. 


NO NOISY THROTTLING 
fast filling, full positive flow 
until instant of shut off. \ — 


NO CALL BACKS for ad- 
justments or repairs. No seat 
to wire draw. No washers to 
replace. 


ANTI-SIPHON and repair 
shank available. 


© 1958 BRASS.CRAFI MFG CO 


Domestic ENGINEERING, JuLY 1958 


THE FIRST REALLY 
SILENT BALLCOCK 


Brass Craft 
HOW HUSHFLO WORKS 


+ 


TANK FLUSHED When float arm drops, 


lever is raised from metering pin uncover- 


\ 


ing hole in nylon metering cap. Water 
supply pressure flexes rubber diaphragm 
upward, allowing water to tlow through 
outlet ports to tank 


TANK REFILLED When float arm reaches 
top position, lever pushes down on meter- 
ing pin closing the hole in nylon metering 
cap. This builds up water pressure on 
upper side of diaphragm, driving it down- 
ward over outlet ports thus stopping all 
flow of water 


HYDRAULIC BALANCE 


The water trapped in the area between 
nylon metering cop and diaphragm has 
the same pressure as the water supply. 
Since the discharge area on the lower 
side of the diaphragm (at outlet ports) 
offers no resistance, it is at this point 
that the pressure differential exists and 
actual closing takes place 


TOILET NOISY? 
ASK FOR 
HUSHFLO 


Please send to: 


NAME 
ADDRESS 


CITY STATE 


FAVORITE WHOLESALER 


BRASS-CRAFT MFG. CO. DETROIT |. MICHIGAN 
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When you need copper tube fittings look 
forthe Anaconda orange and black carton 


COMPLETE RANGE OF TYPES AND SIZES 


nominal sizes from !/g’’ through 


Brass Fittings for Flared Tubes 

In all standard combinations 
a 3 

Wrought-Copper Solder-Joint = Le) 


Fittings. Nominal sizes '/g 


through 4 
4 Flanged Fittings. In sizes to 


meet all standard requirements 
Accessories. Hangers, Flanging 7 


and Sizing Tools, Tube Straps 4 is 


Cast-Brass Valves. Full range 
of standard sizes and combina 
tions 


Cast-Brass Solder-Joint Fittings bot] 


Nominal sizes from !/g" through 


12 
Wrought-Copper Solder-Joint 
& Fittings for Refrigeration and 
ter Air Conditioning use. Actual 
OD sizes 3/\4” through 


Cast-Brass Solder-Joint Drain 
age Fittings. In all standard 
combinations from 1!/4' 


through 8 


Designed for your convenience the new Anaconda carton serves 
as a handy container on the job. in your truck or in the stock 
room. Contents are clearly indicated so you can quic kly spot 
the fittings needed 

‘| hese new cartons are being pliac ed in the hands of Anaconda 
distributors as quickly as possible, but whether in the new 
package or not, Anaconda Fittings are the best vou can buy. 
On your next copper job, use products that you can ce pend on— 
use Anaconda (¢ sopper Tubes and Anaconda Fittings 


HAVE YOU OUR CATALOG, “Anaconda ¢ opper Dube 


Fittings and Valves’? Tf not, write for a copy 
today. It list with illustration und roughing-in 
dimensions, th complete range of Anaconda Fit- 
tings in sizes from *y." through 12” for all copper 
tube ipplic itions—veneral plumbing heating, air 


conditioning and refrigeration. Ask for Anaconda 
Publication C-12. Address: The American Brass 
Company, W iterbury 20, Conn. In Canada 
Anaconda American Brass Ltd., New Toronto 
Ontario, Canada sans 


® 


COPPER TUBE AND FITTINGS 


Products of The American Brass Company 1°) 


AVAILABLE THROUGH PLUMBING WHOLESALERS 
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The newest additions to the 

Price Pfister Crown Jewel Line 
#670, #675 Clamp On Laundry Tray 
Fittings with 3%” centers 


for overhead supply featuring: 
1. Renewable stem assembly cartridge 
2. Nylon Seat Washers for 


maximum service-free operation 


another plus 3. Bleeder Screw 


4. Your choice 


f finish — 
for Price Pfister... 


satin chrome 


5. Integral clamps 
6. Cast brass spout with 
%” hose threaded connection 
#670 with 4% LP. or copper connections 
with unions 
#675 with % solid copper connections, 


fo unions 


Price Pfister Products — Install Easier — Work Better — Last Longer Sold through Wholesalers 


wlan 


Warehouses in these 
principa! cities: 
Birmingham, Alabama 


‘rice “fister BRASS MANUFACTURING COMPANY Boston, Massachusetts 


3011 Humboldt Street, Detroit, Michigan 
Kansas City, Missouri 
Los Angeles 31, California Minneapolis, Minnesota, 
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A Homer for Homer 

In the battle of the sexes, man 
has at last won an inning—and on 
the woman's home ground at that 

Our hero is Homer Purkey of 
Richmond, Ky., who, when mar- 
ried, promised his bride that if she 
vould do the dishes for the first 20 
years, he would handle the chore 
thereafter. 

The couple just celebrated thei: 
20th anniversary, and Mrs. Purkey 
washed her hands of the familys 
dishes. So did Mr. Purkey, although 
he did live up to his promise. On 
their anniversary, he bought an 


automatic dishwashe1 


The People Who Know 

John, W. Norris, president ct 
Lennox Industries (Marshalltown, 
Ia.), says husbands buy air condi- 
tioners, but the wives sell them 

Norris has been conducting in- 
formal forums for women with ain 
conditioned homes to discover their 
likes and dislikes, and he’s learned 
that they are the kind of boosters 
who sell neighbors and fri ‘nds on 
the comfort of vear-round temper- 
ature control 

The sales arguments used by 
women—salesmen would be wise 
to note—are that air conditioning 
helps children nap longer, doesn't 
dry out skin, permits hot dinners 
even in summer, and makes enter- 


taining more enjoyable 


She Wants to Be Alone 
The women’s magazine that co- 
Better Living in Washington has 


“Togetherness” as its motto. It’s a 


sponsored the recent Congress on 


good household motto, according to 
participating homemakers until 
you reach the bathroom 


There families prete} ‘alone- 


private baths in our homes that the have the dining room inside and 
vomen said they would pay $5 to” the tcilet outside the house. But 
$8 per month additional in mort- nowadays it’s vice versa.” 


Pages for housing that Included In- 


dividual lavatory-dressing facilities Our Far Flung Codes 


for each family membe The Japanese have liked many 
While “togetherness may sell aspects of American life and bor- 
everything from Scrabble games to rowed them. Now it’s our plumb- 
kitchens, sales experts concede ing codes, sure to be the best Yan- 

that the wonders of privacy re the kee in port since baseball 
buying stimulant in bathrooms A Japanese engineer, Peter Mo- 
rimura of Te kyo recently asked 


Inside Out ; the New York State Building Com- 


An old-timer recently made this mission for permission to reprint 
observation on modern homes its new plumbing code. Japan, Mo- 
“The old-fashioned house used to (Please turn to page 12) 


Forget-Me-Not 


It DOESN'T HAPPEN OFTEN—as we all know—but even 
journeymen plumbers occasionally make mistakes. And 
the traditionally “bad guys” sometimes do the right thing. 

Today's lesson in this turnabout state of affairs comes 
from Siawassee County, Mich., where prisoners in the 
local jail sheepishly called in Sheriff Glen Vandesande 
and handed him a sturdy hacksaw—unused. 

It had been left behind, the prisoners explained, by a 
journeyman who'd been in jail for strictly business rea- 


sons but was in a big hurry to get to his next job. 
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COMPRESSION FITTINGS 
| 
| \ = , = e Any Combination of Styles and Sizes for 
Lavatory, Closet and Sink Supplies. ; 
an. 
\ 
Taq) CS DELIVERY 
— EASTMAN 
‘ | PRODUCTS CORP. 
3 
PLANO, TEXAS 
| Factory Branch: Louisville, Kentucky | 
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HE'S TIRED OF BORROWING, 
WANTS HIS OWN COPY 
Newport News, VA sick 


and tired of borrowing coples of 
DoMEsTIc ENGINEERING. Please put 
my name on your books and send 
me a year’s subscription 

FRED RAWLINSON 


Noland Company (wholesaler) 


TOUGH PROBLEMS ANSWERED 
BY OIL HEAT MANUAL 


Hupson FAatts, N.Y lease send 
me your Oil Heating and Oil Burn- 
er Servicing Manual. It answers 
problems that I have never found 
answers to in any other book. I 
had saved the issues of DE in which 
the chapters were presented but 
some of them have been misplaced 


CHARLES BOMBARD 


@ We're glad to send Mr. Bombard 


the booklet, which contains the entire 
series of 18 articles originally printed 
in DE. We're sure he'll find this com 
pact package handy 


PREFERS DE TO “ALL 
THE TEA IN CEYLON” 
Utster Park, N.Y.—Would you 
please send me a copy of youl 
manual on Oil Heating and Oil 
Burner Servicing? I have an ex- 
tensive library on the subject, but 
could use more information 
I get a great deal of knowledge 
from your articles and from the 
answers to inquiries from othe 
readers in your “Job Problems” 
section 
I wouldn't be without your mag- 
azine for all the tea in Ceylon 
Keep up the good work! 
JOSEPH BLAHA 
Rite Heating Service 


Plumbing Contractor Calls on Manufacturers and 
Wholesalers to Help Stamp Out Jacklegg Jobs... 


South Faris, Mass 
Please send me your Qualified 
Contractor Kit. I think your Quali- 
fied Contractor program is great, 
and I hope something can be done 
in the future regarding the selling 
of plumbing and heating by non- 


industry outlets 


ealt’s too bad plun bing and heat- 
ing wholesalers and contractors 
cannot get more protection trom 
the manufacturers. In the state ol 
Massachusetts the plumber has to 


be licensed to engage in tne busi- 


ness of plumbing Thereforé ] 
think the manufacturer should see 
to it that plumbing fixtures and 


materials be sold only by plumbin 


and heating wholesalers who are 
qualified 

These in turn should sell only 
to qualified plumbing and heating 
contractors. Such action would aid 
immensely in reducing jacklegg in- 
stallations 

SIDNEY CROSSLAND 

e Comments from readers on Mr. 


Crossland’s suggestion for reducing 
jacklegg jobs will be welcome 


COUNTY OFFICIAL SEEKS 
CODE ENFORCEMENT 
Pocomoke City, Mp In the 
course of a conversation with a 
local plumbing contractor in this 
area regarding plumbing code vio- 


Please turn to page 16) 


Between Ourselves 


(Continued from page 10) 
rimura explained, has only mini- 
mum standards required by the 
Society of Domestic and Sanitary 
Engineering 

Maj. Gen. Edward McGrew, 
board chairman, readily yvranted 
reprint permission and took 
opportunity to remind small Ame 
ican communities that they, too 
would be wise to follow state codes 
for protection if there is no local 
one in effect 


Bathtub Baedeker 

As far as the American tourist 
is concerned, it’s “When in Rom«e 
bathe as the Americans do.” And 
that goes for any other cities on 
the European circuit 

The Plumbing-Heating-Cooling 
Information Bureau says American 
tourists are awed by baths con- 
structed in ancient Rome and 
Greece, but unimpressed by thei: 
modern counterparts in Europ 

They learn a lot in traveling, say 
the Bureau, but among the top 
lessons is an appreciation ol “d 
ocratic plumbing” n othe word 
a bathroom (and nowadays two) 


for every family 


Temptation Vanquished 

A manufacturer has come up with 
a “potty ashtray” tol people who 
smoke in the washroom 

“Authentic” in every detail, the 
thiniature porcelain water closet 
can stand by itself or hang on a 
wall. Aside from the aspects of 


craftsmanship and neatness, how 


ever, the manufacturer deserves 
some sort of prize for propriety 
There isn’t a_ single double- 
meaning line printed on the whole 
darn thing! END 
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*The |-B-R Ratings as shown in 
Nesbitt catalogs No. 272 and 
No. 260-2 for Nesbitt Base- 
board Radiction are approved 
under the Third Edition of the 
1-B-R Testing and Rating Code in- 


when you install 


Easy, time-saving installations. No 
cutting or fitting with advanced Nesbitt 
design. Just six easy steps. You make 
more profit per job! 


Less handling . . . no waste. Sepo- 
rately packaged enclosures, elements 
and accessories mean protection from 
damage, less handling on the job, no 
waste, easy identification. 


Today's best made, finest looking 
baseboard. You have more to offer 


EVERYBODY 


@ Installation savings 
and performance 
economies make Nesbitt 
a far better buy 
than “lower” priced 
baseboards — 
both for you and 


for your customer. 


Permanency. Nesbitt means qual- 
ity throughout. Heavier gauge 
tubing, fins, louvers and panels 
assure durability. 


Economy in first cost and opera- 
tion. Nesbitt capacity—810 BTU's 
per linear foot* — often requires 
less footage. 


Modern, space-saving beauty. 
Slim, sleek Nesbitt Baseboard is 


cluding approval under the Check with Nesbitt quality. And your prestige decorative yet unobtrusive—ideal 
Testing Procedure at the |-6-R grows with every sale. for new homes or remodeling jobs. 
Laboratory in Urbana, Illinois. 


For more information send for Publication 260-2. 


BASEBOARD Made by John J. Nesbitt, Inc., Philadelphia 26, Po. 


Sold through Plumbing ond Hecting Wholesalers 


RADIATION 
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L8024—Combination 
Aquastat’ Relay. Complete line 
for otl-hred or was-thred botlers 


Performs 4+ functions: low limit 


controler, circulator Controtier, 


high limit controller and circulator 


control applications. One boiler 


tapping meets needs of pre-wired 


package boilers. Avatlable 


vertical or horizontal 
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when and where you need it on tough control problems— 


that’s Honeywell. For with 112 sales-service offices throughout the 
country, there’s a Honeywell man as near as your phone, ready with fast 
help that makes sales-sense from your point of view. What's more, 
Honeywell's systems-and-service way of doing business backs you up 

100 percent, at no cost to you. You get reliability; easier installations; 
simplified inventories; educational programs for your staff—and above all, 


far fewer costly call-backs. Added up, these benefits mean more profit 


from every job when your units have all-Honeywell controls. 


Ask your Honeywell man to prove it. 
Honeywell 
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Cont page 12 


lations I was shown a copy of your 


publication in which you presented 
a case for the qualified plumbing 


and heating contractor. I thought 


it was well presented 


We havea state plumbing code 
that has been in existence § since 
1948. It has been rigidly enforced 
only in some counties, although 
state licensed plumbing contrac 


tors are required to meet the stipu- 


lations contained therein. In many 


counties the health department 
effort 


the only apency n iking any 


to see to it that proper installations 


RECEIVE THIS PRIZE 
VP LIONS CLOUD 


We want vo 
| ity Vou jist 
We foe ita eat he 
have b ol on 
test especially when there were 
bi fell \ entered from 
oomany big plac 
eAt first we ene disappointed 
when we realized that we were not 
going to reach our goal of the No. 1 
spot We aren't now Our local 
banker and adviser Melville Ev- 
ans Stated it correctly when he 
» said, “You would never have gotten 


u did had you not been 


shooting for first 


we Plans are under way to have a 


presentation of our prize made to 
us at a coming Lions Club meet- 
ing. Mr. Lyle of the National-U.S 


Radiator Corp. came here and made 


the necessary arrangements for the 


presentation of his company’s prize 


are made. Many of our local plumb- 


ing contractors have requested a 


plumbing inspector, but to date no 
organized effort has been initiated 

If possible, I would like to be 
placed on your mailing list so that 
I may use your material as actual 
examples in daily work. I 
that the State 
of Commissioners of Prac- 
Baltimore, be 


placed on the mailing list to re- 


our 
might also suggest 
Board 


tical Plumbing 


ceive DOMESTIC ENGINEERING 


@ You are to be cong! itulated and 


encouraged on your stand and ef- 


forts to educate the public regard- 


ing proper plumbing. installation 


and inspection by 


qualitied indi 


viduals, and I hope you will 


col 
tinue your tine work 
JAMES TRADE! 
Sanitarian 
State of Maryland Department 


of Health, Worcester 


County 


Fourth Place Winner in Big Push Remodeling 
Contest Tells Why It Pays to Shoot for First 


priele for wiving the plumb 


hot in the arm Convratulatio 


STAN GREED 
MANUFACTURER 
BIG PUSH PROMOTION 
We have 


to have our Chicago representative 


PHILADELPHIA arranged 


make the presentation of the prize 
Biy Push 
Contest 


we cont ibuted to 
Sal 


yout 
Remodeling oul 
Bradford water heater—-to the win 

ner, Ed Stevenson of Chicago 
We have certainly enjoyed par- 
ticipating in this promotion and 
wish to congratulate you 
M. Stuart 


Pennsylvania Range 


RIcu 
Co 


HIS LETTERHEAD SELLS 
WATER SYSTEMS 


CLEARWATER, Minn.—The letter- 


head design you prepared for me 


I am very well sat- 
like the 


“A pump is behind it all,” 


arrived today 
isfied with it. I especially 
slogan, 
since I specialize in water systems 
I wish to thank you sincerely for 
the effort 
giving me a letterhead 


H. M 


@ The letterhead DE designed for Mr. 
Swanberg appears on page 91 


time and you put into 


SWANBERG 


PLEASED WITH COVERAGE 
ANGELES—We 
pleased with the fine editorial cov- 


Los are surely 


erage vou folks are giving the sub- 


of water systems In current 


DOMESTIC ENGINEERING 
S. M. Riorpan, Jr 
Advertising Manag 


Pump Division 


issues of 


Peerl Ss 


CALLS MODERNIZATION CLINIC 
A SUCCESS 
Cuicaco-—Kindly accept my sit 
and also those 


the Plumbing Contracto: Ass! 


cere persol il thank 


the Ih i K hotel 

We teel that t \ at tthe 

eet held ta clate 

were pead threoueh 
howed very Tittle tifepest thy 
modernization market 

Foun TRA 

Turkstra Plumbing Co 
@ See Clinic Report, page 114 


WHOLESALER WANTS 
10,00) REPRINTS 


News, VA This will 


confirm our tel phone conversation 


placing an order for 10,000 reprint 
of the article on Noland Credit Co 
Domestic EN 
very much Wi 
the article 
CLARK, JR 


in the June issue of 
Thanks 


appreciate 


GINEERING 
sincere ly 
JOHN 
Treasure! 


Noland Credit Co 


@ The article reported how The No 
land Company, Southeastern whole 
saler with 36 branches, is 
p-h contractors to build modernization 
business 
plan keyed to the contractor's special 
END 


helping 


with a consumer financing 


needs 


DomeEst!c ENGINEERING, 
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4 ot Chicago tor your excellent co , 
Operatro no tur ne the display 
ot Bie Push contest entrie ist 
= at our Contractor Clinic No it 
all thy We wet 
We want to thank vou wud pee 
ple at ‘ 
x 
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A NEW PERSPECTIVE ON QUALITY ... AT A COMPETITIVE PRICE 


WHAT'S YOUR CONCEPT OF QUALITY in toilet partition construction? Work 
manship? bxamine Cutler Partitions tram any critical point of ew 
adaptability, case of assembly, color finishes, corrosion resistanee, hardware and fitting md we think 
youll agree they provide a new perspective on quality af a competitive pric 


HOW CAN CUTLER METAL DO IT? Cutler Metal Products Company was founded and has been 
built upon the ideal of integrity in product design, in workmanship, in service. Over 40 years of metal 
engineering know-how voes into the construction of Cutler Toilet Partitions, Know-how that is serving 
such outstanding leaders of U.S. Industry today as RCA, CBS, G-E, Westinghouse, Yale & Towne, 


Ingersoll-Rand, and many others. 


RESULT: If you're interested in the maximum in quality at a price that meets your needs specify Cutler 
Toilet Partitions — there are none finer available today. Models for every type of installation. Complete 
engineering advisory service. Immediate and safe delivery to any job-site in the U.S.A. Catalog in 


Sweet's Architectural file or yours for the asking. Complete specification sheets available for your use. 


WRITE Building Products Division =i 
1026 LINE STREET, CAMDEN 3, NEW JERSEY 
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Humidifier Promotion Kit 

Offered by General Filters 
humidifier 

available 


promotion kit is 
General Filters 
The kit consists of two sizes of ad 


from 


mats and instructions on making a 
mailing to a prospect list. Also in- 
cluded is a study of the humidifie: 
market 

General Filters, 
Ave Nov l, 


Available from 
Inc., 43800 Grand Rive 


Mich 


Colored Fixtures Promoted 
by Richmond Plumbing 

A promotion kit that helps con- 
tractors and wholesalers tie in with 
its national advertising of colored 
shelter maga- 
Richmond 
Plumbing Fixtures. The kit, with 
the 


uqaes 


fixtures in leading 


Zines 18 available trom 


an “enjoy brillianee of colo 


window streamers, 


TV 


theme, inc 


direct mail radio and 


pieces, 


scripts and newspaper ad mats 

Available 
Plumbing Fixtures Division, Rheem 
Manufacturing Co., P. O. Box 111, 
Metuchen, N. J 


from fichmond 


Grote Offers Envelope Stuf- 
fers on Bathroom Cabinets 


Envelope stuffers on its new | 
of recessed vanitory cabinets, slid- 
ing door models and bathroom ac- 


cessories are available in quantity 


from Grote. The two-color illus- 
trated piece lists construction de- 
tails and other specifications. It fits 


standard-size billing envelopes 

Available from: Grote Manufac- 
turing Co., Inc., Grote Square 
3ellevue, Ky 


Pump Giveaway Literature 
Available from Myers 
A four-color giveaway illustrat- 


ing and describing its pumps and 


PEERLESS 


Fit 


New Peerless Furnace Line Featured on Wall Poster 


A 24 by 36-in. wall poster featur- 


ing its entire line of oil and gas- 


fired furnaces is available from 


Peerless. The two-color poster car- 


ries furnace photographs, model 


numbers, ratings and dimensions 


Individual pieces of literature giv- 
ing complete specifications and con- 
struction features of each 
model also are offered 
Available from: 


Co., Bovertown, Pa 


furnace 


Peerless Heater 


water conditioners is availabk 


from F. E. Myers 


also features the sales message that 


The LIVCAWAY 
the contractor-dealer who 
the 
pert, qualified to plan, install and 


carries 
line ts “a factory-trained ex- 


service a water supply system.” 
The 12 by 12!s-inch 
folded to a 3 by 6!4-inch size 


The F. E. Myers 
South Orange St., 


giveaway IS 


Available from 
& Bro. Co., 303 
Ashland, O 


Fixtures Color Guide 
Issued by Kohler 

“Kohler Colors,” a folder of sam- 
ples ol 


its fixture colors, has beer 


issued by Kohler. Among the eight 


O8 GUIDE 


colors shown is the firm’s new Suez 


tan. The 8!» by 11-inch color guide 


also contains suggestions on colors 
to use on walls, floors, counterte p 


surfaces 


and othe 


Available from: Kohler Co 
Kohler, Wis 
Pictorial Wall Chart of 
Heating-Cooling Line 

A wall chart featuring illustra- 


tions of its complete 1958 line of 
Seal-Tite heating and cooling unit 
the Williamson 


is available from 


Co. The chart is green and black 
on white and measures 32 by 42 
inches It is available to both 


wholesalers and contractors 
Available from: Williamson Co.., 
3500 Madison, Cincinnati 


Ad Mat Service Described 
in Mansfield Folder 


A four-page folder describing its 


fiee advertising mat and engraving 


service has been issued by Mans- 
field. The first three pages illus- 
trate nine newspaper ads on_ the 


firm's lavatories and closet combi- 

nations. The ads range from one 

column by three inches to five 
Please turn to page 15) 
Domestic ENGINEERING, JULY 
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Ask anyone. When it comes to styling, craftsmanship, 
performance, service, or any other feature that makes one 
line of brass better than all others, the choice is 
Harcraft. And this selection isn’t 


a haphazard one. You buy Harcraft 


any installation. You get the most — triple chrome 


because it’s the best value for 


plating, modern design, quality construction — 
all at a competitive price. No wonder, the good word 


to remember in plumbers’ brass is Harcraft. 


Harcraft Brass 


A DIVISION OF HARVEY ALUMINUM 


Warehouses in Atlanta, Boston, Chicago, 
Dallas, Los Angeles, New York 


GENERAL OFFICES: TORRANCE, CALIFORNIA 


*PATENT 
PENDING 


SALES APPEAL 


The exclusive CS&B Tube-Tee* not only saves 


time and labor costs by faster hook-up, it saves selling time and boosts 


your reputation for quality with its uniform, neat appearance... And 
your customers can see how smooth, non-porous tubing throughout elimi- 
nates sand holes, prevents clogging . . . Plumbers’ tubular brass may not 


be glamorous, but with CS&B it has sales appeal, from the package right 


through to the installation. 
CSaBCco 


< THE CONNECTICUT STAMPING & BENDING CO. 
3 NEW BRITAIN, CONN., U.S.A. 
e offiliate: TUBE BENDS INC. aircraft parts 
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GIVE 
SERIES 


Compact LAU Series “A” Blowers : 
give you 350 to 50,000 c.f.m. 
plus a host of exclusives 


COMPACT that’s the word for Lau Series “A” blowers 
Their compact design gives you more c.f.m. from less 
blower space so you'll have greater design freedom in plan 


ning your equipment. We know from experience (over 27 


years now) what an unhappy compromise an extra inch 
of over-all blower width can mean in the design of heating 
and cooling equipment. That's why a host of special ad 


vantages has been designed into Lau Series “A” blowers 


For instance: Reinforced beading which strengthens 
each scroll side. Or Preslok® Wheels that increase operat- 
ing speed maximums at least 50°,,. And that’s just the 
start of LAu advantages! Versatile motor mounts give max 
imum lateral and rotational motor movement. Exclusive 
tripod bearing brackets permit maximum air movement 
with great support stability. And don’t forget Lau designed 
bearings, shafts and pulleys which are recognized leaders 


On Econo-Pak® and “Budget” versions of Series “A” 
blower assemblies, pre-punched scroll sides permit all 4 
discharge angles and housing supports are applicable to 
every discharge angle without adjustments. 

Isn't it time you benefited from all these advantages? Lau 
Blower Company, 2027 Home 
Ave., Dayton 17, Ohio. Other 
plants in Irwindale, Calif. and 
Kitchener, Ont., Canada. 


Econo-Pak® Blower Assemblies. Series 
“A” blowers shipped with housing sup- 
ports and motor mounting unassem- 
bled. Shipped in separate cartons or 
palletized in units of 24. 


“Budget” Blower Units. Series 
“A” blowers less housing sup 
ports and motor mounting. 
Shipped in separate cartons or 
palletized in units of 24. 


Here's the Man to Call... 


Cincinnati 30, Ohio Dearborn, Michigan Kansas City 14, Missouri Seattle 55, Washington * 
Don G. Jensen J. B. Wallace Charles L. Sigmar William M. Peistrup = 
6422 Glade Avenue 9 Byfield Lane 8906 Holly Avenue 19246 Lago Place - 
Cleveland 24, Ohio Denver 2. Colorado Irwindale, California Syracuse, New York 
Charles C. Miley Ben T. Clar! G. R. Mergent er Henry Seebach 
1561 Woodrow Avenue 1421 Court Place 15601 Arrow Highway 560 Allen Street 
Cranford, New Jersey Elmwood Park 35, Illinois Prairie Villag 
William J ohrey fictor Stew 


th Avenue 7112 Buena Vista 


The BIG Wheel in air moving 


15, Kansas York, Pennsylvania 


e 
rt Humphre 


11 English Village 2047 


ambeth Drive 
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Sensational 


Another ELKayY exclusive! It’s stnKetfe, the sure-selling, stain- 
less sweetheart that the whole trade’s talking about. stnkette, 
the sink bowl and “apron’’ (old term: drainboard) combination 
that serves so many ways! stnKette, the combination of beauty 
and practicality that’s advertised nationally with 30-million 
impressions. Remember, no other sink bowl provides all the 
features found in stnkette! 


* Available in single and double  * Apron pitched for proper drain- 
bow! models, with aprons right, age ... speeds dish washing, 
left or at both ends .... choice of brings luxury and practicality to 
14 models. any kitchen. 


Allows full use ofcolorfulcounter- * Made in 18 and 20 gauge type 302 
top materials . . . indestructible (18-8) stainless steel with famous 
apron accommodates blistering ELKAY satin-brush finish. 
hot pots and pans. 
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Pump Switch Catalog 

A condensed catalog illustrating 
its complete line of pump and all 
compressor swit hes ha been is- 
sued by Penn Controls. New list- 


ings include a line of single-pol 


sump pump and open tank 
switches, air volume centrols for 
vertical tanks, a supercha! yer lea- 
turing a new pressure relief valve 
and a switch tor oil failure pro- 
tection on pressure lubricated ma- 
chinery 

Available from: Penn Controls, 
Inc., Goshen, Ind 


Stainless Steel Clamp Chart 
for Use with Plastic Pipe 

A chart to aid in selecting the 
proper size of its stainless steel 


clamps for three classes of plastic 


SELECTION 
‘ ~ 
Staintess Stee! 
Clamps tor 
All Sizes of - /4 
Piastic Pipe 


na 

~ 


| WITTEK MANUFACTURING CO 


pipe has been issued by Wittek 
It lists sizes for the following pipe 
in diameters from ‘2 to 6 inches 
standard and 75 lb, 75 and 100 Ib, 
and 125 lb. The chart (printed in 
two colors) is } by 3%4 inches. 
Available from: Wittek Manufac- 
turing Co., 4307-37 West 24th PIl., 


Chicago 23 
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Indoor Incinerator Specs 
Specification sheets describing 
three recent addit ons to its i doc! 
incinerator line have been issued 
by Waste King. The medels are the 
Waste King smokeless and odorless 
types—the Deluxe 900 and the Cus- 
tom 900. The spec sheets are illus- 
trated with photegraphs and cut- 
aWway drawings 
Available from Waste King 
Corp., 3300 E. 50th St., Los Angeles 


Fire Pumps Bulletin 

A 32-page bulletin describing 
three of it fire pumps has been 
issued by Peerless Pump. The full- 
color bulletin contains descriptions, 
dimensions and other data perti- 
nent to the selection, application 
and installation of the firm’s hori- 
zontal single-stage, horizontal 
multi-stage and vertical turbine 
multi-stage pumps. The pumps are 
for commercial and industrial uses 
Included are complete listings and 
descriptions of accessory equip- 
ment and fittings 


Available from: Peerless Pump 


P-H CONTRACTORS 


I Oo Food Machine and 
Chemi ( 05 Northwesterr 
Ave.. Indianapoli 


Truck-Mounted Backhoe Folder 

A four-page folder illustrating 
its new Chevrolet truck-mounted 
backhoe has been issued by Ot- 
tawa. The folder 


characteristics of the backhoe, its 


gives performance 


mobility and adaptability unde 
various working conditions, and the 
three-step, five-minutes process of 


28) 


(Please turn to page 


Climate Changers—Trane’s New Residential Heating 
and Cooling Line—Are Covered in 20-Page Catalog 


RESIDENTIAL 
CLIMATE CHANGERS 


COMPLETE AIR CONDITIONING 


A 20-page catalog describing its 
new residential Climate Change 
line has been issued by Trane. The 
catalog contains illustrations of the 
heating and cooling equipment, 
plus tips on selection and applica- 
tion. Included are five gas-fired 
heating units for use in combina- 


tion with summer cooling compo- 


nents. The cooling components are 


air-cooled refrigeration and bonnet, 
duct and fan cooling units. 

Available from: The Trane Co 
Second and Cameron Aves., La- 
Crosse, Wis 
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The Quality Value for 
Low Cost Heating 


The famous Mark III Packet has A.G.A. approval asa gas boiler for 
S.B.1. net ratings from. 580 to 720 sq. ft. of hot water radiation. 
Built-in dual temperature hot water supply and other exclusive 
National-U.S. Packet features. 

This proven boiler allows you to participate in the rapidly-growing 
markets where clean, economical gas is available. 

You can offer the fine quality of hydronic* heat at a modest price 
and eliminate the price of a separate water heater! 


*Hydronics: the science of heating and cooling with water 


National-U.S. Radiator 


CORPORATION 
HEATING AND AIR CONDITIONING DIVISION 
Johnstown, Pennsylvania 


“Great News!”’ 
Qe JS Mr. Lester Koetz, 


President 
Koetz & Barton, 


Zion, Illinois 


And the thousands of contractors 
who have seen and installed the 
oul-fired Mark III Packet are wel 
coming the news of its adaptation 
to gas. The Mark III is the most 
popular residential boiler ever de 
veloped by National-U.S. pop 
ular with home-owners, contrac 
tors and builders alike. Its exten- 
sion into the gas heating area 
offers thousands of new opportu 
nities for profitable business to 
the entire plumbing and _ heat- 
ing area. 


The Mark III Gas Fired Packet 
is delivered to the installation 
site, factory assembled, pre- 
tested, ready to be installed by 
three simple pipe connections! 


Send today for 
No. 977 


Ip, 
p Yourself 
to Greater 
Profits 


H-19 


REG. US PAT OFF 
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Atlanta Baltimore 


CAN CUT YOUR BIDS USING 
CHASE COPPER TUBE PLUMBING 


LIFELINES of copper tube cost less installed! 


There's a big upswing 
in home building—thanks to $1.8 Billion of new 
FHA funds. Thousands of new homes—thousands 
of new plumbing jobs! And you can get the con- 
tracts if you take these two simple steps: 


1. Go after the jobs—all of them—with top qual- 
ity Lirenines of Chase Copper Tube for water 
supply..drainage...radiant heating and other 
forms of hot water heating. 


2. Show the builder how he can buy more qual- 
ity with copper—and pay less for it than he'll pay 
you for a job using ordinary rustable pipe. 


BRASS & COPPER Co. 


WATERBURY 20, CONN. 
Subsidiary of 
Kennecott Copper Corporation 


Boston Charlotte Chicago Cincinnati Cleveland Dallas 
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The Nation’s Headquarters for Brass, Copper and Stainless Steel 
Denver 
Milwaukee Minneapolis Newark New Orleans New York (Maspeth, L.1.) Philadelphia Pittsburgh Providence Rochester St.Louis San Francisco Seattle Waterbury 


And that’s not just talk! Copper Tube plumbing, 
heating and drainage lines—the LIreLines of a 
home—actually cost less installed. Your nearest 
Chase office has the proof—or you can get it by 
mail direct from Chase. It’s actual in-the-field 
data—based on comparative cost estimates for real 
homes—that shows how Chase LiFELINES can save 
up to $84 per job! 

Ask for your Free Copy of the new Chase book- 
let that gives you these facts in detail. See how 
actual estimates on real home plumbing jobs prove 
that copper tube costs less than any rustable pipe. 
And insist on American-made copper tube by 
Chase—available to all Chase wholesalers with 
immediate delivery assured from Chase Mills and 
Warehouses. 


PLUMBING 

now COSTS 

FREE! Your copy of the new Chase booklet ty 
“Copper Plumbing Now Costs Less.” It gives weTLs 


you facts you need to talk turkey to builders! 


Detroit Grand Rapids Houston Indianapolis Kansas City, Mo 


Los Angeles 
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Shown: New Dodge Tradesman—a pick-up with side lockers. 


get extra quality at no extra cost— 
Dodge is one of the low-priced 3! 


You may be surprised to know, for instance, that a 
standard Dodge Power Giant V-8 pick-up costs 
$2.66 less than pick-up “F’’, and only $5.50 more 
than pick-up 
Giant panel costs less than either panel ‘F” or 
panel “C’’*, Yet Dodge Power Giants give you many 
more advantages, leading the low-priced three in all 
four important ways: 

First in power! Discover the extra traffic pep and 
extra pulling power that you get from Power Giant 
V-8’s, with up to 27.5‘, more power than com- 
petitive trucks. 

First in payload! You'll find you get as much as 
'. more payload per trip, because Power Giant 
construction adds extra strength without adding 
weight. You save trips, man-hours and fuel! 


4-way leaders of the low-priced 3 


26 


.. that a rugged Dodge Power 


First in economy! I[n addition to low first cost, 
you save with exclusive Dodge Power-Dome V-8 
engine design that gives you extra gas mileage and 
reduces power-robbing carbon deposits. 


First in styling! Your business gets a prestige 
bonus with a Dodge Power Giant. Its striking dual 
headlights, massive new grille and flowing, sculp- 
tured lines set new truck styling trends. 


Despite all their advantages, Dodge trucks are 
priced with the lowest. So before you buy any truck, 
look into these handsome, rugged new Power Giants. 
Compare trucks, and compare prices. See your 
Dodge dealer soon, and get his special 40th- 
Anniversary deal! 


*Based on official factor y-sugge sted retail V-8 prices. 


DODGE Peve-Gients 
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Sparkling beauty, first quality, 
reliable performance, characterize 
new Kohler fittings—in harmony 
with Kohler fixtures. 

There are two styles—the Galaxy 
series with either brushed or 
polished chrome finish, and the 
Constellation series with polished 
chrome. 
They operate easily, fit the hand 
comfortably, respond to finger pres- 
sure. 

Interchangeable units afford posi- 
tive action, maintain uniform flow 
at volume desired. 


KOHLER CO. Established 1873 KOHLER, WIS. 


BRASS of high copper content 
is the only metal beneath the 
chrome finish of Kohler fittings. 


BRASS has maximum resist- 
ance to corrosion and wear. 


BRASS insures the easiest, 
most economical maintenance. 


BRASS takes and holds 
chrome-plating better than any 
other metal or alloy. 


BRASS has no equal for serv- 
iceable and satisfactory plumb- 
ing fittings. 


KOHLER KOHLER 


and Vitreous China Plumbing Fixtures + Brass Fittings + Electric Plants + Air-cooled Engines + Precision ont 
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Trade Literature 


(Continued Jrom page 23) 


dismounting the unit 
(See also New Products, page 130.) 

Available Ottawa Steel 
Div., Young Spring and Wire Corp., 
Ottawa, Kans. 


attaching o1 


from: 


Balancing Valves Bulletin 

Ohio Brass has revised its four- 
page bulletin describing its Equa- 
temp water flow balancing valves 
The bulletin describes the function 
screwed and 


and installation of 


solder-end valves for regulating 
water flow in piping of heating and 
cooling systems. Included are cut- 


away illustrations and dimensioned 


drawings. 


roughing-in One page 
covers three and four-outlet mani- 
folds having bosses machined for 
all combinations of valves, con- 
necting sleeves and tubing. 
Available from: Ohio Brass Co., 


360 N. Main St., Mansfield, O 


Water Heater Specs 
Literature and specifications on 
its Burkay storage and circulating 
tank water heater has been issued 
by Permaglas. The automatic, gas- 
fired, glass-lined heater has an in- 
put of 97,000 Btu hr and a 70-gal. 


storage capacity with an 81-gph 


recovery at 100 deg 
rise. The heater 


temperature 
is for commercial 
applications 

Available 
vision, A. O 


kakee, Ill 


Permaglas Di- 
Smith Corp., Kan- 


trom 


Cooling Tower Circular 
A four-page 


its new 


circular describing 
Hydra-Glide line of in- 
duced-draft, packaged water cool- 
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ing towers has been issued by 
Mason. The cooling towers are for 
use with commercial and industrial 
air conditioning systems. The two- 
color brochure is illustrated with 
photographs and line drawings. 
Charts that give specifications, di- 
mensions and performance ratings 
are included. 

Available from: Mason Products, 
Inc. (Section 3), 317 Main St., West 


Concord, Mass 


Truck Body Brochure 

A four-page brochure describing 
its Mark C all-purpose commercial 
truck bodies has 
Holan. The 


brochure shows bodies applicable 


service been 


issued by two-color 
to le to 142-ton chassis. It is illus- 


trated with line drawings and 
photographs. 
Available from: Holan Corp. of 


Georgia, Everee Inn Rd., Griffin, Ga. 


Air Compressor Guide 

A specification guide listing 10 
features vital to industrial air com- 
pressors has been issued by Brun- 
ner. A special section is devoted 
to design features and contains rat- 
ing and data charts for both single 


and two-stage bare compressors. 
Other sections cover accessories 


Tech - 


nical drawings and typical specifi- 


controls and air receivers 
cations are included. The operation 
of Brunner compressors is de- 
scribed and performance data are 
listed, along with component spe- 
cifications 
Available 
sion, Dunham-Bush, Inc., 
West Hartford 10, Conn 


Brunner Divi- 
Dept. 37, 


from: 


Brass Fixtures Brochure 
A four-page brochure describing 


its new line of brass bath and 
shower fixtures, plus its line of lav- 
fixtures, has been 


atory and sink 


issued by Gerber. The fixtures can 
be adjusted to fit any wall depth 
A new technique for reducing in- 
stallation time is shown. 

The new bath and shower fixtures 
are described in the New Products 
section of this issue, page 74 

Available from: Gerber Plumb- 
ing Fixtures Corp., 232 N. Clark 
St., Chicago 1 


Blower Unit Bulletin 

A four-page bulletin describing 
its Vari-Basic 
C J spider-inlet wheels has been 


blower units with 
issued by Torrington. Included are 
16 dimensions for four sizes in each 


(Please turn to page 32) 


Looking for Air Conditioning Sales Help? Here's a 
Dramatic New Book on Its Contribution to Progress 


A booklet entitled “Air-Condi- 
tioning and Refrigeration—Essen- 
tial to our Nation’s Health, Produc- 
tivity, Defense” has been issued by 
the Air Conditioning and Refriger- 
The 26-page book 


depicts the importance of mechan- 


ation Institute 


ical refrigeration and climate con- 
trol to all phases of American life, 
from home air conditioning and 
refrigeration to large industrial in- 
stallations and applications in na- 


tional defense 


ws The booklet is 


almost 100 photographs and draw- 


illustrated with 


ings, in color. It treats separately 


the essentiality of air conditioning 


to industry, business, health, de-' 


fense and the home, and discusses 
the role of refrigeration in the na- 


tion’s food supply, industry, health 
and defense 

The booklet is being distributed 
to members of the ARI, government 
departments, ete. and is available 
to the public at 75 cents per copy. 

Available from: Air Conditioning 
and Refrigeration Institute, 1346 
Connecticut Ave., N. W., Washing- 
ton 6, D.C 
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advertised in 
Goop HOUSEKEEPING 
SUNSET 
AMERICAN HOME 
SATURDAY EVENING Po 


the newly redesigned i 


Unitrol 400 


WATER HEATER CONTROL 


the dependable way to 


step up the appearance of your water 
heaters for increased sales 


UNITROL 200) g 
| 


CONTROLS COMPANY : 

ST 


GRAYSON CONTROLS OIVISIOM + LONG BEACH. CALIFORNIA 
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(or you who could be using it) 


More Ace and Supplex plastic and rubber-protected 


equipment is in service in municipal waterworks 


than that of any other manufacturer. 


What does this mean to you? It means that 
when you choose our pipe you can be sure 
of quality —quality that is job-tested by 
waterworks engineers who know their 
business. Read the few facts below about 
Supplex Flexible Polyethylene Plastic 
Pipe —and let us hear from you. 


* * * * * * * * * + 


Supplex pipe combines the 
experience and integrity of two of the industry’s 
greatest names: American Hard Rubber Company, 
founded in 1852, is noted for plastic piping made to 
the strictest requirements of precision industries — 
and the Supplex Company division adds advanced 


techniques in production and quality control 


Supplex Plastic Pipe bearing the NSF Seal is certi- 


fied safe for drinking water by National San- @ 
itation Foundation, Ann Arbor, Michigan. 


For wells and farm water 
systems. For construction job water lines, industrial 
piping, mine drainage systems. For lawn and golf 
course sprinklers...recirculating water lines in 
air-conditioning. 


Six diameters — each in 
two different lengths. Uniquely packaged to prevent 
damage in transit. And remember. American Hard 
Rubber Company also makes 8 other types of 
plastic pipe! 


Complete line 
— made of high-impact virgin polystyrene. NSF 
approved. All stainless steel clamps. Screwdriver and 
jackknife are the only tools you need. 


We do not recommend 
Supplex Plastic Pipe for use with temperatures 
higher than 125 F. nor jet wells deeper than 125 ft. 
Make American Hard Rubber your one source of 
supply for all types of plastic pipe — the right pipe 
for the job. 


Ace & Supplex Plastic Pipe 


Products of American Hard Rubber Company and Supplex Company 


Divisions of Amerace Corp., 335 Broadway, New York 13, N. Y. 
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NOW BRINGS YOU 


IN BALL COCK DESIGN 


* Fewer Working Parts 
* No Valve Chatter 


* Guaranteed Longer Life All you could possibly ask for in a ball cock is 
* 360° Adjustable Lever yours in these two new GLENVALE models. A 
Arm brand new concept in design and construction, 
* Nylon Valve Seat with greatest possible emphasis on simplicity, 
* Lifetime Rubber will assure your customers the dependable, quiet, 
Diaphragm never failing performance they have every right 


* Pressure Cast Brass to expect. 


* Pressure Tested Against 
Leaks 


You will find technical and functional advantages 
in these GLENVALE Ball Cocks not available in 
conventional types. For example: corrosive ele- 
ments cannot impair the function of the simple 
lever mechanism. Lever arm is actuated directly 
against the ‘pig-nosed’ rubber diaphragm and its 
contact with nylon seat assures positive closure. 
No frictional drag. No loss of leverage. No costly 
water leaks. No annoying chatter. 


Every GLENVALE Ball Cock is subjected to the 
most rigid inspection and final water test to as- 
sure positive operation in service. Both models 
operate equally satisfactorily at water pressure 
of from 10 to 200 Ibs. They meet all Federal spe- 
cifications. The anti-ssyphon model has been 
tested and approved by all major cities known to 
require code approval. 


ALL GLENVALE Ball Cocks are attractively pack- 
aged, complete, ready for installation and are de- 
signed to fit virtually all tanks. 


For Customer Satisfaction and Greater Profit 
Sell Glenvale ... The Quiet Type... Ball Cock. 


HOOVER BALL & BEARING co. 
MALVERN, ARKANSAS 
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Trade Literature 


(Continued from page 28) 


of four discharge pcsitions and a 


set of performance curves for each 
size. The units are designed for use 
in residential air conditioning and 
warm air heating equipment 

The Torrington 
Manufacturing Co., Air Impeller 
Division, 70 Franklin St., Torring- 
ton, Conn 


Available from 


Frost-Proof Hydrants, Closets 


folder 
hydrant, 


A four-page illustrating 


frost-proof closet, and 
treadle valve installations for sum- 
mer camps has been issued by the 
Joseph A. Vogel Co 

The folder’s cover shows the lay- 
out of a typical summer camp 
equipped with Vogel products. Per- 
formance features and applications 
for camp wash sinks, toilets, bar- 
racks, lodges and kitchens are de- 
scribed. A catalog containing sum- 
mer camp specifications has also 
been issued by the company 

Available from Joseph A. Vogel 
Co., 1203 Lombard St., Wilmingtor 
99, Del 


Pipe, Duct, Fittings Catalogs 


Two catalogs describing its line 


of pipe, ducts and fittings for heat- 
issued 
by Standard Furnace. Each type ot 
fitting is identified with 


ing and cooling have been 


part and 


code numbers, size and shipping in- 
The 


dealer 


formation 28-page catalogs, 
the 
wholesaler use, include recent ad- 
ditions to the Standard line. The 


catalogs are indexed for quick ref- 


one fo1 and other foi 


erence. 


Available from: Standard Fur- 


Lid. 
Omaha, Neb. 


nace Supply Co., 714 South 


72nd St 


Pipe Fittings Catalog 


A catalog describing its ductile 


fittings has been issued 


The 
includes types and sizes of the “K” 


line, typical 


ron pipe 
by Kuhns eight-page catalog 
applications, prices, 


safety tactors and service ratings 


as listed by Underwriters’ Labora- 
Comparative physical properties 
fitting 
production control tests to assure 


of various pipe metals and 
uniform quality are explained. The 


catalog contains data on impact 
testing and is illustrated with pho- 
tographs 


Available from: The Kuhns Bros 
Co., 1800 McCall St., Dayton 2, O 


A-C, Refrigeration Text 

“Air Conditioning and Refrigera- 
tion” by William H 
Julian R. Fellows has just been 
published by John Wiley and Sons 

Based on the edition of 
“Heating, Ventilating and Air Con- 
ditioning Fundamentals,” the 


book describes all types of heating 


Severns and 


second 
text- 


and cooling systems and controls 
and gives many design instructions 
Author Fellows is a professor of 
mechanical engineering as was the 
late Severns. The book 
long and costs $10.25 
Available from 
Sons, Inc., 440 


York City 16. 


is 563 pages 


John Wiley and 


Fourth Ave., New 


Pipe Insulation Bulletin 

A speed-fastening, high-temper- 
ature mineral wool material is de- 
scribed in a pipe insulation bulletin 
Baldwin-Hill. It 
scribes both physical and thermal 
the 
line. Illustrated application instruc- 


released by de- 


characteristics — of company's 


tions and suggested engineering 
specifications are given in the four- 
two-color bulletin. 


3aldwin-Hill 


3ruenig Ave., Trenton 2, 


page, 


Available from 
Co.. 300 


N. J. 


Water Treatment Folder 
An instruction folder describing 


its line of water treatment pro- 


ducts for evaporative condensers, 


cooling towers, ice making ma- 
chines and chilled water systems 
has been issued by Calgon 

The illustrated brochure contains 
charts showing recommended 
dosages for inhibiting and removing 
controlling 
One 


and 


seale, corrosion and 


killing algae section is de- 


voted to scale corrosion pre- 


vention in air conditioning and 
refrigerant systems and another to 
treatment of unusually severe 
water problems 


Calgon Co., Ha- 
Fourth Ave., Pitts- 


Available from 
gan Bldg., 323 
burgh 30 


Air-Diffuser Catalog 

A catalog describing its line of 
square and rectangular air diffus- 
Titus. A 


special section is devoted to engi- 


ers has been issued by 


SQUARE and RECTANGULAR 
AIR DIFFUSERS 


neering data to facilitate selection 
The catalog is 20 pages 

Titus Manufac- 
30x $10, Waterloo, Ia 


Available from 


turing Corp., 


Sewage Treatment,- Water 
Filtration Catalog 
Two catalogs—one on sewage 


treatment and the other on wate 


filtration—are available from Dres- 
ser. The 20-page catalog on sewage 
treatment four 


contains pages of 


engineering drawings _ illustrating 
typical piping arrangements in 
sewage treatment plants. A table of 
sizes and specifications for Dresser’s 
style 38 steel couplings also is in- 
cluded. 

filtration 


Dresser catalog describes the 


The eight-page wate) 
uses 
of Dresser couplings on filtration 
plant piping. 
Available from Manu- 
Indus- 
END 


Dresse1 
facturing Division, Dresse 
tries, Inc., Bradford, Pa 
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at that Wheel — Tough malleable iron. 
Design unequalled for cool, sure grip. 


at the Index Plate — Has Fig. No. 
etched in green background. Held by wheel nut 
which is secured by rolled-over spindle end 


at that Spindle — Made of high tensile 
bronze. See how much heavier it is . . . how many 
more deeply cut threads engage bonnet. And, the 
crowned head that reduces friction on disc holder. 
Sure, it costs more to make a spindle this way. 
But it reduces wear, preserves packing, means 
easier operation. 


at the Packing Nut and Gland—Note 
the heavy and deep bronze hex. And, that bronze 
gland designed to compress packing toward spindle. 


at that Packing Box — Its depth 
equals 142 times spindle diameter. More packing 


THE FIRST renewable composition disc valve 


space means less repacking. An asbestos, lubri- 
cated and graphited packing is used. 


at that Bonnet — One-piece, screw- 
over design with big hex surfaces is easy to 
remove. Take an extra look at the bevel joint 
between bonnet and body, serving as an internal 
brace against the crushing effect of the bonnet 
assembly. Millions of Fig. 106-A in use for years 
prove this unique design licks distortion and 
springing. 


at the Disc Holder — It’s the Slip-on 
Stay-on type originated by Jenkins. Correct pro- 
tective depth prevents flaking or cracking of disc. 


at the Disc — Easily renewed without 
removing valve from line. Made of compositions to 
suit various services . . . and made by Jenkins, the 
only maker of both valves and discs. 


was a Jenkins Valve, originated 


nearly a century ago. Compare today’s Fig. 106-A Bronze Globe with any other. See 
why so many valve users agree that a Jenkins is still the FIRST for top value. For 
descriptive folder No. 189-B on the full line of Jenkins Bronze Globe, Angle and Check 
, 100 Park Avenue, New York 17. 


Valves write to Jenkins Bros. 


" nut with this Throttling Nut and 


at that Body — Just compare wall 
thickness of this high tensile bronze body with 
any other valve. The factor of safety is many 
times higher than rating requires. See the curved 
diaphragm to protect seat from distortion by pipe 
Strain. Note that the raised seat is higher to 
permit more reseating operations . . . and wider, 
so it won't cut into disc. Pipe threads are full 
length and clean cut. 


at this . . . for Throttling 


—Just replace the standard disc a 


a Fig. 106-A becomes well-suited 
to throttling service. This unique 
nut reduces the effects of wire 
drawing and its long legs restrict 
flow for accurate control. 
vantage of this versatile valve to reduce valve and 
parts inventory. 


JENKINS 


LOOK FOR THE JENKINS DIAMOND 7 


VALVES 


Many plants take ad- 


JENKINS FIG. 106-A BRONZE GLOBE 
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It’s Wheeling sorliTE for ductility 


Wheeling sorTrire is ideal for 
every type of fabricating opera- 
tion. That's because these ductile 
sheets have a tight galvanized 
coating that never flakes or peels, 

no matter how they're fabri- 


WHEELING ’ cated. In fact, we challenge 


sortliare Anything that can be made of 


eavehina steel sheets can be made of 


Find out for yourself about all of the 
advantages you can gain by using 
Wheeling sorTire, Wheeling Galvanized 
Steel Pipe and the many services of your 
nearby Wheeling Distributor. If you're 


J 


.-.Wheeling Steel Distributors for service 


SOF Tire Galvanized Sheets. 


Jobs are easier and surer when 
the pipe you use bears the famous 
“Wheeling” name. For W heeling 
Continuous Weld Steel Galva- 
nized Pipe is consistently 
strong, ductile, uniform and 
easy to weld because tt ts al- 
ways made of Wheeling’s 


® own controlled quality steel. 


A nearby Wheeling Distributor 
wants to serve you! Backed by 
years of experience in serving cus 
tomers just like you, he always 
carrtes.a well-rounded stock of 
Wheeling Steel Products so he 
can quickly and efficiently fill all 
of your needs for galvanized sheets 
and steel pipe. 


not already doing business with him, why 
not contact the nearest sales office listed 
below for his name and address. Or write, 
Wheeling Steel Corporation, Wheeling, 


West Virginia. IT’S WHEELING STEEL 


District Sales Offices: Atlanta, Boston, Buffalo, Chicago, Cincinnati, Cleveland, Detroit, Houston, New York, Ph adelphia, St. Louis, San Francisco, Wheeling. 
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Model CA8036—'3 H.-P. 
ond CA8056 
Pumps for Shallow Wells, 


You can really build business with these 
two new F & W Pumps. They make it possible 
for you to offer your customers first line 
features and quality at real budget prices. 
Horsepower for horsepower, they deliver 
capacities, pressures and depths comparable 
to much more expensive models. They em- 
body F & W’s traditional precision manufac- 
ture and quality, corrosion-resistant materials, 


standard make motors and pressure switches, 


Shallow Wel// 


Convertible 


Model CA8430—'3 
ond CA8450—'2 H.-P. 
Convertible from Shallow 
to Deep Wells. 


Offered in Shallow-Well and Convertible 
models these pumps are compact, efficient 
and each is available with Y; and \Y H.P. 
motors. The convertible converts from shallow 
to deep well without anything extra to buy. 
Best of all, regular discounts apply so that 
you'll enjoy increased profit along with in- 
creased volume! Write us today for full infor- 
mation on these new F & W money-makers, 


and ask for our “Budget Line Bulletin.” 


FLINT & WALLING MANUFACTURING CO., INC. 
776 Oak Street, Kendallville, Indiana 
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What Factors Help the Contractor Determine 
His Advertising Budget and Ad Media? ... 


A READER ASKS, “What per- 
centage of gross profits should 
be spent for advertising—and 
through what media?” 

These are questions that can't 
be answered with 
Each operation is 


different 


generalities. 
affected by 
factors and, therefore, 
has its own budget and prefer- 
How- 
ever, a checklist of relevant fac- 
will 


able advertising media. 


tors help contractors de- 
termine what kind of advertising 
will fit their individual needs. It 


goes like this: 


Question: What's the Goal? 
1. What’s 


sales goal? 


the contractor’s 
A contractor should 
be able to make a realistic ap- 
praisal of how much sales vol- 
ume he can add to his business 
in the coming year. Advertising, 
keyed to an operation’s growth, 
is the force that will help him 


realize his goal. 


How Many Prospects? 

2. How many prospects must 
be reached to achieve the sales 
goal? An intimate knowledge of 
his trade area and an established 
ratio of “prospect-to-customer” 
the 


many 


should give contractor an 


idea of how people his 


sales message must reach. A 


newspaper representative or his 


wholesaler can help the con- 


tractor determine how to reach 


an audience of the required size. 


Watch the Competition 
3. What’s the contractor's com- 
petition doing? The advertising 


programs of other contractors, 


as well as mail order houses, 
hardware stores and others, can 
give a contractor a basic idea of 
what local market conditions re- 
quire. But the contractor should 
not follow the competition blind- 
ly. Only he can determine his 


He should look at 


competitive advertising only to 


own budget. 


measure general trends 


Type of Work Is Important 
4. What 


the contractor conducting—new 


type of business is 
work, remodeling or both? If his 
business is in new construction. 
his advertising can be aimed at 
builders and architects through 
mail or local trade publications. 
Occasional mass-media _institu- 
tional ads help build prestige. If 
the contractor’s business is re- 
modeling and repair, however, 
general circulation advertising is 
most valuable and the amount of 
it depends only on the potential 
of his trade zone. 

There are many other points to 
consider. A small town contrac- 
tor with virtually no competition 


may be able to grow with a mini- 


mum of advertising, relying 
largely on word-of-mouth pro- 
motion. At the other extreme, a 
metropolitan 


contractor, vying 


with a variety of competitive 
groups, may have to invest up to 
15 percent of his gross in adver- 


tising 


Which Media Is Best? 
As for that 
also must be keyed to what the 


selecting media, 


contractor sells and to whom he 
sells. 
lion circulation and a correspond- 
the 
right media for a contractor if 


A newspaper with a mil- 


ingly high ad rate is not 


most of its readers are out of 
his work zone or are poor pros- 
pects. A community newspaper, 
small in size and rates but selec- 
tive in circulation, may be a bet- 
ter ad investment dollar-for-dol- 
lar. Few contractors put all their 
ad dollars into a single media. 
Often a‘ 


newspaper ads supplemented 


‘tandem” ad campaign— 


with direct mail, for example— 


strengthens the image impres- 
sion and enlarges the audience 


for a sales message. 


What Advertising Can Do 
While only the contractor him- 
self can answer the questions of 
individual advertising, it’s not an 
impossible task even for the new- 
comer. By analyzing his present 
operation, evaluating his poten- 
tial market and studying local 
media, he can get a good idea of 
what advertising can do for his 


business. END 
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New gph boost pump 
supplies overhead heaters 


Here's a new, compact, pump-motor-bracket assembly developed by Sundstrand to supply No. 2 or lighter 
oil to one or more overhead heaters or furnaces. It is offered with or without motor in either a Model J 
single-stage or Model H two-stage pump assembly for use with an elevated auxiliary tank Delivery rate of 
the boost pump is 30 gallons of No. 2 fuel oil per hour. Cutoff valve provided as part of the boost pump 
package acts as a check to prevent loss of supply head to auxiliary tank, assuring quick recovery following 
shutdown periods. For more details, including installation data, write Sundstrand—ask for Bulletin 1110, 
« 


Eastern Sales Office: 89 Summit Ave., Summit, N. J. Fuel Units Made in Canada by John Inglis, Ltd., 14 Strachan Ave., Toronto; in Sweden by Sundstrand 


Hydraulic AB Stockholm; in France by R. S. Stokvis, et Fils, S. A., 20-22 Rue Des Petits-Hotels, Paris. 
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Add an EXTRA 
Selling Point...Feature 
VITREOUS Fixtures by 


ICHMOND 


The Fastest Growing Name in Plumbing Fixtures 


You know the advantages, the extra quality of vitreous 
china fixtures by Richmond...emphasize them to your 
customers and boost your sales! 


Sell the housewife with the freedom from scratching and 
staining—due to the superior glaze. Tell her how easy it 
is to clean the extra-smooth surface of a vitreous fixture, 
that it will always be easy to clean because the finish 
resists both acids and alkalis—and point out that most 
household cleaners are made with an alkali base. 


Explain to her husband how the 2200° glazing tempera- 
ture—hundreds of degrees hotter than even metal fixtures 
are glazed—means better fusing and penetration to pro- 
vide this superior quality finish with its extra resistance 
to abrasion. 


BERKELEY: G-160 
19x17 
Rectangular bowl + Anti-splash rim 


Compression supply and drain 
Sell them both with the perfect match of Richmond's 


many sparkling colors, the beauty of Richmond’s many 
styles such as the luxurious yet practical fixture illus- 
trated here. And be sure to stress the extra value fine 
vitreous china will add to their home... despite the fact 
that quality Richmond vitreous products cost no more 
than ordinary fixtures. 


RICHMOND® 


PLUMBING FIXTURES 


Division of Rheem Manufacturing Company 
16 Pearl Street, Metuchen, N. J. 


Fitting with tailpiece Leg holes 
Concealed front overflow 
Rear outlet + Built-in soap dish 


A complete line of styles and 
(HANGERS sizes to fit all homes, all tastes, 


FINISHED WALL all pocketbooks. Richmond Vit- 


+ } reous China Fixtures available 
4 


in 


BERMUDA CORAL*CANARY YELLOW 
sow. size FERN GREEN * QUAKER GRAY 
IS" 105 TROPIC TAN AZURE BLUE 
MELLOW RED 
AND EXCLUSIVE “WHITER WHITE” 


And you'll be proud 
of the name 
Richmond on your 
Plumbing Fixtures” 


CONTAINERS 
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Vanitory and Formica framed medicine cabinets by Topcraft, inc., Baltimore, Md. 


4 B m the Profits, Too! 

ixtra beauty in the Frofits, Loo: 
Larger job — more 7 when you remodel with a Formica Vanitory®! That's 
why many plumbing contractors are joining the Vanitory bandwagon. You can 
control the job, from start to finish, yet invest not one cent for new labor or 
equipment 


Yes, your market is there, waiting for you to sell it. The product is there, readily 
iwailable from both national and regional manufacturers. They offer many sizes 
ind stvles of standard Vanitory units with Formica plastic laminate surfaces. 
There is at least one Formica fabricator near you to supply your custom needs. 


Your individual customer is there, waiting for you to sell her with the help of 


manufacturers’ sales aids 


Every magazine your customer picks up shows and sells the counter top Vanitory 
idea. Show her how she can have it! How? Look in the “yellow pages” under 
Plastics,” for the distributor or fabricator nearest you. They ll be glad to explain 


how extra profits can be yours by introducing Vanitory installations to your 
customers. 


| 
¢ 


‘Good 
Be sure you get genuine Formica. Look for 
this wash-off registered trade mark on the surface. 


EID 
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SEND THIS COUPON TODAY 


+ 
FORMICA CORPORATION 


1627 Spring Grove Ave., Cincinnati 32, Ohi 


Please 


Order your free Formica Idea Kit that 
shows the way to neu profits u ith 
Formica surfaces. Send $1.00 for your 
Salesmaking Formica Idea Book with 
43 full-color illustrations complete with 
floor plans of kitchens and bathrooms, 
each color co-ordinated with Formica 
patterns 


send me my Formica Plumber's Kit (free 


Enclosed is my check for $1.00 for my Idea Book 


Name 


Company 


Address 


City 


Zone____ State 
FO-1906 
41 


5 
2 = 4 
| 
— 


Packaged for profit with 4-gal. 
stainless steel space-saver tank 
(10-yr. warranty), horizontal 
galvanized tanks in 13- and 30- 
gal. sizes, and big vertical gal- 
vanized tanks (which meet FHA 
requirements) in 42- and 52-gal 


Compare these 


CAPACITOR MOTOR —Big heavy-duty, 
long-lasting 56-frame motor. Shaft 
couples with impeller outside pump body, 
never touches water. Motor can be re- 
moved without disturbing pump. Overload 
protected. NEMA standard, available 
anywhere. 


OPEN, SEPARATE MOUNTING BRACKET — 
Moisture from pump can’t enter motor. 
Exclusive sand elimination chamber pre- 
vents seal damage by sand. Exclusive 
brass seal retainer prevents improper 
seal installations. (Bracket is example 
of many interchangeable parts among 
Champion series.) 


ONE-PIECE BRONZE IMPELLER — Rotary 
seal slides onto impeller hub — which 
couples with motor outside pump body. 
This is pumps only moving part. 


BRONZE CLEARANCE RING — Bronze im- 
peller ‘eye’ revolves inside replaceable 
Clearance ring. If necessary, after long 
service, pump can be brought up to 
maximum specs by replacing this in- 
expensive ring. Impeller cannot corrode 
to pump body. 


Champion Deluxe Features, One by One 


SHALLOW WELL PUMP BODY has “‘quad- 
volute” design (in single casting) makes 
pump self-priming, more efficient. 
(Corrosion-resistant coating bonded in- 
side and out of all castings.) Bronze 
venturi and nozzle (with convenient 
clean-out opening) are built in. 


CONVERTIBLE PUMP BODY has same 
“quad-volute,” self-priming design. In- 
cludes built-in bronze control valve for 
simple, positive adjustment and service- 
free operation. 


QUICK-CONNECT FLANGE (patented) fur- 
nished with all convertible models. Elimi- 
nates need for fittings at pump (used 
with plastic or steel pipe), saving up to 
$10 in time and materials. Inserts 
(shown) furnished for plastic pipe. 


BRONZE VENTURI AND NOZZLE —Venturi 
hardened and micro-smooth. Nozzle 
precision-made for maximum efficiency. 


GALVANIZED OR BRASS EJECTOR BODY 
Heavy galvanized body for long-lasting 
service in normal water. Smooth-flow 


water passages increase performance, 
avoid sharp, pressure-robbing turns. 
Solid brass at small additional charge. 


BRASS “COCK-PROOF’’ FOOT VALVE has 
Tait-made self-sealing poppet for 
trouble-free performance. 


NEW EASY-ACCESS TANK BRACKET—Easy 
access to bolts makes it simple to re- 
move pump from tank. This bracket, 
used on all tanks, also makes possible 
quick interchange of tanks and pumps. 
New one-piece feet give solid stance, 
won't rock or chatter. 


HEAVY-COATED GALVANIZING, hot-dipped 
inside and out in Tait’s own plant. 
Premium quality. Gleaming surface for 
top sales appeal. 


FORGED STEEL “‘SPUD'’ for tappings at 
tank heads. Eliminates thread stripping 
and loss of time. 


Rapidayton Champions are equipped with 


heavy-duty pressure switches, of course, and a 
gear-type pressure gauge. 
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Check, one by one, the quality, installation, and 
performance features of these famous, fast-selling 

‘ Rapidayton Champion water systems. Compare with 
any other make, regardless of price, and you'll be 
convinced that only Rapidayton Champions are 
completely modern, completely deluxe. Here are all 
the wanted deluxe features, plus many “‘worth more” 
and exclusive ones. (Remember that size and weight 
alone are no guarantee of deluxe quality; huge old- 
fashioned castings and out-moded designs actually 
may boost costs.) 

Since Rapidayton high-quality deluxe Champions 
cost far less than most so-called deluxe jets made by 
others (even less than many half-way deluxed low- 
end models) they are, without question, America’s 
best jet buy! You are assured of BIG VOLUME and 
HIGH PROFIT because your net prices are remark- 
ably low and the customer gets a vastly superior 
pump at a realistic retail price. Stock and sell 
Rapidayton Champions. Do business today with 
your Rapidayton wholesaler. 


Profit 4 Ways with Champions 
You profit because Rapidayton Champions give you 
more pump to sell—more deluxe quality features, 


The Tait Manufacturing Company, Dayton 1, Ohio 
Cetebtioned 1908 as The Dayton Pump and Manufacturing Co. 


Tail wre. co 


many exclusive and new. You profit because these 
superior deluxe systems retail just above the very 
lowest, yet carry a generous trade discount. You 
profit because the many fully packaged and con- 
vertible systems (see examples below) are easy 
to stock, easy to install. And you profit because 
interchangeable parts (only a handful needed) keep 
inventory low and make service easy. 


Shallow Well Champion 


CHAMPIONS 
packaged 
for PROFIT 


Completely deluxed. The most 
popular jet water system in America 
today rue premium quality and 
superior performance at a low price 
Quad-Volute design, capacitor motors 
v3, Y2, Ya h.p.), completely pack- 
aged with 4-gal. stainiess steel, 13- 
and 30-gal. horizontal and 42-gal 
vertical galvanized tanks (latter meet 
FHA requirements). Up to 1730 g.p.h 


Convertible Champion Twin Champion 
Completely deluxed. 
Twe stages, conver- 
tible, completely 
packaged with 13- 
and 30-gal. horizon- 
tal and 42- and 52- 
gal. vertical galva- 
nized tanks (latter 
meet FHA require 
ments). Reaches to 
150 feet, pumps full 
capacity at 40 Ibs 
pressure, delivers 
up to 1250 g.p.h. 
through 112 h.p 


Completely deluxed. Converts from 
shallow to deep wells (reaches all the 
way to 80 feet), without extra pump 
parts. Exclusive Quick-Connect flange 
Packaged with 4-gal. stainless steel 
13- and 30-gal. horizontal and 42-ga! 
vertical galvanized tanks (latter meet 
FHA requirements). 1% and 2 h.p. ca- 
pacitor motors. Up to 810 g.p.h 


Also tailor-made for over-the-well installations are Vertical 
Champions and Super Champs (for wells 20 to 200 feet) for 
installers preferring vertical pumps, single and multi-stage. 


* TRADEMARK 
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B ter motor will n 


the surface of the vy 


The resilient 


mounted motor is specially desianed and 


built in the B&G plant to 


hum-or vibration 


is the PREFERRED’ pump 


Noise-dampening coupler 


g-type—lesse tart- 
g torque—contribut 
quiet operat An ex 


sive B&G engineering 


achievement. 


Super-finished shaft 


High carbon stee! — machined 
from bar stock 

ed to mirror finish. 
gra! thrust c or heat 


treated for extra hardness 


Bronze bearings Oil lubrication system 
Extra long to provide the Wool wicking carries up 
ampie rface needed for from well and deg ts it'on 
quiet é M 4 bearing surfaces. Convenient 
wit nor t unit Nak 
for minim frict easy 


Leak-proof seal 


The B&G Seal with it yhly 
finished face re ts wear 
and prevents water entry 


into the becrings 
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True centrifugal impeller 
Balanced dynamically. 
Close erance between 


impeller and pump body 


ents water slippage. 


SO SMOOTH...SO SILENT 
NO WONDER THE 


BaG BOOSTER 


% More BaG Boosters are 
sold than any other 
pump made for the 
same purpose. Nearly 
3,000,000 have been 
installed to date. 


The preference for B&G Boosters is easy to explain. Above 
all, they are quiet —vibrationless— 
designed and installed system. 


no noise to ruin a correctly 


They are dependable—not a cause of endless and profitless 
service calls. Sturdy construction of best materials assures 
faithful performance for years. 

B&G Boosters are produced by a manufacturer who stands 
back of his product 
or installation 
stocks to serve your needs. 


who offers help in any problem of design 
—and whose distributors maintain adequate 


The sales record of the B&G Booster is clinching proof that 
its superior quality and performance has never been challenged! 


Write today for complete engineering data on the B&G Booster. . 


ELL & GOSSETT 


c M P A N Y 


Dept. FI-1, Morton Grove, Illinois 
Canadian Licensee: §. A. Armstrong Ltd, 
Ontario 


Reg US. Pat. Off. 1400 O Connor Drive, Toronto 16, 
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Delta Offers Faucet Parts 
as @ Bonus to Wholesalers 


\ new part package 
vho purchase 24 Delta faucets 
it The kit eontan pap 
The retail value i S14.50 
The back of the box may be used 


as shown with the kit or as a dis 


play card on the wall. The offer 
is being made for July only 

Available from: Delta Faucet 
Division, Masco Screw Products 
Co., 12825 Ford Road, Dearborn 
Mich 


Heating Promotion Kit Sells 
Comfort Instead of Product 
A promotion kit designed to help 
contractors sell “comfort” instead 
of a particular heating system is 
available to Century Engineering 
distributors and contractor-dealers 


Literature Display 
for Wholesalers 


A floor display featuring litera- 
ture on its complet? line of heating 
and air conditioning products is 
available to wholesalers of E nbassy 
Products. The display stand is in 
four colors and consists of a peg- 
board holding pockets containing 
the literature. 

Available from: Embassy Steel 
Products, Inc., 890 Stanley Ave., 
Brooklyn 8 
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Submersible, Centrifugal 
Pumps Featured on Poster 


A wall chart featuring four of 
it ibmet ble and portable een 
trifugal pumps i iailable fro 
Kenco The 24 by 37-inch po tel 


is printed in full colon 

Available from: Kenco Pump 
Division, American Crucible Prod- 
ucts Co., 1305 Oberlin Ave., Lo- 
rain, O 


Full-Coior Folders on 
Warm-Air Furnace Line 

Three four-page folders describ- 
ing structural and performance fea- 
tures of its line of gas, oil and coal- 
fired furnaces have been issued by 
Kalamazoo Furnace. The full-colo 
sales aids use tl “octagon tadi- 
ator” of each furnace as the most 
Important selling point 

The firm also has made a 20-page 
flip-board available to wholesalers 
and dealers for use in presenting 
sules and technical features of the 
furnaces. It is printed green on 
yellow in 9 by 12-in. size to fit in 


average briefcases. An ease] is at- 


American Standard Consumer 


Heeklet Sells Mydrenies 


\ 


system and describes and _ illus- 
trates the firm's line of heating and 
cooling equipment. Selected gas 
and electric water heaters are 
shown, together with a guide for 
determining household hot wate: 
requirements. “Extras” such as 
sngew melting equipment are de- 
scribed. The inside back cover lists 
eight ways to finance a new heat- 
ing-cooling system. The booklets 
sell for 10 cents each 

Available from: American-Stan- 
dard, Plumbing and Heating Divi- 
sion, 40 West 40th St.. New York 
City 18 


Water Systems "Profit 
File’ Offered by Myers 


About 50 merchandising and ad- 
vertising aids available free or at 
small cost from F. E Myers are 
listed in a “Profit File” available 
to the firm’s distributors and deal- 
ers. The File comes in loose-leaf 
form for easy insertion into a cata- 
log and is divided into three sec- 
tions. One lists free mailing pieces, 
advertising mats and electros, TV 
and radio spot announcements, 
posters and decals. The second is 
devoted to advertising specialties 
available at or below cost. The 
third lists identification signs, dem- 
onstrator units and displays. 

Available from: The F. E. Myers 
& Bro. Co., Ashland, O 


(Please turn to page 142) 
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COPPER TUBE AND FITTINGS 
SANITARY 


Lifetime copper is recognized as the ideal material for 


modern piping . . . that's why Streamline DWV 


copper tube and fittings for sanitary drainage has 


gained widespread acceptance by architects, building and plumbing contractors everywhere. 


Here are just a few of the many ways that DWV tube and fittings can make a better installation at a 


new, lower cost: 


° DWV copper tube and fittings are easy to handle and are far lighter than competitive rustable 
materials. Lengths up to 20 feet on be easily handled by one man. Fewer joints are needed and every 
step of installation is quicker, easier, allows more work per man-hour. rr DWV copper tube and 
fittings are corrosion resistant . . . cannot rust. C7? DWV copper tube and fitting joints never leak 

. always form permanently water-tight and gas-tight connections. DWYV copper tube and fittings 
have smooth interiors with no internal projections or threads to trap particles and clog the system. CC 
DWYV copper tube and fittings take up less space. 3” stack fits in 2” x 4” wall partition with no furring 
or buildouts. DWV is also ideal for remodelling. C7 DWV copper tube and fittings can be prefabri- 
cated in the shop or on the job to cut time and costs to a minimum. - DWV copper tube and fittings 


in a drainage system improve the quality of any home or building. Everybody accepts copper as the 


symbol of permanence and dependability. 


VISIBLE PROOF OF STREAMLINE QUALITY.. | 


All Streamline tube is color coded for your convenience . . . in a flash you can tell 
size and type, BUT more important, it’s your guarantee of quality. Genuine Streamline 
tube is made to the highest American 
standards and it never varies. Type ; 
“M"’ is coded Red... Type “‘L"’, Blue =< STREAMLINE 114" DWV == MADE IN U.S. of A. = 

. Type “K", Green... and DWV 
is coded Yellow. 


—= MUELLER BRASS CO. —DWV— 


PORT HURON 4, MICHIGAN 
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These two men are preparing a DWV prefabricated assembly for a multiple bath sanitary drainage system. With the 
variety of fittings available, the use of fittings especially designed for the job saves many joints in the fabrication. The 
strong, rigid assembly may be placed into position with a minimum number of connections needed to complete the installa- 
tion. Contractors report DWV copper tube and fittings can be installed in half the time normally required when using 
cumbersome caulked or threaded piping materials. 


IN ADDITION TO A COMPLETE LINE OF DWV TUBE AND 
FITTINGS, the Mueller Brass Co. also manufactures a wide 
range of solder-type wrot fittings, cast valves, and K, Land M 
tube for every piping need . . . always available from better 
wholesalers everywhere. 
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Every Ford has 


SAFETY GLASS 


in every window 


“OUR FORD PICKUPS 


MES BARS 


HESTON 


120 


AVERAGE 19.3 MILES PER GALLON” 


Says G. M. Welty, Welty and Son Plumbing and Heating Co. 


"We build a handy tool box in each 
side of our '58 pickup, and there’s 
still plenty of extra loadspace 


*Ford’s Short Stroke Six gives us 
the gas-saving performance we 
need. Our 1955 Ford pickup, with 
Overdrive, has over 28,000 miles 
on it and we're still getting top gas 
mileage! And Ford’s modern Six 
has plenty of ‘get up and go,’ too. 

“Loadspace is another mighty 
important feature with us and our 


Hesston, Kansas 


Ford Styleside pickup has room 
to spare. Even with a built-in tool 
box on each side we still have more 
loadspace than most other pickups! 
Ford’s handsome appearance 
makes people sit up and take notice, 
too—helps attract business. 

“Ford trucksare sure dependable 
... they’re always ready to go. We 
had a 1952 Ford with 67,000 miles 
on it and never touched the engine 
except for minor tune-ups. 


“All our Fords have Custom Cabs 


and what a difference it makes! We 
drive about 95 miles to pick up 
our supplies and the greater riding 
ease and comfort of Ford’s Custom 
Cab really show up. The small 
extra cost is money well spent, 
believe me. We'll never buy any- 
thing but a Custom Cab again! 


“We like Ford service, too. Our 
local Ford Dealer has some of the 
best truck mechanics around. He 
knows his business and gives really 
good service.” 
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Handsome appearance of the '58 Ford Styleside 
pickup owned by Welty and Son Plumbing and 
Heating Co. helps attract business. Two of their 
trucks on the job (above), are being used to help 
install a completely new heating system in this 
farm home. 


Built-in tool boxes in Welty and Son’s 1958 Ford 
pickup serve as useful storage bins for tools and 
spare parts. The custom-built boxes can be opened 
easily and quickly from the top to provide direct 
access to commonly used items. 


Bring extra savings to 
your business . . . make your 
next truck a FORD! 


Official registrations for 1957 show that American 
business buys more Ford trucks than any other make. 
There are many reasons for this popularity .. . 
many reasons for you to make your next truck 
a Ford! 

Ford trucks are your best buy! Ford’s initial 
costs are low and resale value is traditionally 
high. The modern Ford Styleside pickups are the 
lowest-priced models available with full cab-wide 
body ... giving you 23% more loadspace than 
any traditional pickup box. 

Only Ford offers the economy of Short Stroke 
power in all engines, Six or V-8. And Ford’s 
Heavy Duty \-8’s offer new, advanced durability 
features. The modern Ford Six, available in Light 
and Medium Duty F- and P-Series trucks, is 
equipped with an economy carburetor that gives 
you up to 10% greater gas mileage. It’s plenty 
peppy, too, with more horsepower per cubic inch 
than any other six in its class. 

Ford’s rugged cab and chassis construction 
means these new ‘58s are built to last. All this 
plus the proven fact that Ford trucks last longer 
adds up to America’s No. 1 truck value. 

See your local Ford Dealer for the latest in 
"D8 trucks or the best in A-1 used trucks. 


FORD TRUCKS 
COST LESS 


e LESS TO OWN 
e LESS TO RUN 
e LAST LONGER, TOO! 


Finance the easy one-stop way! Ask about the new FORD FLEET TRUCK FINANCE PLAN! 
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News of the Month 


The Recession: Nation's Leaders Call Bary Goldwater 


Arizona; Representative Willian 


Home Improvement Plan “a Way Out” Passer, Ut: Governor Price 


Daniel, Texas: Governor Herschel 


Loveless, Iowa: Senator John 


f Ike says it adds strength to the Bricker, Ohio; Senator Wallac 
life and economy of America... tan: Seneter irving ives 


New York; Senato1 Henry Jackson 
Washington: Representative John 


New York Ciry—The Home Im- community and the individual and Riley, South Carolina: and Edward 
provement Council's efforts to “re- his family.” 3urgeson, vice president of the Bu- 
model” our way out of the reces- Other leaders adding their en- reau of Advertising, American 
sion have drawn accolades from the dorsements to the principle include © Newspaper Publishers Assn 

ey top level of government. Governor George Leader, Pennsy]- Some of their comments fell 


President Eisenhower and Hous- 
ing Administrator Albert Cole have 
joined Congressional leaders in It helps Americans help themselves... more 
commending the HIC program, as comments on the home improvement program: 


expressed in recent public service 


advertisements urging Americans (For the statements of President Eisenhower and 
to consider home improvement as Housing Administrator Albert Cole, see article above.) 


the “basic ingredient in the rec- 
ipe for prosperity.” (See DE, June, 
page 120.) 


“Congratulations to the Home Imprevement Council for he 
Americans help themselves out of what we hope is a_ brief 
national recession . . .” Governor George Leader, Pennsylvania 


eThe President observed The Your program to encourage wise spending by homeowners fo 


modernization and improvement of necded improvements or repairs is a fine idea, and I wish you much 


American homes adds strength to success in your efforts “ Senator Barry Goldwater, Arizona 


the life and economy of the nation (Continued on next page) 


An acceleration of this work, by 
creating a larger and immediate 


market for more labor and prod- 


ucts, will be of general benefit to 


the country and its people.” 


eCole agreed in these words a 


am glad to know that the Home 
Improvement Council will continue 


fi to expand its efforts to stimulat 


the improvement and moderniza- 
tion of American homes home 
Improvement Is an important tactor 

NEW OFFICERS: Newly-elected to head the Indiana Assn. of Plumbing Con- - 
in maintaining employment and 


tractors at the group’s 61st annual convention are, from left, George Bower, 
Bloomington, president; Robert Kiester, Fort Wayne, first vice president; Robert 
Niewoehner, Richmond, second vice president; and William Hammons, Ander 


economic activity for our people. It 
is an essential part of raising th 


future living standards both of the son, appointed secretary-treasurer. Hammons is the immediate past president 
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“There is plenty of money in circulation and savings, and I can't 
think of a better way to spend it than upon needed home improve- 


NEW WHOLESALER BRANCH: The Behrer-Nason Co. of New York City has 
opened this modern branch office in North White Plains, N.Y. The old branch 
office, which the company had occupied since 1931, was a casualty of the new 
Cross-Westchester Expressway. Alvin Behrer will continue as branch manager 


Construction Industry 


ments ” Representative William Dawson, Utah Gives Economy a Lift 
Home improvement will be a very vital help in boosting our New Yorn Crrv—A recent is- 
economy and in lifting our morale by improving our homes . 


Representative John Riley, South 


“This is a fine contribution toward strengthening the economy 


Governor Price Daniel, Texas 


“Your organization is to be commended for this timely and sound 
approach to the problem of recession and unemployment " Gov- 


ernor Herschel Loveless, Iowa 


“The solution to the current economic situation lies in the hands 


ol our citizens 


Senator John Bricker, Ohio 


“This is a worthwhile public service, and if it inspires individual 


Carolina. 


it is constructive to urge the making of needed 
home improvements, and I wish you success in your efforts 


sue of Business Week says that the 
construction industry is “one of the 
few businesses with no worries 
about which way it’s headed. Its 
dollar volume is definitely and 
steadily rising. The only question 
is how far it will rise and by how 


much it will exceed last yean 


s Most estimates for 1958 put con- 
struction dollar volume over last 
year’s $47.2 billion. One of the most 
conservative estimates is $47.3 bil- 


lion, predicted by Washington econ- 


homeowners to undertake modernization and improvement projects, omist Robinson Newcomb. The 


it no doubt will contribute effectively toward counteracting the cur- 
rent recession * Senator Henry Jackson, Washington. 


most optimistic is $49.6 billion by 
the U.S. Dept. of Commerce. 
“Moreover,” says Business Week, 
“the estimates of dollar volume un- 
derstate the beneficent effect on the 


All About Gas Venting—Theme of New Color Film Any Sain in Gollan vols 


Betmont, Carir.—A color slide 
film dealing exclusively with vent- 
ing of gas appliances has been pro- 
duced by the Metalbestos Division, 
William Wallace Co. It’s for show- 
ing to contractors, wholesalers, 


utilities and code authorities 


a The film, with a running time of 
27 minutes, is entitled “Heat in 
Harness: The Story of Gas Vent- 
ing.” It covers popular misconcep- 
tions concerning gas venting, recent 
scientific advances in the field and 
the contribution of correct gas 
venting to total gas heat comfort. 

Arrangements for showing of th 


film can be made through any Met- 
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ume will be reflected in a some- 
what greater gain in physical vol- 
albestos salesman or the Metalbes- ume. That’s because contractors are 
tos Division, William Wallace Co., bidding well below last year—some 
Box 137, Belmont, Calif. 


(Please turn to page 52) 


SCIENTIFIC VENTING is the educational theme of a new color slide film, ‘Heat 
in Harness: the Story of Gas Venting,” produced and released by the Metal- 
bestos Division of William Wallace Co., Belmont, Calif. The film, from which 
the above scenes were taken, has a 27-minute running time, 
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FR WELCOMES YOU TO 


SS! 


ON'S 


PLAYDAY: California plumbing contractors competed recently for trophies in 


the annual golf meet sponsored by Gaffers & Sattler 


NAPC director Joe Sand 


is shown driving off the first tee. (He didn’t win, but his wife did.) Story at right 


Bright New Profit Opportunities in Vanitory 
Promotions Spelled Out in Formica Sales Kit 


CincinnaAtI—Plumbing contrac- 
tors can get more profit from their 
bathroom jobs by jumping on thx 


vanitory bandwagon. 


a That’s the thesis of a new sales 
promotion kit offered by Formica 
Corp 


Formica promotional material, plus 


The kit contains samples of 


the 
plumbing contractor the profit ad- 


vantages of 


an information sheet showing 


promoting bathroom 
vanitories. 

“The plumbing contractor who 
gets the vanitory business makes a 
bigger profit because he makes his 
normal markup on a larger unit of 
sale,” the information sheet says 
aThe kit points out that the con- 
tractor can sell a bigger job mors 
the 


covered 


easily by including lavatory 


bowl in a with 
that 


homes are being built 


Vanitory 
laminated plastics. It notes 
many new 
with bathroom vanitories and that 
there is a tremendous potential in 
the remodeling market 

The kit also contains samples of 


Formica’s folders, “Bathrooms Car 


Be Dreamy,” “Formica Is Wonder- 
ful for Walls,” 


containing samples of the current 


and a 4-page folde: 


Formica laminated plastics Sunrise 
color line 

The kits 
from Formica district offices, or by 
1614 Spring 


Cincinnati 32 


new can be obtained 


writing Formica Corp., 


Ave.. 


Grove 


Construction Industry 
Gives Economy a Lift 


(Continued from page 51) 
say the reduction averages 10 per- 
cent and runs as much as 40 per- 
cent in some cases. So, at a given 
dollar figure, there will be 
physical volume 


more 
more labor, more 
materials, more machinery.” 

The 


Week reports, because “many con- 


bidding is 


lower, Business 


tractors are hungry for work.” 


Plumbing Contractors 
Vie for Golf Trophies 


ANGELES—More than 100 
golfers competed for Gaffers & Sat- 
tler trophies at the recent Associ- 
ated Plumbing Contractors of Cali- 
Trophies 
were presented at Fox Hills Coun- 
try Club. Gaffers & Sattler is the 


name unde: 


Los 


fornia convention here 


which water heaters 
and other appliances are marketed 


by Utility Appliance Corp 


e Winners included: 


Longest drive, 285 yards, Herb 
Alexander, Sacramento: shortest 
drive, 47 inches, Bo Bovee, Para- 
mount: closest to pin (on 11th), 


Clarence Turner, Fresno: low gross, 
78, Ron Steward, Los Angeles; low 
net, 69, Phil Diagotto, Los Angeles: 
low women’s gross, 94, Cherry 
Sand, NAPC director Joe 
Sand: low women’s net, 71, Eleano: 
Haverty, Fresno, wife of new APC 
president Dudley Haverty 


wife of 


Weil-McLain Launches New Research on Hydronics 


NEW RESEARCH LAB of the Weil-McLain Co. was opened recently in Michigan 


City, Ind., the firm’s headquarter city. 


Research will include not only investi- 


gations that have to do with the mechanical efficiency of heating and cooling 
products, but also with the relative effects on human comfort of radiant and 
convected heat and various cooling techniques and applications. 
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SWISS PLUMBING CONTRACTORS VISIT: Mike Williams, 


p-h contracting firm, explains the operation of a fire line 


Schlosberg, Inc., 


foreman for Fein- 


system in a 20-story apartment building under construction to a group of 20 


Swiss contractors on an inspection visit in New York City 
of Contracting Plumbers 


Foy, of the city’s Assn 


At right is Vincent 
Story begins above right. 


Film on Water Heater Merchandising Tackles the 
Problem of Competition from Non-Industry Outlets 


A new movie 
& Night Manu- 


is helping p-h con- 


La PuENTE, CALIF 
produced by Day 
facturing Co 
tractors meet the competition on 
sales from. non-in- 


water heate: 


dustry outlets 


es Entitled “You're the Doctor.” the 
25-minute film is based on inter- 
views with successful contractors 
throughout the country and offers, 


n capsule form, the selling tech- 


nique that is common to outstand- 


ing watel heater merchandisers 
The interviews, some of which are 
included in the movie, were con- 


Tyler Macdonald, vice 


president of Hixson and Jorgensen 


ducted by 


advertising agency, which handles 
promotion for Day & Night 

eAs the title suggests, the sales 
idea of the film is based on the f{-ct 
that a plumbing contractor is a 
specialist in his field and is called 
when problems that need expert 


attention arise. Every such call 
the film points out, should be con- 
verted into an opportunity to talk 
to the customer face-to-face, where 
the correct diagnosis of the trouble 

and possibly a new sale—may be 
made more easily 


The big point is that the contrac- 


tor is careful not to sound like a 
salesman over the phone, but rath- 
er like a helpful “expert” called to 
“diagnose the cast 

“The difference between success 
and failure in the sale of a water 
heater is a small thing,””’ Macdonald 
the new film. “A 
few words on the phone can lose 
This isn't 


It’s a fact 


said in describing 


a sale or guarantee it 


just a promotion idea 


first discovered during our inter- 


Swiss Contractors Seek 
Plumbing Ideas in N.Y. 


New York City—A group o! 20 
plumbing contractors from Switzer- 
land recently inspected the plumb 


ing installations of a de luxe apart- 


ment house under construction 

here. The party was under the di- 

rection of F. Kenig, general secre- 
Pl, e turn to page 54) 


plumbing contractors 


views 
who have been using the right sales 


method and late: proved by othe: 


contract ho have viewed the 
film and put the method to work 
In every case there was an immedi- 
ate increase in sales. One man re- 


ported he de a sale on every 


single call received during a 30-day 
period after adopting the method 
shown in the film.” 


s The film is part of Day & Night's 
Counter Attack” ac- 
Dick Whitney, 
manager for Day & 


“Operation 
cording to wate! 
heate! 
Nicht 


strong, aggressive program to ho!d 


market for the 


sales 
This is the company’s 


the water heate: 


plumbing and heating contracto1 
as opposed to non-industry outlets 
The program Was dese} ibed in June 


DE. page 164 


loan of the film 
should be addressed to the 
at 855 Anaheim-Puente Rd., 


Calif 


Requests tol 
com- 
pany 
La Puente, 


“YOU'RE THE DOCTOR,” Day & Night Manufacturing Co.’s new water heater 
sales film, features actual interviews with p-h contractors who have been 


unusually successful in selling water heaters. 


Here, Tyler Macdonald (right), 


advertising agency executive and sales authority who conducted the inter- 


views, is shown at a contractor's 


store during the shooting of the film 


re 
ade 
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. 
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BASEBALL’S MOTHER OF THE YEAR: Waste King Corp. was donor of a new 


dishwasher in Cincinnati recently at the Cincinnati Redlegs annual Waste King 


Day. Winner was Mrs 
mother of six little Bells 


Gus Bell, wife of the popular Redleg outfielder and 
George Weidner, a Waste King district sales man- 


ager, presented the de luxe free-standing dishwasher-dryer to the couple while 
two of the children, Buddy and Debbie, looked on approvingly. The other four 


youngsters were 


home with the measles 


The presentation at Crosley Field 


was followed by a game betwen the Redlegs and the Los Angeles Dodgers 


Controls Authority Looks at the Future. Says New 
Developments Will Spur Demand for P-H Services 


New 


conditioning con- 


Los ANGELES automatic 


heating and ait 
trols now being developed should 
demand foi 


spur future consume}! 


more housing automation and fo: 


modern air condi- 


according to J. F 


ne more 
tioned homes, 
president of General 


Controls Co., Glendale, Calif 


Ray, 


West Coast 
Domestic Gas Research and Utili- 


eRay addressed the 


zation Conference here recently 
The new 


help cut operating costs of heating 


controls. he said, would 


and air conditioning and would 
make possible more precise tem- 


perature control 


ws Among outstanding new develop- 
ments in controls, Ray listed 

Low cost thermo-electric indoor- 
“selling 


outdoor sentinel 


for 66 


systems 


percent less than previous 
electronic systems.” 

Clock thermostats that act as aii 
conditioning “flywheels” to store up 
night coolness against the next 
day's heat within a home 


Automatic changeovers in a 


Gerber Plugs Bidet...U.S. Asks “What's That?” 


Cuicaco—A little-known plumb- 
ing fixture is getting a big play in 
current consumer advertising of the 
Gerber Plumbing Fixtures Corp 

bidet, a bath- 


room must for many yea 


The fixture is the 


In many 
foreign countries and strongly en- 


dorsed by doctors evervwhet! tol 


its hygienic value. Gerber offers the 
bidet in white and six colors 

The ad, showing what the public 
takes to be new and novel, has re- 
in letters from all over the 
more detailed 

officials’ told 
ENGINEERING 


sulted 
country asking for 


inform Gerhbet 


ition 
DoMESTIC 


Swiss Contractors Seek 
Plumbing Ideas in N.Y. 
(Continued from page 53) 


the Swiss 


tractors Assn 


tary of *lumbing Cor 
Kenig pointed out that because 


of limited space in th> cities cf 


Switzerland, there is an increasin: 


need for houses about 
This 
about problems in getting water t 
and 


Swiss contractors came to look fo 


apartment 


15. stories high. brings 


this height, Kenig said, 
a solution by studying methods em- 


ployed in this country 


es Arrangements for visiting the 
building through th 
Assn. of Contracting Plumbers of 
the City of New York and ‘Fein- 
Schlosberg, the plumbing contract- 


ing firm handling the job 


were made 


home's indoor climate to heating o1 
air conditioning as the outdoor 
weather dictates 

Ray predicted that before long all 
vital home controls would be pre- 
fabricated in central panels to make 
housewives true mistresses of thei: 
homes. One such panel is now rea- 


dy for the consumer, he revealed 


It is prewired at the factory 


(NEWS continued on page 56) 


SOUT thing 


BIDET FEATURED: This recent ad illus 
trates the new push by Gerber Plumb- 
ing Fixtures Corp. to popularize the 
extra bathroom accessory. The fixture 
is old hat in foreign countries, but the 
ads are drawing letters from Ameri 
idea 


cans asking about the “new” 
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How to keep the Fountain of Youth from Aging... 


Lewin-Mathes Seamless Copper Tube and Pipe 
showers its benefits in a pure, steady stream on a 
little girl. And decades later, it will show equal 
regard for her grandchild. 


Through the years, the Lewin-Mathes installation 
performs like new without maintenance because— 
as Copper Tube Specialists—we build Copper’s re- 
sistance to everything except flow. Lewin-Mathes’ 
fastidious-minded inspectors — at every operation 
throughout our completely integrated plant—demand 
shiny smooth surfaces inside as well as outside 
our products. 

When installing piping materials, be sure that your 
first cost is your Jast cost. Ask your architect, de- 
signer or engineer to specify Lewin-Mathes. 
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TOPS IN ADVERTISING: Milwaukee Faucets, Inc., recently received the Merit 
Award of the National Federation of Advertising Agencies for outstanding in 


dustrial magazine advertising 


vice president, shows his approval. 


In the photo, Robert Maercklein 
ing the award over to Milwaukee president G. L. Hartmann 


right) is turn 


Martin Peterman, 


The judging took place at the annual 


conference of NFAA. Maercklein Advertising handles the Milwaukee account 


Engineers Conference on Heating-Cooling Controls 


Calls for Standardization 


CLEVELAND—More standardiza- 


tion 


} 


and coordination of 


about 


existing 


knowledge control 


systems 


for heating and air conditioning 
according to P 
B. Gordon, vice president of Wolff 
& Munier, Inc., New York City 


Gordon was keynote speaker at 


systems is needed, 


the recent control conference of the 
American Society of Heating and 
Air Conditioning Engineers, held at 
the ASHAE 
in Cleveland 


Research Laboratory 


a More than 60 engineers from the 
industry's manutacturing, consult- 
ing and contracting levels attended 
the conference 

Gordon told the 


that 


engineers 
among the great needs in controls 
are standardization of symbols and 
terminology-and a greater dissem- 
installation and 


ination ot service 


know-how 


ws These sentiments were reiterated 
by a panel of industry leaders that 
included L. N 
president in 


Hunter, senior vice 
charge of engineering 


National-U.S. Radi- 
Johnstown A 


research, 


Corp.. 


and 


ator 


of Terminology, Symbols 


chief 


Mor- 


Lockhart, vice president and 
engineer, Bell & Gossett Co.. 
Grove, Ill P Chapman, 
Service Co., Milwaukee; 
Pittsburgh consult- 
ing engineer; E. R. Teske 
of the Heating, Piping and 
Contractors 
and E. F. Snyder Jr., super- 
Minneapolis- 


ton 
Johnson 
T. F. Rockwell 
secretary 
Ail 
Conditioning Chicago 
Assn 


visor of controls. 


Honeywell Regulator Co 
Hunter the 


efficiency of 


discussed perform- 


ance and heat 


ex- 
the 
need for control in this aspect. of 


change equipment and cited 


the over-all system. Lockhart then 
took up the control problems re- 
lated to energy and mass distribu- 
tion, pointing out that more re- 


fluid flow 
through pipes and fittings 


search IS needed on 


Reading Tube Now 
Producing Own Billets 


New York City 
Corp. has started production in the 
first built 
the Mississippi in half a century, 
Martin 


Reading Tubs 


coppe! refinery east ol 
it has been announced by 
Mack, president 
Production of billets at the elec- 
trolytic refinery means Reading 
now participates in all steps of the 
business, from 


copper fabricating 


scrap copper to finished products 
a The new plant includes approxi- 
mately 100,000 square feet of pro- 
duction, warehouse and office space, 
16-acre site in 
Ontelaune Township, Pa. Mack said 


it will tube 


and is located on a 


result in 
the 


even fine: 


products in future because 


Reading now will have closer con- 
trol over the quality of billets 
Reading’s products include cop- 
per and brass tubing for building, 
automotive and appliance fields, 
and integral-finned tubing for heat 


transfer applications 


‘Plastic Pete’ Goes Forth to Do Battle .. . 


MINERAL WELLS, TEx.—A “char- 


acter” is helping sell products of 

Southwestern Plastic Pipe Co 
He's Plastic Pete, a little “knight” 


with a shield, plastic pipe 


and a bundle of plastic pipe under 
He'll be the 


character on all promotion and ad- 


his arm recognition 
vertising of the firm this year, and 
also will be featured in point-of- 
purchase cards for counters, offered 
free to wholesalers and dealers 
throughout the country along with 
tie-in sales aids. 

The five pieces of pipe Pete car- 
ries symbolize the five types of the 
company’s products: Polyethylene, 
PVC, Butyrate, ABS and Chem- 
Weld plastic drain pipe 

(NEWS continued on page 60) 


News . . . continued from page of 

* 

wf 

~ 

J 

Domestic ENGINEERING, 19538 
: 


a big difference that helps 


installation and maintenance dollars. 


sistent in pitch, 


is continual during manufacture. 


The Anvil Brand Line includes couplings, 


Brand Representatives in principal cities. 


ALLISON PARK, PA., U.S.A. 


: Subsidiary: Anvil Products, Inc., Longview, Tex. — 
Canadian Coupling ond Fittings, Ltd., Simcoe, 


Fa cts 


| fully covered with the zinc coating. If 
protection is not complete, you might as 
well have no galvanizing at all. 

| FIG. A FIG. B 

| 


Fitting 


Galvanizing should 
protect all exterior 
coupling surfaces 


FROM GALVANIZED 
TUBING 


FROM HOT 


When you buy galvanized couplings it’s 


wise to make certain that all exposed 
areas—including chamfer or recess—are 


First check for thorough galvanizing 
is inspection of the recess or chamfer. 
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Awn Brand Fittings help sell piping jobs 
in two ways. First, they start clean, make up 
fast, permitting closer cost estimates and quo- 
tations. Second, they assure a tight joint and 
full mechanical strength for the assembly. They 
help sell the next job by saving the customer's 


This difference that sells is manufacturing 
accuracy. Anvil Brand threads are clean—con- 
taper, and depth. Chamfers 
and recesses are precision finished. And gaging 


nipples, bushings, 
and plugs, available from'stock and cartoned for easy hand- 
ling and identification. They are sold by leading distributors, 
whose engineering service to the trade is supported by Anvil 


ANVIL BRAND 


forged seamless and 
wrought steel 
pipe fittings 


In many cases galvanized pipe is cut to 
length, recessed, tapped, and sold as 
galvanized couplings—a practice which 
obviously leaves the recesses uncoated 
and subject to corrosion and discolora- 
tion. (See Fig. A). 

Properly galvanized couplings are 
made this way: the rough blank is 
formed, then chamfered or recessed and 
bored. Next, the blank is dipped in 
molten zinc. Finally, it is tapped. By 
this method, all exposed surfaces of the 
in-service coupling are fully protected 
by a heavy, even, zinc coating. (See 
Fig. B.). 
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BOLD NEW 


CRANE DES 


Now Crane offers the graceful new CROWN Round Lavatory 


designed for easy installation in any type countertop as well as marble 


You know the big problem with oval 
lavatories up to now. You had to 
mount them under the counter. Which 
meant using a finished material like 
marble. And making an exact cut to 
match the rim. 


But now you can give your cus- 
tomers an even more beautiful lava- 
tory in any type of countertop—with- 
out the trouble. No rough edges, no 
misfits. Simply set the new Crane 
Crown in a round cut with metal 
frame and have today’s newest, 
easiest, and smartest countertop in- 
stallation! 


Another Crown advantage: it has 


Crane’s new Singl-ese faucet mounted 
right on the lavatory, so you don’t 
have to make extra cuts for the con- 
trols. The Singl-ese represents more 
than 10 years of research—a conven- 
ient, one-handle faucet with all the 
quality and dependability of Crane’s 
famous Dial-ese control. 


The new Crown is designed by 
Henry Dreyfuss and features a hid- 
den front overflow and deep oval 
basin. It’s made of hand-finished 
vitreous china in all 7 Crane colors 
and white. Overall size only 18 inches. 
Plan to use this graceful new lava- 
tory on your next job. 


CRANE CO. 8365S. Michigan Ave., Chicago 5+ VALVES - FITTINGS « PIPE « PLUMBING « HEATING « KITCHENS « AIR CONDITIONING 
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The luxurious new Crown installs in 


BOLD NEW CRANE COLOR—DESERT TURQUOISE 
An exciting and beautiful fixture color created by decorators, 
designers, and housewives for modern color planning. All 
Crane fixtures, including the new Crown lavatory, are now 


available in Desert Turquoise. 


Crane’s new Singl-ese control mounted 
right on the Crown lavatory. 


any type of counter. 


DoMESTIC 
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MAN OF THE YEAR AWARD, sponsored by the Arkansas Plumbing and Heating 


Contractors Assn., is given to Charles Tuel ‘second from left) of Liltle Rock for 


“continuous dedicaiion of service and 


leadership” in the p-h industry. Making 


the presentation are Edwin Dean left), new president of the association; Ben 


ton Sevier (second from right), outgoing secretary; Clint Reynolds, secretary 


What's Happening in Water Systems? 
Here's a Roundup of Late News... 


Motor Products Corp. 
Buys Aermotor of Chicago 

Detroit—Aermotor Co. of Chi- 
cago, 60-year-old manufacturer of 
farm and home water supply sys- 
tems, has been acquired by Moto1 
Products Corp. of Detroit for an 
undisclosed sum. 

Operation of Aermotor in_ its 
present plant under present man- 
agement will continue, according 
to a joint announcement by Arnold 
Maremont, chairman of the board, 
and Ray Nigro, president, both of 
Motor Products. Nigro said Aer- 
motor is now a wholly owned sub- 
sidiary. Its sales run approximately 
$4,000,000 annually 


Extra Warranty on Ist 
Rapidayton Submersible 
Dayton, O.—A one-year unlim- 
ited warranty on the first installa- 
tion of a Rapidayton submersibl> 
pump has been announced by the 
Tait Manufacturing Co. 
“This is another step in our ag- 


gressive submersible promotion 
program designed to help ow 
wholesalers encourage dealers to 
try the most exciting new product 
in the water appliance field,” said 
Frank Hickey, Jr., Tait vice presi- 


d ‘nt and general sales 
Hickey continued: “This  ofi 
goes beyond mere words to provide 
a risk-free incentive to dealers who 
thus far have been ‘watching and 
aiting’ or whese previous ex- 
periences with out-of-date sub- 
mersibles may have been unhappy 
“We are convinced that a com- 
petent dealer can successfully in- 
stall Rapidayton submorsibl 
pump, that he can do it easily and 
inexpensive'y, and that the pump 


wll give outstanding performance 


DE's 3rd Special Report on 
Water Systems...page 108 


ind dependable service. We feel the 
submersible will sell itself to the 
dealer and to the customer—and 
that this first installation will open 
the door to increased business and 
bigger profits.” 

This special “pet acquainted” 
warranty applies to both 2-wire 
and 3-wire Rapidayton models, 
used in 4-inch or larger wells, 0 to 
50) feet in depth. The offer in no 
way affects Tait’s standard war- 


ranty on submersibles, Hickey said 


1800 Dealers, Distributors 
Attend Pump Short Courses 


ASHLAND, O.—A series of 31 field 


training meetings on pumps and 


water systems, conducted by the 


sales training department of The 


F. E. Myers & Bro. Co., have been 


(Please turn to page 65) 


NEW HOME of Webb Supply Co., Framingham, Mass., wholesaler, has 20,000 
square feet of floor space and a 13,500 square foot parking area. The new 


building includes a large showroom, as wel! as o contractor meeting room 
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tube at one end 


plumber Ss. 
just hold the 


and roll the carton back. You can 
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straight, or turn... getting bends th 
look machine made! Best of all, the 
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information at a glance—and from any angle. 


The Roll 


EASY TO IDENTIFY! 
an 
a 


EASY TO. 


if 


ry 


here's 
1953 1954 195 
6}+— Brass mill impo 
5 L. (% of total brass mill pro 
4 
3 
2 
‘To 
MADE IN 


PLANTS IN DETRO 


af 


s no more work for George Moore.. 


1955 1956 1957 


George was just laid off by a brass mill in the United States. He made a good living 


T while he was working—about $90 a week. He’s out of a job now because the 
imports products he made are being imported from foreign plants that pay their workers 
mill products) —} ga® | about $30 per week. The ironic part of George's situation is that he is being put 

i out of work by American contractors and manufacturers who are unknowingly buying 
34 oa | brass mill products made overseas. They are not investigating their source of supply 
r | or looking for product identification. If you buy brass mill products think 


CALUMET @ HECLA. INC 

CALUMET & HECLA, INC. 


NIN 17222 Southfield Road 


TROIT, MICHIGAN AND DECATUR, ALABAMA. SALES OFFICES IN PRINCIPAL 


EXPORT DEPARTMENT, 13 EAST 40TH STREET, NEW YORK 16, NEW YORK 


WOLVERINE TUBE 


of George. Make sure the products come from the U. S. A. Do this and you pro- 
tect yourself, too. Because if the number of Georges keeps.on multiplying, the 
vicious economic cycle might hurt vou just as badly as it has already hurt George. 
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THE CASE OF MISSING COMFORT is the title of a new color film soon to be 
released by the Warm Air Heating Institute of Northern California. Here, 
Dar Knowles (right), executive director of WAHI, explains heat loss cal- 
culation factors to the cast and crew of the new film. The film will be used 


to create consumer desire for the 


benefits of complete heating comfort. 


Here's a Chance to Learn More About 
Air Conditioning Design, Installation 


LaCrosse, Wis.—Contractors 
across the nation are learning a lot 
more about air conditioning than 
they ever knew before. They are 


at least, if they are taking advan 


tage of the air conditioning clinics 
sponsored by leading manufactur 
ers. The latest such clinic to be an 
nounced currently is being spon 


ored by The I ine Co 


Ihe COSIST ot 


two-houw hon complete with 
slides and other props toe make 
them mare elheotive Veoording to 
rane vies dient A.C 
pron Valuable tate 


Mation the peactheal tae ab ain 
ana and 

nel in the 
lation, ervieine 
of air conditioning and 
tion equipment for improved sys 


fom performances 


eThe clinies are being conducted 
at Trane sales offices throughout 
the country. Already, Menke told 
DE, more than 3,300 industry peo- 
ple have completed the course 
“Students” attending the course 


Domestic ENGINEERING, JuLY 1958 


get a neat balance of theory and 
actual practice, ranging ‘from the 
basic rudiments of the refrigeration 
evcle to trouble-shooting ol the 
tinished i b. In between are sand- 
wiched lectures, demonstrations, 
charts, slides and discussions 


The contractol attending thre 


Dealers, Distributors 
Attend Pump Courses 


(Continued from page 60) 
attended by more than 1800 dis- 
tributors and dealers. 

The meetings, usually one-day 


3 states 


affairs, were conducted in 1 
and three provinces in Canada. A 
sales training team, headed by L. R 
Lorenz, Myers sales training man- 
ager, traveled over 20,000 miles to 
conduct the meetings. The meet- 
ings started in November and were 


concluded in May 


eThe field training schedule was 
developed, according to Lorenz, to 
bring product information to the 
trade and to provide it with addi- 
tional sales and service information 
to prepare dealers and distributors 
to better meet current competitive 
conditions. The training team util- 
ized films, slides, charts and cut- 
away models in the program. 


series finds the first six sessions 
devoted to basic theory, while the 
last fou orm a more advanced 
application and service course. To 
give him the opportunity to review 
material covered and to provide 
him with practice problems, charts, 
tables and other necessary data, he 


Ple et n to page 160) 


RECORD SHIPMENT of plastic pipe made up recently by A. |. McDermott Co 


Oshkosh, Wis., is shown here in part, dwarfing wholesaler McDermott and, 


he says, ‘dramatizing the increased 


demand This shipment of Supplex 


Polyethylene pipe (NSF grade) represents a retail value of about $30,000 


i News. . . continued from page 60 i 
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THE UNION MALLEABLE 
ASHLAND, OHIO | 


A single source forall your pipe fitting needs:  Golvanized and Black U-Cote Mallecble Iron Pipe Pipe Fittings-Unions-Plugs 
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The Union Malleable Mig. Co 


Juty 1958 


Ashiend, Obie A. 


| | 
union 
pipe fittings packaged for extra profits. 


malleable 


Union Malleable is now offering you for 
the first time a convenient, easy to carry 
assortment of popular size, high quality 
U-Brand pipe fittings. Just look at the 
“extra-profit” features the “THRIFTY FIFTY 
PAK gives you: 


An assortment of 50 popular 
size fittings in one package. 


Your choice of or pipe 
fittings in either black U-Cote 
or galvanized finish. 


A rugged, convenient bin- 
type tray that is built to last, 
with no staples to cut or 
scratch the hand. 


Designed to your needs, with 
each section clearly marked— 
you'll have the fittings you 
want when you want them. 


The *THRIFTY FIFTY PAK on 
the job saves time, wasted 
trips, and loss of fittings. This 
means more money in your 
pocket. 


Order the “THRIFTY FIFTY PAK from your 
favorite wholesaler TODAY. 


The Tote Tray, the first of Union Mal- 
leable’s tray assortments, has been im- 
proved for greater strength with rein- 
forced divider sections between each nip- 
ple size. 
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assortment of popular size 
FIFTY ASSORTED 3 4 in. U-BRAND PIPE FITTINGS 
a 
| 
STREET ELLS rad) TEES 1290" ELLS 


of air charging for all jet 
and centrifugal pumps... 
ideal for submersibles 


IT ACTUALLY COSTS LESS... 


than conventional submersible pump air 
charging “kits”. And, it saves considerable 


installation time and labor. Just imagine. . . 
one unit located at the tank is all you need 
and it eliminates numerous fittings (as shown 
on opposite page) and “leak” points. 


MORE WATER 
WITHDRAWAL 
FROM THE SAME 


TANK AND 
ASK FOR IT PUMP 


AT YOUR WHOLESALER’S! 
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SUPERCHARGER ELIMINATES 
the following: (1) “Deep well” air release control; 
_ (2) Check valve and snifter valve; (3) Tee and nipple 
for pressure switch; (4) possible — bushing; 
= 
New, improved Type 194-R 
Supercharger handles water 
systems rated up to 23 gallons 
per minute at 20 lbs. tank pressure 
The new Penn 194-R Supercharger with its “Flow 
Balancing” feature gives you positive air charging on 
submersible, centrifugal, deep or shallow well jet Penn 
water systems. It charges air at a high rate directly NEW type roan _ 
to the tank without passing through the pump. It 
does not affect pump priming or create cavitation 4 
within the pump. 
This larger volume of compressed air provides its 
greater “draw” capacity with less frequent pump op- i 
eration. Actually, when properly applied to an existing q 
tank, Supercharger doubles the capacity. The Penn ree! 
Supercharger positively prevents water logging and 
prevents loss of air charge in case of power or pump ‘a * aan... 
failure or withdrawal beyond pump capacity. And, ate. send for Bulletin 
Supercharger has many more advantages . . . No. 3136 
Penn CONTROLS, INC. Goshen, Indiana 
EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES i 
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Faucet Aerator 

A “vandal-proof” faucet aerato: 
that requires a small key-wrench 
for removal has been develcped by 
Wrightway With the 
key-wrench requirement, the aer- 


Engineering 


ator cannot be removed by un- 


authorized persons since the oute) 
casing spins freely with any normal 
motion to unscrew the device. The 
single internal 
that 


stream 


aerator contains a 
produces an 


without 


part—a device 
air-filled 


water 


ing 


The aerator is made of 
brass, is finished in chromium plate 
and with both high and 
low One model 
fits faucets with outside thread. A 
model fits faucets with 

-in. diameter internal thread. 

Manufacturer: Wrightway Engi- 
neering Co., 339 W. 112th Pl., Chi- 
cago 28 


splash 


operates 
water pressures 


sect ynd 


White-Core Plastic Pipe 
Flexible polyethylene pipe with 
a white core has been developed 
by Quaker Rubber. The 
competitively priced. The 
which has been made white for its 


pipe 1S 


core, 


“eye-appeal” and the connotation 
of “hospital-clean, antiseptic con- 
ditions,” is manufactured from vir- 


gin material. Specifications of the 


pipe are contained in a new four- 
page brochure. 

Manufacturet 
Division, H. K. 
Tacony and Comly Sts 
phia 24. 


Quaker Rubbe: 
Porter Co., Inc., 
Philadel- 


Electric Chuck 

An electric chuck is being offered 
by Beavei Pipe Tools as optional 
equipment on its Model-A and 
Speed-O-Matic pipe and bolt ma- 
With this unit, the operato: 


flips the switch and jaws grip pipe 
9 


chines. 


or rods. Its range is !s to 2 in. It 


operates either forward or in re- 


Wearing parts are 
hardened tool steel 

Manufacturer: Beaver Pipe Tools 
Inc., Warren, O 


verse 


Embassy and Kelvinator Team Up to Offer Another 
Model in the Weather-Twins Heating-Cooling Line 


Another model has been added 
to the Weather-Twins line of air 
conditioners developed jointly by 
Kelvinator and Embassy Steel. 
The new designed fo 
commercial and residential appli- 
cations. The units consist of self- 
contained Kelvinator air condition- 
ing with Embassy natural convec- 


model is 


tion heating, housed in an integral 


cabinet. Rooms with northern or 


eastern exposure can use twin con- 


vectors: other rooms, one 


Other 


include adjustable 
thermostat, dial controls 
air directional louvers. Cooling ca- 
pacity varies 7400 to 13,300 
3tu’hr. The convectors are avail- 
able with either 
elements, and 
either hot water or 
Manufacturers: Embassy 
Products, Inc., 890 Stanley Ave., 
3rooklyn 8, Kelvinator Divi- 
American Motors Corp., 
14250 Plymouth Rd., Detroit 32 


features 
and two 
from 
copper or steel 
are adaptable to 
steam systems 
Steel 


and 


sion of 
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One-Piece Cast Diverter 

A one-piece cast diverter has 
been introduced by Sterling Fau- 
cet. The three-valve fitting on 8- 
in. centers features heavy con- 


struction. It is available with both 


standard trim and the company’s 
New Dimension trim 

Manufacturer: Sterling Faucet 
Co., Box 798, Morgantown, W. Va. 


Boiler-Burner Unit 

An oil-fired boiler-burner unit 
for commercial applications has 
been announced by Weil-McLain 
The unit is rated from 1300 to 
3260 sq ft of steam and 2255 to 


5290 sq ft of water. Made of cast 
iron, the unit is offered with one 
or two tankless or storage wate 
heaters. Other features include an 


asbestos rope seal between sections 
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and a special flueway design. 
Manufacturer: ‘Weil-McLain Co., 
Michigan City, Ind. 


Kralastic Plastic Pipe Resin 

A plastic resin for use in fabri- 
cating semi-rigid and rigid plastic 
pipe has been introduced by Cres- 


cent. The resin, called HTHT, is 
designed for high tensile strength 
and high temperature resistance 
Pipe made from the resin is avail- 
able in a variety of pressure ratings 
in both swp and ips specifications 

Manufacturer: Crescent Plastics 
Inc., Evansville 7, Ind. 


Square Bathtub Made of Porcelain Enamel on 
Drawn Steel Is Announced by Coralware 


A lightweight square bathtub 
made of porcelain enamel on drawn 
steel—billed as the “world’s first” 

has been introduced by Coral- 
ware. The 148-lb unit is competi- 
tively priced and is offered in 
Coralsheen colors to match ll 
manufacturers’ standard colors. In 
commenting on the new line, Dave 
Kling, Coralware sales manager, 
told DE, “This combination of a 
smartly high-styled tub and new 


low price can be a powerful stimu- 
lant to remodeling. It can bring the 
promotion-minded contractor a 
surprisingly large number of jobs.” 
The tub is fully undercoated and 
features a sturdy steel cradle which 
holds it level and prevents pulling 
away from the wall. 

Manufacturer: Coralware Manu- 
facturing Co., 2401 S. Kolin Ave., 
Chicago 23. 


(Please turn to page 72) 
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New Products 


(Continued from page 71) 


Top Snake 

A top snake has been developed 
by Marco Products. The unit oper- 
ates with either a %«-in. by 25-ft 
spring or a 3s-in. spring that is 25, 
35 or 50 ft in length. It works in 
lines 114 to 21% in. in diameter 
The motor features a _ reversing 


switch that is mounted on the mo- 
tor point and permits the containe: 
to turn in either direction with the 
same speed and power. It has an 
operating capacity of 500 rpm. 
Other features of the snake include 


an automatic chuck and an alumi- 
num container. 

Manufacturer: Marco Products 
Co., 3416 Vineyard Ave., Los An- 


geles 16. 


Horizontal Heat Pump 

A horizontal model heat pump 
designed for flexibility of installa- 
tion has been introduced by Len- 
nox. Indoor and outdoor sections 
of this model may be close-coupled 
to form a ‘single package. The 
package may be installed on the 
flat roof of a residence or commer- 
cial building. It is also possible to 
install it outside the structure at 
the foundation line. 


indoor section may be in- 
stalled above a closet. in the attic, 
in basements or in crawl spaces 


The outdoor section is low enough 


to place under a window sill. Addi- 


New Line of Steel Bathroom Wall Cabinets with 
Concealed Blower Accessories Unveiled by Lau 


A line of steel bathroom wall 
cabinets with a concealed blower 
as an accessory has been introduced 
by Lau. The blowers have sufficient 
capacity to ventilate an average- 
size bathroom. The cabinets pro- 
vide illumination in two directions: 
upward for room lighting and 
downward around the face. Lights 
are mounted within the steel frame, 
out of sight. Three large shelves, 
removable for cleaning, provide 
maximum storage. The cabinets 


can be recessed or surface- 
mounted. Four screws hold the 
cabinet in place. Sliding mirror 
doors are made of copper-backed 
sheet glass. They slide in plastic 
channels. Made in widths of 32 and 
14 in., the new cabinets are finished 
in white or a choice of four colors. 
Wiring is done at the factory. One 
connection is needed for both lights 
and the accessory blower. 
Manufacturer: The Lau Blower 
Co., 2027 Home Ave., Dayton 7, O 


tion of an optional acoustically- 
lined discharge hood permits in- 
stallation through garage or car- 
port wall. The unit’s compresso! 
operates with condensing tempera- 


tures as high as 145F and evapo- 
rator temperatures below zero 

The unit is available in models 
that range from 3 to 5 tons nominal 
cooling capacity and from 12,500 to 
21,500 Btu heating capacity (less 
strip heaters) at zero outdoor tem- 
perature 

Manufacture Lennox  Indus- 
tries, Inc., 200 S. 12th St., Mar- 
shalltown, Ia. 


Water Closet 


Kohler has announced that its 
Wellworth water closet is now 
available in three rough-in meas- 
urements—10 in., 12 in. and 14 in 

to facilitate their installation in 
older homes without changes in 
soil pipe location, extensive re- 
modeling of bathroom walls o1 
tearing up flooring. The closets fea- 
ture close-coupled tank and bow] 
and are offered in dimensions of 
30 in. high, 2134 in. wide and 2612 
in. front to back 

Manufacturer: Kohler Co., Koh- 
ler, Wis 


Large-Size Oil Burner 

An electronically-controlled oil 
burner for commercial and light in- 
dustrial applications has been de- 


veloped by Wayne Home Equip- 
ment. This model, largest in the 
company’s line, has a capacity of 7 
to 16 gph and is designed for use 


(Please turn to page 74) 
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Phe closed-cell structure of Armaflex seals out air and moisture. prevents dangerous condensation 


Now you can stop harmful condensation 
on all cold lines with Armstrong Armaflex 


Armstrong Armaflex is a flexible. foamed plastic pipe covering that stops conde rsa 
tion on cold lines at temperatures down to 0— |} Armaflesx has a closed-cell com 
position that completely seals out air and moisture 
barrier. This efficient. economical material can be used on heated lines, too 
operating to 200 °F. On hot or cold pipes, you can use just: the 


needs no separate vapor 


economical 

umount” of Armaflex vou need, because it comes in three nominal wall thicknesses 
and 

You do a neater, faster insulation job with Armaflex. too. Just slip the flexibl 

insulation over piping before connections are made or slit and snap on. Fitting 


Look for Andy covers are easily made up. using miter-cut pieces cemented together with Arm 
Armaflex on dis strong 520 Adhesive. They can be applied in a fraction of the time needed for 

plays,. window conventional wrap-on insulations or insulating cements. 

ind door decal 

and door decals. § 
: He identifies the Recommended Armaflex thicknesses for various service conditions are listed in a 
i wholesaler who free. descriptive booklet. For vour copy. write to Armstrong Cork Company, 2207 
| 
sells Armafles Todd Avenue, Laneaster, Pa.. or see your Armaflex wholesaler. 


Armstrong INSULATIONS 
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New Products 


(Continued from page 72) 


with No. 2 or lighter oils, including 


100 percent catalytic oils. It is 
equipped with dual transformers 
and ignition system and_ twin 


nozzle adapter. Its motor is a }s- 
hp capacitor type with jaw coup- 
ling to sirocco fan and two-stage 


fuel pump. The housing is cast 
aluminum. 
Manufacturer: Wayne Home 


Equipment Co., 801 Glasgow Ave., 
Fort Wayne, Ind. 


Self-Priming Jet Pumps 

Two self-priming jet pumps for 
shallow and deep wells have been 
added to its three-way-jet pump 
line by Clayton Mark. The 
models are 34 and 1-hp. Both de- 
liver up to 1200 gph and pump to 
depths of 120 ft. Priming time of 
these three-way models has been 
decreased by adding a 
priming tube. The tube feeds wa- 


new 


special 


ter into the pump’s revolving im- 
peller during the priming cycle, 
driving air out to speed up circula- 
the pump The 
also helps to dispel air from the 


tion in case tube 


well pipe. The units are converted 
from shallow to deeper applications 
through detachable jet assemblies 

Manufacturer: Clayton Mark and 
Co., 1900 Dempster, Evanston, III. 


Sediment Interceptor 


Josam has developed a sediment 
interceptor for use on pump suction 
for swimming pools, filters, wate 
softeners, bleaching tanks and sim- 
can also be 


ilar applications. It 


used on waste lines from mechan- 


ical laundry equipment. The inter- 
ceptor pipe 
standards or hung with the piping. 
It intercepts hair, lint, sand, ete., 


ean be installed on 


and features a leak resisvan* 


locking arrai 


Cove! 
with a swing-bolt 
The cover 


for emptying the sediment but can- 


ment. can be removed 


not be replaced unless the sedi- 
ment basket is in place. Two styles 
are available, both pressure-tight 


units with cylindrical bodies. The 


interceptors are available in sizes 
up to 10-in 
or flange. 
Manufacturer: Manufac- 
turing Co., Michigan City, Ind 


connections, threaded 


Josam 


Cast Iron Boilers 
Federal has added two series of 
residential boilers to its 


cast Iron 


line of steel models. One series is 
designed for hot water heating sys- 
tems only. It is available in knock- 


down style with extended or flush 


jacket. Packaged, pre-piped and 
pre-wired models also are offered 
This series is available in the fol- 


(Please turn to page 80) 


Quick Installation Ils Made Possible by a New 
Feature in Gerber's Bath and Shower Fixtures 


A new 
bathtubs and showers 


line of brass fixtures for 
(shown be- 
low) has been added by Gerber to 
its lavatory 
The new 


and sink fixture line 


units offer a special in- 
stallation technique by which they 
wall 
sliding the es- 
cutcheon to the wall (illustration 
at right) and tightening a 
All threads are in the bonnet and 
working 


can be adjusted to fit every 
depth by simply 


screw 


removed 
after the fixture has been installed 
A complete description of the full 


parts may be 


line is contained in a newly-pub- 


lished brochure available without 


from the company. 

Manufacturer: Gerber Plumbing 
Fixtures Corp., 232 N. Clark St., 
Chicago 1 


charge 
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Famous Mine-to-Market Quality 
that means Dependability 


Phelps Dodge copper water tube’s out- 
standing reputation for superior quality 1s 
the result of complete Phelps Dodge con- 
trol of materials and manufacturing meth- 
ods, from the mining operation to the fin- 
ished product. Phelps Dodge water tube is 
made of the highest grade copper from 
Phelps Dodge’s own mines . . . is carefully 
controlled for quality throughout fabrica- 
tion... and has unsurpassed tube proper- 
ties, including precise uniformity of wall 
thickness, due to Phelps Dodge’s unique 


Hot Forged-Extrusion Process. 


Dependable Distributors with 
Complete Service Facilities 


Phelps Dodge distributors can supply plumbing and 
heating contractors from complete stocks of pipe, 
copper water tube, copper drainage tube, copper re- 
frigeration tube and other essential plumbing equip- 
ment of all kinds . . . everything needed for home 
building, industrial expansion, heating and air condi- 
tioning and factory maintenance. Phelps Dodge dis- 


tributors also offer expert advice and valuable job ‘ 


tips, plus practical knowledge from Phelps Dodge rep- 


resentatives that help to solve on-the-job problems. 


Your Phelps Dodge distributor has the best of everything: ‘ 


top-quality products and friendly service! 


MADE IN USA 
10 THE TAN ARD: 
CORPORATION OF AMERICAN IN RY 
NEW YORK, N. Y. « LOS ANGELES, CALIF. 
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need regulation ona 
water service line? 


here’s how to do it with 


H-9300 Regulators 


First, select the regulator 


size factor from the handy chart at Reg. Size 


| 1" |114" | 2” | 214" 


the right... for a 3” line, Factor 


10 | 16 41 | 55 115 


the size factor is 165 


Next, select any combination of regulators 
whose factors will equal or exceed 165 
. two 2” regulators — 2 x 84 = 


at 168 or 
three regulators 3 x 55 = 165... 


For accurate, sensitive regulation, the three 12” 
regulators will give the best performance on your 
3” line... twin regulator installations are recom- 


HOW DOES IT WORK? 

Open a downstream valve slightly. The regulator 
with the highest outlet pressure adjustment will 
start to flow. As the valve is opened more, the 
second and third regulators will start to flow in 
sequence... 


RESULT? 


Each regulator starts to flow at a different pres- 
This method can be used on any size line regulator 


See your plumbing wholesaler 

for the complete story on the Mueller H-9300 
Regulator and request Catalog W-99 

before you make your next regulator 
installation ... or write direct 


mended for 14” to 2” 


stallations are 


service lines... triple in- 


recommended for 2” to 4” lines. 


Here's how to adjust the regulators... Set one 
regulator at the desired outlet | 
just the second regulator to a slightly lower pres- 
sure. The third regulator should be adjusted to 
a lower outlet pressure than the second... 


ssure, then ad- 


sure. At very low flows, only one regulator is 
operating, giving accurate, sensitive regulation. 
At full flow, all three regulators are operating, 
giving pipe capacity flow to meet the demands of 
the system — without any chattering or pulsation 
of flow...and a multiple regulator installation 
will give accurate, sensitive: regulation over the 
entire range, out-performing any single regulator 


on line sizes above 24”! 


installation. Clip and file this page for your reference. 


MUELLER CO. 
DECATUR. ILL. 


a Factories at Decatur, Chattanooga, Lus angeles 
In Canada Mueller Limited, Sarnia Ontario 
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For big jobs, TRANE Fans are especially designed mh 
for industrial processing and drying and for Gi 
high-pressure air conditioning systems. Com- 4 
plete range of standard sizes from 12 to 89 oa | 


inches, for static pressures up to 11! inches. 
Capacities to 310,000 cfm. 


f Vy job! 
or any process or comfort job! 
Accurate ratings, rugged construction assure quiet, efficient operation 
The fans you choose for your air-moving jobs— process nearby TRANE Sales Office, or write TRANE, La Crosse, . 
or ventilation—may mean the difference between top Wisconsin. 
performance and inadequate performance. That’s why WANT MORE FACTS? Write on your letterhead for 
leading consulting engineers turn to TRANE for fans that Bulletins: FC Fans, Class I and II (DS-348-F); BI 
are designed for quiet, efficient operation . . . simplified Fans, Class I and II (DS-348-B); BI Fans, Class III 
installation and maintenance—and available in a com- (DS-348-C); Utility Fans, (DS-348-U). Cabinet Fans, , 
plete range of capacities and types to handle any job. (DS-348-D). Axial Roof Ventilators, (DS-364-A). Cen- 
TRANE Fans are accurately rated and ruggedly built. trifugal Roof Ventilator, (DS-364-C). ‘ 


Solid workmanship and the most modern tooling assure 
consistently dependable performance. And each TRANE 


| : For any air condition, turn to 
Fan design has been tested and approved in the indus- —— 


try’s most modern and complete testing laboratories. ‘ 

TRANE gives you a single, reliable source for all your ee 
air moving jobs: giant Class I, II and III fans... + 
Cabinet Fans . . . Utility Fans—all tested under the . 
AMCA and ASHAE Code. TRANE field personnel in 97 | 


offices are available to help you make the best selection 


for any air moving job CONDITIONING, HEATING, VENTILATING 7 
AND HEAT TRANSFER EQUIPMENT 
When you need a rugged, dependable fan for human sue eae comnaiey " ANTON MFG. DIV 
: comfort or industrial process, turn to TRANE. See your OP CANADA, LEMIYED. FORON 
Ct FOR ROOF APPLICATIONS new TRANE axial 
4 flow and centrifugal roof ventilators are espe- eC 
” cially designed for low silhouette, efficient air “ 
=movement. Complete range of sizes and models. 
ay 
0 PACKAGED UTILITY FANS for fast, economical , 
installation for hundreds of plant ventilating j 
jobs. Exceptionally smooth and quiet in 
operation. Capacities to 15,450 cfm. 


IN 1\ | | 


Three ‘'s come off 
the production line at NIBCO 


These elbows are produced in NIBCO’S 
automated foundry, the only one of its kind in 
the world. They’re finished on machines designed 
and built for the specialized task of producing fittings 
and valves for the plumbing and heating industry. 
These specially built machines and the automatic foundry 
were designed for one purpose; the production of 
quality products at competitive prices, in warehouse 
quantities that permit NIBCO wholesalers 


to make immediate delivery. 


NIBCO'S new plant in Elkhart, Indiana 


INC., DEPT. H- 5507 ELKHART, INDIANA 
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trim in appearance 


... yet it doesn’t trim the pocketbook! 


One look will convince you! Here, from 
Sterling Faucet is the last word in Bathtub Trim... 


clean, lustrous-bright and functional. 


It brings beauty to any bath! 
Remember Sterling has the complete line— 


all the way from Tub and Shower Fixtures 


and Bath Drains to Lavatory Fittings 
and Tubular Products. Modernization pays 


—join the trend! Install Sterling! 


World’s largest 
independent producer of 


plumbing brass goods 


MORGANTOWN « W. VA. 
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New Products 


(Continued from page 74) 
525, 645, 760 and 875 


water. 


lowing sizes: 
sq ol 

The second with 
both steam and hot water, is avail- 


series, lor use 
able in five sizes. Steam capacities 
305, 405, 605 
ft, and water capacities are 565, 
740, 915, 1090 and 1260 sq ft. This 
series is offered with flush or 
tended jacket in knock-down style 


are 505, and 705 sq 


only. Both lines have tankless coils 

Manufacture) Federal Boiler 
Co., Granite and West Sts., Midland 
Park, N. J. 


Swimming Pool Pump 

A self-priming pump specifically 
for with 
pool filtration equipment has been 
introduced by Sta-Rite Products 
It features a built-in brass basket 
for additional compactness. A spe- 
cial cover with a single knob pro- 
vides simple access to the basket 


designed use swimming 


Wearing parts also are accessible 
for servicing and replacement. The 


pump is equipped with a mechan- 
ical seal that does not require ad- 


justment. The motor is capacitor- 


and is. designed for 

Capacity of 
l!'» hp. It is 
available in high or low-head mod- 


starting 
continuous operation. 
the pump is !; to 
els, depending on the horsepower 
selected. 

Manufacturer: Sta-Rite 
ucts, Inc., 805 S. Eighth St., 
van, Wis 


Prod- 
Dela- 


Inverted Bucket Traps 
Hoffman added 
models with built-in 
its line of bucket 


has inverted 
strainers to 


Available 


traps 


the 
straight-through 


and 


in le sizes, new 


models feature 


pipe connections, semi-steel body 


and stainless steel pins and seats 


with all other interior parts made 
The straine: 


of brass. is also brass, 


with .045-in. perforations and a 
Iree screen ratio of tour to one. 
Pressure range is 0 to 250 psi 


Manufacturer: Hoffman Specialty 
Manufacturing Corp., 1700 W. 10th 
St.. Indianapolis 7 


Shallow-Well Reciprocating Pumps and Deep-Well 
Working Heads Are Offered in New Barnes Line 


A line of 


cating pumps and a line of deep- 


shallow-well recipro- 
well working heads have been an- 
The 
cating line consists of three '4-hp 
pumps with capacities from 275 to 
400 gph. These 
for 


nounced by Barnes. recipro- 


units are designed 


pumping water from lakes, 


springs, cisterns and shallow wells 
for small homes or summer cot- 
tages. The 275-gph model is avail- 
able on a base or mounted on a 
15-gal. tank with 34-in. suction and 
discharge. The 400-gph 
mounted on a 20-gal. tank. 


tures a 12-in. fresh water tap 


model 1S 
It fea- 
30th 


models include a heavy-duty pres- 
with an 
that 


sure switch automatic 


the 


clears 


clean-out device 


Boiler Water Conditioner 

A boiler water and metal con- 
ditioner for steam boilers and heat- 
ing systems has been announced by 
Kam 


ventive designed to retard rust and 


The boiler colloid is a pre- 


corrosion in tankless coils and boil- 
ers. Included with the colloid pack- 
age are technical suggestions fo 
heating contractors on proper care 
and maintenance of boilers during 
all seasons. 


Manufacturer: Kam Water Heat- 


er Manufacturing Co., 237-249 
Alabama Ave., Brocklyn 7 
Drainage Fittings 

A DWV copper drainage fitting 


designed to eliminate cross flow in 


back-to-back plumbing installa- 
tions has been’ introduced — by 
Mueller The new unit is a 
double, long-turn baffle T-Y fitting 
The steep pitch of its branches and 
the fact that baffles are placed well 


below the center line of side open- 


ings account tot 


3rass 


the freedom from 
fitting can be used 
wall 
wall-hung wate 
Mueller Brass Co., 
Port Huron, 


cross flow The 
with eith 
including 

Manufacturer: 
1925 Ave 
Mich 


fixtures, 


Hoor ot 


( losets 
Lapeer 


(Please turn to page 118) 


pressure each operation 


of 


Ope nin 


the switch to prevent clogging 
and lime formation. 

The deep-well working head line 
covers a wide 


range of pumping 


applications. Powered by ‘2 or *4- 
hp overload-protected motors, the 
units are adaptable to well casings 
from 11% to 4! in. and for depths 
to 300 ft. Capacities range from 110 
to 330 gph, delivered with a 5-in 
stroke at An 
integral cast iron base includes the 
Complete 


formation on the new lines is con- 


55 strokes per min 


discharge chamber. 
tained in brochures available with- 
out charge from the company 

Manufacturer: Barnes Manufac- 
turing Co., 651 N. Main St., Mans- 
field, O 
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Dad may be excited, but the unified insulation system and the dripproof cover of the General Electric 
motor protect it from his son's antics. Moisture and humidity don't affect the operation of this motor, 


How General Electric motors help 
keep your pump customers sold 


General Electric Form G motors are chosen to power 
many jet pumps because of their superior construction 
features that help to keep your customers sold. 


1. Unusual Resistance to Moisture. General Electric's 
unified insulation system is ideal for humid atmos- 
pheres. Wet wellpits and damp basements won't cause 
failure when the pumps you sell are equipped with 
General Electric motors. 


2. Extra-dependability. G.E.’s positive snap-action 
switch has operated up to 34 million times on test, the 
equivalent of 80 years’ use. Your customers get long- 
life pump operation because of the dependability of 
the motor switch. 


3. Ten-year Lubrication. Special long-life grease, coupled 


with the Form G’s large grease capacity, gives General 
Electric motors 10-year lubrication for normal pump 
applications. Your customers enjoy virtually mainte 
nance free pump motor operation. 


These features combine to give your customers extra 
dependable performance and long life. It’s no wonder 
a leading trade publication survey shows that your 
customers prefer General Electric motors 2 to 1 over 
the nearest competitive brand. 


When your customers see General Electric motors 
on the pumps you sell, they know you handle quality 
equipment. For more information on G-E jet pump 
motors, 1 3 to 2 horsepower, write for Bulletin GEA 
5902 to Section 702-75, General Electric Company, 
Schenectady 5, New York. 


Progress !s Our Most Important Product 


GENE 


ELECTRIC 


j 
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CONTROL THE FLOW 
WITH 


Balancing Valve Adapter Units 


Install on all (hydronic) types of forced circulation hot water 


heating or chilled water cooling systems 


No. 16 for angle balancing valves. 
Phantom view left shows it inserted, 
ready for balancing. For *,” and 1” 


cast brass tees, only 


No. 14 phantom view 


right shows unit in- 
There are decided advantages in hav- erted in copper or 
ing balancing valves on hand that can 
be quickly, easily installed without 


advance planning. First of all, they 
eliminate carrying “complete”’ stocks 
of balancing fittings. Then, too, they 
can be used wherever zoning is neces- 
sary ... the only balancing valve that 
can be added with no restriction! 


1%” 


pipe Be 


Installing these MAID-O’-MIST units 
is simple: they are sweat-fitted speed- 
ily into copper, bronze or brass, and 
thread into cast iron tees. Remember, 
MAID-O’-MIST valve-adapters let 
water flow thru the tee freely. Since 
the pipe diameter isn’t reduced, there’s 
no water restriction at all except for 
the balancing required. 


Just figure the convenience, efficiency 
and money-savings these valve adapt- 
ers give ...and you'll order MAID- 
O’-MIST! 


Get full information from your jobber or write for catalogue, today! 


AUTOMATIC HUMIDIFIERS . e WATERLINE CONTROLS 
HEATING AND AIR CONDITIONING SPECIALTIES 


Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, ILLINOIS: 
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THE SECRET 
OF GOOD CIRCULATION! 


No. 7 AUTO-VENT 
No wonder Number 7 is a big favor- 
ite with both heating and air-con- 
ditioning experts! Fully automatic, 
this brass vent has a self-closing, 
float-operated valve—all mounted 
on a removable bonnet for quick 
servicing. Small (432” x 214” with 
1,” I.P. female connection) it does 
a big job of eliminating air. For 
pressure up to 75 Ibs. 


No. 72 
AUTO-VENT 


A fast-venting valve of 
the expansion type for 
convectors, baseboard 
and free-standing radia 
tion For vertical or 
horizontal mounting 
Size 1%” x %” with 
I.P. male connection 
Dise dries quickly be 
cause of immediate 
drainage 


Float Type 

No. 27 AUTO-VENT 
Smaller sized (3” x 2%”) for 
horizontal mounting with 4” 
I.P. female side connection. 
Use on convectors, radiant 
coils, etc. Takes up to 50 lb. 
pressure, 


No. 37 AUTO-VENT 


Similar to No. 27, but designed 
for horizontal mounting with 4” 
I.P. vertical male bottom con- 
nection. Size 3” x 2%”. 50 Ib 
pressure. 


No. 67 AUTO-VENT 


Is the space limited? Then No. 
67 is your Auto-Vent! Its overall 
size is only 3%” x 114” with 
I.P. male connection. 


Get full information from 
your jobber or write for 
Floot Type catalog, today! 


Inc. 


3217 NORTH PULASKI ROAD - CHICAGO 41, 


install in copper or bronze tee to complete S ae 
ag 
a balancing valve. Regulates flow of water 
; thru any hot or chilled water system. - at 
Install in cast iron tee to complete a balanc- 4 2 
requires only o screwdriver. 
] 
oh Install in cast brass tee to complete an 
v O'-MIST adapters, the cost is low. 
stn 


COVER THE 


Make BARNES Your Pump Headquarters 


Take a full line of pumps and water systems 
(like Barnes’ 1958 line), and you're set to s«'!! 
every customer who steps in your door. Theres 
a pump or water system for every need, wii! 
price range to match every customer. Single- 
source service cuts down your inventory paper- 


work, speeds delivery. Liberal sales promotion 


The Blue Ribbon Line 


1958 is a Barnes Blue 
Ribbon Year—new mod- 
els, new merchandising 
program, new distribu- 
tor and dealer policics, 
new plant expansion, 
new sales contests. Join 
Barnes—for profit! 


NEW SUBMERSIBLES 


Stock just one Super-Seal Submers- 
ible in each of three iotor sizes. 
Provide capacities S50 at 
depths to 420 ft. Simplifies sales 
and service, keeps inventory down 
All-purpose performance. 


FULL LINE OF 
SUMP PUMPS 
Five models of pedestals 


and submersibles with 
capacities to 3100 g.p.h., 
heads to 20 ft. Heavy- 
duty industrial sump 
pumps with capacities 
to 4800 g.p.h., heads to 
20 ft. A complete line 
for extra profits. 


é 
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DEEP WELL 
WORKING HEADS 


Brand new series de- 
livers up to 530 g.p.h. 
Pumping levels to 300 
feet. Double- and sin- 
gle-acting cylinders. Oil 
and moisture proof steel 
case. 


und advertising material, 24-hour parts delivery, 
plenty of help in the field. And, you can tell 
your customers that every Barnes pump and 
water system is thoroughly tested under actual 
operating conditions before it leaves the fac- 
tory. \Mlake Barnes your Pump Headquarters— 
youll do better with every customer! 
LiI™ 

NEW ECONOVERT I! 
New completely-packe 
aged convertible jet 
water systems —self- 
priming tor shallow or 
deep wells. Capacities 
to 720) gallons depts 
to 8O feet, and % 
True convertibility, no 
e\tra parts to buy, 23 
other models to meet 
every Water system Fe- 
qturement, 


“33,000 for 1” SELF- 
PRIMING PUMPS 


Lightweight, portable 
self-priming centrifugaly 
perfect for all applica- 
tions. Pump 33,000 gal- 
lons of water for I 
callon of gasolime con- 
suined. 1500.te 18,000 
«.p.h. Gasoline, electric 
or universal drive. 


NEW SHALLOW-WELL 
RECIPROCATING 
PUMPS 

Low-cost line of % h.p. 
packaged units with 
capacities 275 g.p.h. 
(standard) and 400 
g.p.h. (heavy-duty). 
New long-life materials; 
clean, enclosed design. 
Precision air control. 


See your BARNES Distributor or Write Dept. N-78 


BARNES MANUFACTURING CO, 
MANSFIELD, OHIO 
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As the Editors See It! 


A Job from Granddad’s Day Proves that Jacklegg Is No Newcomer 


HERE'S AN ACCOUNT of a jacklegg job, called to 
DE’s attention by a contractor-reader back in 
1896 and reported in DE’s August issue of that 
year. The story was headlined “Very Bad Work.” 


e ‘We are in receipt of a sketch which shows 
about as bad a plumbing job as it would be 
possible for any man to do. This condition of 
affairs was found to exist in a house where 
foul odors were complained of by the tenant 
It will be observed that a water closet was 
ventilated by pipe A, which entered into the 
pipe E, which was 114 inches in diameter 


#“The wash basin on the left was arranged 
to waste into the trap B, and this waste was 
also arranged to ventilate into the 14-inch 
pipe E. The wash basin to the right entered 
the waste pipe at C, a miserable attempt being 


made to make the joint tight by soldering 
It is unnecessary for us to point out that the 
soil pipe should have been continued through 
and above the roof; this miserable substitute 
for it being altogether inadequate to the 
work demanded of it. 


# “The pipe A, which is supposed to ventilate 
the space between the water seal in the closet 
bowl and that in the trap B, should have been 
extended out of doors or into a hot flue. By 
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the combination as shown in the sketch the 
air from the drain pipe D would find its way 


into the space between the closet and the trap 
B, and into the house in case the water seal 
of the closet should be broken. Of course. 
each of the traps underneath the wash basins 
should have been ventilated into the continu- 
ation of the soil pipe.” 


e Now while the contractor-reader’s own solution 
to be de- 
sired when weighed against current rather than 


to the problem might leave something 


1896 standards, the main point remains: Jackleg- 
ging was just as rife back in the last century as it 
is in some areas now—and DE readers were just 
as cognizant of the need to correct the situation 
We've come a long way since then in the way 
of establishing sound plumbing codes and edu- 
cating the public on the importance of quality 
installations made by qualified installers 


# But much remains to be done 

That’s why Domestic ENGINEERING is sponsor- 
ing the Qualified Contractor Program—about to 
begin its fourth year. 

That’s why, in the coming months, this pro- 
gram will take on new vigor. The Qualified Con- 
tractor Kit is being revised. And coming issues 
of DE will carry feature stories on how plumbing 
and heating contractors, working with govern- 
ment officials in their local communities, are get- 
ting better codes accepted and putting Tinker 
Jacklegg on the run by making him unpopular 
with a public that’s enlightened to the dangers of 


handyman installations END 
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e The success ‘story 


Suburban contractor proves there's room for low- 


pressure selling in today's high-pressure economy 


ANYONE WHO THINKS personalized 


service and hard work are out of 
date can take a tip from Leonard 
J. Brown of Park Ridge, III 
There’s still plenty of horsepowe: 
in those old-fashioned practices. In 
the short space of 11 years they've 
put Brown in the tall cotton class 
of the contracting business, and he 
started from practically nothing 
alter many 


e Brown, vears as a 


journeyman plumber working fo 
started his own busi- 


1947 Now 


runs over $750,- 


someone else 


ness with two men in 


his annual 
000, and h 


Lross 


"s looked up to as one 


of the most respected plumbing, 
heating and remodeling contractors 
suburban 


in the rapidly-growing 


area on Chicago's northwest side 


e Brown, who tends to minimize his 
accomplishments, points out he 
started in an‘ area that has mush- 
roomed in the last decade and 
therefore offers a lucrative poten- 


But Ed 


remodeling 


tial market Keegan, his 


office and manager, 


points out that it was a market that 
attracted Chicago 


numerous con- 


well as dozens in the 
So the competition 


The chief 


tractors as 
suburban area 


was as big as the market 


THE STORE FRONT of L. J. Brown Plumbing 
seems to say 
itors and passersby. 
is enhanced by shrubbery and a residen 
tial-like yard sign that fits the neighbor- 


of Leonard J. Brown... 


Brown 
there, 


helped 
kept 


Keegan, have been personal rela- 


that 


and 


factors lorge 


ahead him says 
tionship with prospects, hard work 


by Brown himself, and “doing a 
yood job at a reasonable price.’ 


But 


sometimes seem out of place in to- 


can those factors, which 


day’s high-pressure economy, real- 
To find 
permitted a 


ly work”? And if so, how”? 


the answers, Brown 


DoMEstTIC ENGINEERING reporter to 


“live” in his office and shop, to ob- 


serve all phases of the business 


Here are his findings 


s Brown himself is a tireless work- 
er who loves every minute on the 
job He’s a contractor who likes to 
likes to think 


over a job and figure a “best” solu- 


use his head, who 


tion before he accepts the standard 


Leonard Brown 


For him, no hoopla or circus methods 
just sound selling applied with a full 
measure of “friendly persuasion 


“welcome neighbor’ 


hood. A large parking area is provided 
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solution. Usually the standard an- 


swer is best—that's why it’s stand- 
ard, Brown says. But sometimes 
his thinking pays off with new, o1 
better, ways of doing things, and it 
pays off handsomely in his relations 
with builders and remodeling cus- 
tomers. Take, for example, the way 


L. J. Brown Co. handles phone calls 


aln the office there are five people 
who customarily handle the calls 
Two secretaries, manager Ed Kee- 
gan, estimator Lester Wetendorf, 
and Brown himself. In a day at the 
office listening in on phone calls, an 
unusual fact became apparent 
Brown could do no wrong. What- 
ever the complaint that came in 
and there weren't many—Keegan 
or Wetendorf or the girls didn’t 
hesitate to take the blame them- 
selves, even though they had noth- 
ing to do with the matter 


e Why? Here's Keegan’s explana- 
tion 

“It’s just horse sense. If there's 
something wrong it might not be 
the fault of any of us. It might be 
the customer’s fault. But the point 
is, When they call up mad, they're 
mad at Leonard Brown. That hurts 
business, and so it hurts us. When 
we take the blame they change and 
start muttering about ‘that stupid 
jerk at Brown's.’ Then they’re no 
longer mad at Leonard or at Brown 
Plumbing. Soon they’re not mad 
at all. So we keep the customer 
happy with the firm and it doesn’t 
hurt us.” 


eWhat this adds up to is plain, 
old-fashioned loyalty to the com- 
pany, and it’s a tipoff to the solid 
growth of Brown Plumbing. This 


(Please turn to page 88) 
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=— nard j Brown Plumbing 


Residentiol - Industricl - Commercial 
SA2 North Busse Highwoy Pork Ridge, IMinois 


© Briggs — Crone — flier — Kehler — Srenderd 
Hotporet Kitchen Aid Gt 

Chicege ond Moen Foucens 

© Dishwoshen Gorboge Disposers 


Woter Heoters Woter Softeners 


Warmest Welcome To Our New Neighbor! 


We are taking this op; 
Leonard J. Brown Plumbing and to help y find your wa 
around in your new neight 
and phone prov rear 
your bab wher keep it 
We are sure y find, as 4 r 
friendly group a at 
y r new 
If y have E ng ff CA and 


Wood ond Steel Kitchen Cobinets — Formice Tops 


A WARM WELCOME is extended to all newcomers in Brown's trading 
area in the form of this friendly letter introducing them to the firm 
and its services. A copy of the neighborhood directory ‘covering a half 
dozen towns), in which Brown advertises prominently, is sent to each 


= 


COFFEE CORNER in the showroom is another friendly gesture provided 
by Brown. A little “small talk” over a cup of coffee relaxes prospects, 


he says, and puts them in a more receptive frame of mind 


{ 
5 ¥ 4 
2 
| 
| 
____| 
we'll be there right away 
Again, welcome to our fine ammuni ty : 
Sincerely, 
/ 
4 
Leonard(J,’ Browr 
. 
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How Brown Co. Does 
It: The Story of a 


Remodeling Sale... 


continued... 


(Continued trom page 87) 
is more than a company. This is a 
well-functioning team 


While Brown leans away from 


the spectacular, he is a solid and A typical remodeling sale begins with Ed Keegan, sales man 
aggressive advertiser and merchan- ager, checking over repair job tickets for the names of cus 
diser. This is proved by the fact tomers whom journeymen have indicated need additional 
, work. Thus, the repair end of the business is made to serve 
he was a prize-winner in the recent , 
iol the remodeling end. Remodeling jobs also come from other 
Remodeling Sale: 
DE Big Push Remodeling Sale sources, of course, such as customer referrals, newspaper and 
Contest phone book advertising and the “welcome” letter (page 87 
Brown sells from a good show - 
room with displays of manutactu 
ers’ literature and fixtures of al! 
tvpes, including a model bath with 
colored fixtu: Included the 
display are vi ies with Formica 
tops, a fixtun iat has formed the 
basis for much of his remodeling 


business 


How Brown Handles 
Remodeling and Repair 


Remodeling jobs and repair work 
comprise about 20 percent each of 
3rown's total although 
Keegan consid rs in the 


category. Remodeling, he say 

Keegan invites the remodeling prospect to the showroom, where 
she is shown examples of completed kitchen and bathroom 
nd Keegan ai 1e sales remodeling jobs on three-dimension colored slides. 


just a big repair job 


Brown a 
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pescribe cause OF AND COMPLETE 
DESCRIPTION oF work DONE TO REMEDY 
work xo ve po 
gecommendasion® 
Any Other Needed Work? 
/ 4 


DoMESTIC 


lf a “convincer”’ is needed, 


bow! stainless steel sink, disposer, single handle 
mixing faucet and handy soap dispenser 


en, although Keegan possibly gets 
the bulk of this work because 
Brown concerns himself so much 


with new construction. Telephoned 


ills for repair work are handled 
by the two girls in the office, or by 
Wetendorf the estimato! Who- 
ever takes th call, howeve1 will 
trv to get a good idea of the j b 
to be done, for many of these cel's 
later blossom into remodeling jobs 


es Keegan believes remodeling re- 
turns a higher rate of profit than 
new construction because there is 


little fishing around for bargains o 


shopping for bids 
From the 


business was built on responding 


start, Brown’s repail 


promptly to any call, no matter how 
His ob- 
! 


jective always was same -day serv- 


large or small the job was 


ice. As any contractor knows, this 


isn't possible all the time. But by 
working 20 hours a day, Brown 
managed to do it most of the time 
And he realized from the start that 


even a faucet-washer customer was 
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Keegan takes the 


3 prospect to his own home where he points out 4 


such features of a de luxe kitchen as the double 


of great importance to his future 
so he gave the small-job custome: 
the same courtesy and immediate 
ervice that the big customer got 

When he 
men, he discouraged selling on the 
job Now 


encourages sales and considers the 


started out with two 
with 16 journeymen, he 


{fort extremely productive 
Brown’s repair customers are a 
direct result of 11 years of good 


referrals and extensive ad- 


service 
vertising. And most remodeling 
customers emerge trom repair cus- 


tomers 


# Good residential repair service, 


of course, has the double effect of 
keeping one customer and at the 


same time making a salesman of 
him among his friends and neigh- 
bors Brown's implementation ol 
this kind of service includes 

1. Handling all calls on an emer- 
sency basis, going until midnight if 
necessary rather than delaying an- 
day 


2. Checking back by phone to 


Vanitories have plenty of features that appeal 
to the ladies, Keegan says, and the sale of this 
single fixture frequently triggers the sale of o 
complete bathroom remodeling job. Again, he 
uses his own home as the showplace 


make sure everything worked out 
all right, assuring customer satis- 
faction 

3. Making immediate callbacks to 
satisfy complaints, with never any 
attempt to shift the blame to the 
customer, even if he is at fault 


a Keegan believes that 90 percent 
of the customers who don't origi- 


nate from referrals come from 


phone book advertising, which he 
considers invaluable. However, he 
feels it would not be nearly so ef- 
fective if it were not backed up by 
extensive newspaper advertising 

In the phone book, Brown takes 
the maximum-size ad in all classifi- 
cations, including plumbing, kitch- 
ens, etc. He advertises regularly in 
five weekly papers in his area 


The value 


tising is varied, according to Kee- 


of newspaper adver- 


gan. Among its functions, all of 
them necessary, he includes 

1. Institutional, or background 
ilue. making the contractor's 


(Please turn to page 90) 
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Picture story 
of an L. J. Brown 
remodeling 


sale... 


continued 


lan 


name 


“recognized nea ol Ce! 
in the phone book 

2 srand identification lettir 
area residents Kno here the Cal 
get certain brands on which the 
nave bee np esold to some « tent 

3. Friendly persuasior low 

ll” on the values of bette nD nb- 
Ing, or more hot water cx prere ty. o 
remodeled kitchen or bath 

4. Direct sales when special p 


es are advertised, either to 


merchandise or, more frequer 


to build store traffic and meet: 
people. 
These functions prett ell out- 


The next step in the 


proposed 


tions 


job which 


5 


are 


tomer for approval 
Lester Wetendorf ‘left 
Finally, a proposa 
drawn up 
the tvpe of advertising Brow) 
r He trong on brands, usual- 
( tir in entire ad to a single 
certain standard brand 
IN an also considers the Cham- 
otf Commerce Welcome Wag- 
mn a good source ot customers 
ft nm take the back page in the 
t directo that goes with 
t eeting to new residents, and 
ie i coupon for free gifts 


How Keegan Sells 
Kitchen, Bath Remodeling 
designe! 


kitchen 
the kitchen 


Keegan is the 

most ol and 
modeling jobs and the sec- 
ths. The 


sale S process In a 


Keegan 


remodeling sale is to make a sketch of the 


does himself. Special instruc- 


noted on the drawing, which then goes to the cus 
Using the approved drawing, estimator 
estimates the tentative cost of the job 
and contract detailing the work to be done 
for signatures and the remodeling job is started 


emarkable percentage ot these 
cases follows the same pattern 

It may start with a desire for a 
vanitory with a Formica top, an 
item in which Brown specializes 


The makes 
start for a remodeling job, Keegan 


vanitory an excellent 
says, because it represents luxury 
at a cost most people can handle 
In many other cases, remodeling 
jobs start with repair calls. Keegan 
looks over the job tickets on repair 
calls of 


need. A troublesome water heater, 


for indications potential 
for example, suggests the heater 
may be too old, or of too small ca- 
pacity. Keegan calls the custome: 


(Please turn to page 100) 
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ALWAYS BEEN 


systems 


letterhead. Now I'd like to play 
it up even more, because I want 
increase 


can I do this without making it 


were my only business? 


course. 


ENGINEERING 


LOOK AT YOUR LETTERHEAD. EVERYBODY ELSE DOES 


in the wa 


business and have 


this information on my The 


my business. How in that 


though water \ 


systems 
It isn't, 
I do all-kinds of 


s%lumbing and sell appliances and 


Wa 


MONTICELLO PHONE: 8-2215 


Jury 1958 


a little hardware.” 
berg, Clearwater 


letterhead 


ing letterhead that 


t merchandises 


H 


This letterhead sells the water system and the 
living conveniences it makes possible . . . 


M 


Minn 


designe 


iS 


y of sales and services 


e 


Swat 


] ib 


here was to prepare a good-look 


] 
Nal 


very- 


thing Mr. Swanberg offers in the 


As is 


always the case when a letter- 
head is expected to tell a com 
plete sales story, the pitfall of 


ip’ the letterhead 
vith too many illustrations and 
too many words had to be 
voided 

Mr. Swanberg’s new logo tells 
with one 
ol 


Ing applian es shown in 


complete sales 


story 


stration a grouping Wa- 


l 


relation to two types of pumps 
The clincher is the slogan, “a 
pump Is behind it all.” It re- 


minds the reader of all the con- 


veniences a pump makes possi- 


ble. So it sells the pump. It also 
reminds readers of all the con- 
veniences he and she would like 
to have in the home. So it sells 
plumbing and appliances 

# The letterhead carries all other 
essential information as to com- 


pany name and address. Because 
that has been in busi- 


1924 should 


reliability 


a Company 


ness since use this 
long-time 
tool, this 


at 


as sales 


a 
information is carried 


the bottom of the letterhead, 


where it stands out without de- 
tracting from the other elements 


in the logo END 


THE COMPLETE SALES STORY for 
an up-to-date water system and 
all it makes possible in the way 
of conveniences for the home- 
\ owner beyond the city water 
main is told by this letterhead 
The slogan, “a pump is behind 


SWANBERG 


WATER SYSTEMS PLUMBING HARDWARE 


it all,” offers the punch line 
CLEARWATER, MINN 
j 
19274 
J 
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DESIGN CLINIC 
FOR 
| 
\ 
SWANBERG 
Hardware, Plumbing 
Water Systems A 
ASTY MINNESOT 
eee Y AND SERVICE SINCE 
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Se ond 


In last month's article, the first 
in this series on modernizing hot 
water gravity heating, the question 
of “why modernize?” was raised 

As pointed out, the usual reasons 
are: (a) Heating is not uniform 
and there is no sure control. (b) 
Heating from a cold start is too 
slow. (c) The piping is large and 
often complicated. (d) Open sys- 
tems can't be forced much before 
water spills out through the over- 
flow. (e) Many of the gravity sys- 
tems are hooked up with old fash- 
ioned radiators that are unsightly 


e Three basic types of gravity sys- 
tems are considered in this series 
closed without a compression tank, 
closed with a compression tank and 


open compression tank 


The first article explored the 
modernization choices for these 


basic types and discussed the nec- 
essary changes to the boiler, com- 
pression tank and piping 


Here's help in modernizing 
hot water gravity heating 


By Robert H. Emerick, Consulting Mechanical Engineer 


article 


This second article takes up the 


problen replacit tit rad 
ation and tells how to size the ne 
circulator. It also explain how to 
comp ite the head Ina l pipe 
tem, In a 2-pipe eversed return 
ystem, and in a mixed installatior 
one that includes a 1-pipe loop 
a 2-pipe reversed return and a 2- 


p'pe direct retur! 


About the Radiators 
If we find 1.000 Sq ft of connected 


radiation, can we replace 


cast 1ron 


these even-up with 1,000 sq ft of 
convectors or baseboard? 

The answer is no 

There are two reasons for not 
making an even-up exchange. First 
is the fact that each of the old radi- 
ators delivers at least one half of 
its heating comfort in the form of 
radiant heat. The convector, on the 
other hand, delivers only about 20 
percent of its heat by radiation 
the balance by convection 

A characteristic of radiant heat 
is that it develops its full effect 


how to solve them 


adiato capacity is com 
puted with a room temperature 
TOF, measured 5 ft above the floo: 
and wit! team in it at 215F. Fo 
the convector, capacity is calculat 
ec on an entering air temperature 
of 65F at the bottom of the enclo 
sure, with the steam also being 
figured at 215F 

When we convert these standard 
ratings to suit the conditions in out 
verage case, say 200F hot wate: 
and 70F at or near the floor, the 


amount of radiation required and 


the amount of convector surface r¢ 


auired are not the same 


eTo illustrate, refer to Table 2 
which lists correction factors as 
1.15 for the cast iron radiation and 
1.24 for the convectors. The 1,000 
sq ft of connected cast iron radi- 
ation, therefore, is not putting out 
240,000 Btu/hr (which it would do 
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if } 
| | e \) * | 
j 
e VS 
tt y ft 
° | Sr | 
| 
wh wus. Cs 
predominant from conveetior 
| the tact that radiato and cot 
i tors are rated on different standard ; 
onditions 


TABLE 2 
CORRECTION FACTORS FOR HEAT 


nder standard conditions) but 
ly 240,000 1.15 bout 208.800 
As for the convector, 1,000 sq ft 
it would de er 240000 1.24. 
15.680 Btu hr So what we ner 
to vet S00 Btu h ith the 
ect TOS S00) O80 Temp. F. 
vores Steam Or 
Water 75 
| 180 1.52 
200 1.2) 
' | 215 1.05 
e\ 
i 
190 1,49 
th the his pret 
ere eel 180 1.64 
Quits people prefer the 190 144 
ectional unit if 200 1.29 
eally ki hv. Probabl 215 1.10 
reason the radiant impact which 
makes them fe mer than just Vote: Radiators, convectors 
io} nportant 
because the idiat is hidder {SHAE Guide, 
behind an enclosure under the 
modernization plan, the radiant ef 
fect lost and the unit function 
mainly on convectior 


How can I sit on one that's en 


# Another reason is that the weight closed, or recessed into the wall?’ 
of the cast iron lets it retain heat All this will change with time, 
long after the circulator stops, while but wisdom requires us to consider 
in the lighter, more sharply con- these factors when modernizing 
trolled convector, heat does not 

linger. We cannot overlook tradi- How to size the new circulator for 
tion, either. Many of the current gallons per minute: We have a 
generation have been raised with choice of at least four simple meth- 
cast iron. An elderly homeowner  ods,:as shown in the table appear- 
has said: “I like to sit on a radiator ing on the next page (94) 


Save this article... 


Ir YOU'RE FOLLOWING THIS SERIES On modernizing hot water 
The 


next article in the series will refer to the tables and illustrations 


gravity heating systems, don’t throw this article away 


appearing in these pages. In the event that your copy is lost 
or misplaced, tear sheets of the first and second articles may 
be obtained by writing to the Technical Editor, Domestic 
ENGINEERING, 1801 Prairie Ave., Chicago 16 
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EMITTING UNITS 


Room Temperature, F. 


70 65 60 
1.44 1.35 1.28 
1.28 1.21 1.15 
1,10 1.05 
1.00 0.94 0.92 
1,49 149 1.40 
1,40 1,32 1.24 
1.2 117 11) 
108 1.00 0.95 
1.55 1,44 1.32 
1.37 1.29 1.20 
1.23 1.16 1.09 
1.05 1.00 0.95 


and baseboards are rated on 


different standard conditions and these figures, taken from the 
show the correction factors for each type. 


allow do we size the pump for 
head? The pump selected to circu- 
late our 9.4 gpm, or 121% gpm, or 
needed, 


must develop enough discharge 


whatever happens to be 
pressure to overcome the frictional 
of the piping, 


I adiate rs, convectors 


resistance valves, 


fittings and 
other parts through which the wa- 
ter passes 

Two facts in computing the pump 
head must be understood. First, the 
static head, or the height above the 
boiler to which the water must be 
pumped, is immaterial and not con- 
sidered. Reason: Whatever goes up 
in the hot pipe is more than bal- 
anced by the cooler water in the 
downcomer pipe. Of course, we as- 
sume that the cold water supply 
the mains is 
enough to boost the water to the 


pressure from city 


(Please turn to page 94) 


93 


. 
. 


How to Size the 
New Circulator for 


Note: If a te mperature drop greater than 


used when t 


method is 


radiation is known. Two steps give the answer: (1) Multiply 
j ft. This is the 
gravity hot water radiator. For ex imple. O00 sq ft x 150 

90.000 Btu hr. This is the heating load, (2) Figure a 20 deg. 


the square feet by 150 


temperature drop. This gives 90,000 


Gallons Per Minute 


4 20 deg. is decided upon, 


visor of 9600 to suit. For example 


change the di- 
With 
a 30 deq drop the divisor becomes 8 © - 
60 30 14,400 


square feet of connected 


circuit in which resistance is maxi- 
mum. Reason: Any pump powerful 


capacity ol a around 


enough to foree the water 
the toughest circuit takes the lesse1 
A reference to Fig 


5 should make this clear 


ones in stride 


20 = 4.500 Ib of water 


an hour. Since the hot water weighs approximately eight Ib 


per 4.500 8 + 60 min. 


his method is used when thre 


Note the 


radiation is unknown 
Qf given in sq ft) on the 
by 150 and divide by 

20 deg. 


Capacity 150 


METHOD 3:_ 


This method is used when th 


Btu. Merely divide the 


Sometimes there is no data plate on the botler. Hf this is 


the case. refer the 


or go to the manufacturer 


Hot Water Heating 


. continued 


(Continued fron 


peak of the system at the time of 
the original filling 
Should this pressure be inade- 


quate, which is quite possible in 


rural 
the first floor, we 


areas with no wate 
must rig a tem- 


porary booster pump, or else carry 


the water to the top in bucket 


e Second, and this is not al 
understood, we do not calculate t} 
frictional resistance for the ent 


system in total, but only 


9.1 gpm. approximately, 


boiler data plate. 
(9.000 Oth per 
temperature droy 
9 


to the manutacturer 


catalog for the 


s Calculating the maximum resist- 
ance: This is a lengthy procedure 
especially with 2-pipe systems that 
involve pipes of various sizes. How- 
ever, it is not at all difficult. The 


square feet of connected 


square feet 
which will be de- 


detail 


briefed here to provide a kind of 


dozen ste 
scripec 1 ate) n are 
ral 60 min. : 
Kor example BOO sq tt 


preliminary bird’s-eye view of 


where we're going 
Step 1: Measure’ the longest run 
ler capacity is given in of the main in feet, including both 


(The 


run-outs are evaluated in 


the supply and the return 
radiator 
a separate step for l-pipe systems. ) 
Step 2: Add 50 percent to the 
measured length to allow for fit- 
tings and valves ; 
Step 3: Add 5 ft as an allowance 


for the friction of the wate: passing 


Answer 


PUMPING HEAD 


CIRCUIT 
CIRCUIT FRICTION RESISTANCE 


120,000 MILINCHES (10FT) 
w ay WwW 96.000 MILINCHES ( 8FT) 
) c 72,000 MILINCHES ( 6FT) 
z SPOUT) | 
< | NOTE: PUMP IS SIZED FOR MAXIMUM 
HEAD TO OVERCOME THE CIRCUIT 
< a) OF MAXIMUM RESISTANCE 
So 
5 
ls | Ao ) 
) 
bat 


4 
~| 
4 
2 


PUMP 


Fig. 5 illustrates the pumping head of various circuits representative of a 
forced hot water system. In sizing the pump, frictional resistance is not cal- 
culated for the entire system, but only for the circuit with maximum resistance 
In this example, the pump would be sized for circuit “A” 
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rating by 9.600 to get the gpm. 
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Fig. 1 (right) appeared initially as 
part of the first article in this series 
page 89, June). It was used to illus 
trate the steps in converting to a 1 
pipe forced circulation system. In this 
article, it is used for computing the 
head in a 1-pipe system. Refer to the 
article (page 96) for details of its use 
Radiator capacities are shown in 
thousands of Btu per hour 


through the boile: 

Step 4: Total the footage estab- 
lished in steps 1, 2 and 3. This is the 
equivalent length” of the main 

Step 5: Refer to Table 3, and 
reading down from the pipe size to 
the load in Btu hi capacity, go left 
to the first column, taking there- 
from the friction resistance pel 
foot. Multiply the equivalent lengt! 
by this friction loss and the total i 


the head loss for the main 


a Step 6: Next we go to the radi- 
ator that is farthest from the main 
and measure in feet the total length 
of connecting piping. To this meas- 
ured length add 50 percent for fit- 
tings and valves 

Step 7: If available from a cata- 
log, or the manufacturer, obtain the 
resistance of the radiator in equiv- 
alent feet of pipe. If not available 
allow 5 ft for all radiators under 60 
in. in length, and add one extra foot 
for every foot of radiator length 
over 5 ft 

Step 8: Add together the pipe 
footage and the allowances for fit- 
tings, valves and the radiator. This 
total is the equivalent length of 
that radiator circuit in feet 


a Step 9: Go back to Table 3. Ab- 
stract the friction resistance pe: 
foot from the first column and for 
the pipe size being used 

Step 10: Multiply the total equiv- 
alent length of the circuit in feet by 
the friction loss per foot. This is the 
total friction loss for the circuit 

Step 11: Add the respective re- 
sistances of the main and of the 
radiator circuits. This is the total 
resistance for the loop 


(Please turn to page 96) 
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Friction 
Loss Ft. 
Mil- 
inches 


4 


50 
100 
150 
200 
300 
400 
500 


LOOP A 
= 
2 9 
t 
7 LOOP B 
rims 


2ND. FLOOR 


1ST FLOOR 
SYMBOLS 
O=DIVERSION FITTING 
O=BALANCING COCK 
— 


TABLE 3 


BTU PER HOUR CAPACITY OF 
STANDARD BLACK PIPES WITH 
TEMPERATURE DROP OF 20 DEGREES* 


Pipe Size, Inches 
Ya Va 1 1% 1” 2 22 


1,350 2,850) 5,400; 11,300} 17,000} 33,000; 53,100 
1,700 3,600 6,750) 14,000} 21,200; 41,300} 66,400 
2,000 4,200! 7,900} 16,400| 24,800} 48,400; 77,900 
2,200 4,700} 8,900} 18,600} 28,000! 54,700; 88,100 
2,450 5,200} 9,800} 20,500} 31,000} 60,400! 97,400 
2,650 5,650/10,700| 22,300} 33,700; 65,800 |106,000 
2,850; 6,050/11,500! 24,000) 36,300; 70,800|114,000 
3,250\ 6,850/13,000 27,100; 41,000! 80,000/129,000 
4,000; 33,800) 51,200/100,000| 162,000 
5,300 11,300/21,400| 44,700} 
7,700 16,400/31,100} 65,400} 99,000| 194,000) 314,000 
9,600 20,400 38,800! 81,600 124,000 | 243,000) 393,000 
11,200| 23,900 45,400} 95,500|145,000| 285,000) 461,000 
13,900, 29,700} 56,600) 119,000} 181,000, 356,000| 577,000 
16,200) 34,700) 66,200} 140,000} 212,000) 417,000} 676,000 
18,300! 39,200!74,800! 158,000! 239,000! 471,000! 765,000 


For 30 degree drop, add 50% to above capacities, 


Vol 


This to determine the froetior loss per foot for various 

temperature drop of 20 dew. The loss is found by reading 

i from the pipe size to the load u Bra hr capacity and then over to 
alums there the figure for frietion to per foot is given, 


A 
2 
¢ 
—— 12'— 0" 
R 
| 
110 | 
2 8 | 
f J 
6 
8 
10 
12 
14 
16 
20 
30 
pp 7 
dou 
the 
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Hot Water Heating... continued 


50% 
Allowance 
For Fittings, 
Valves, etc. 


Measured 
Length of For 
Pipe, Ft. Boiler 


54 (2”) 27 5 
30 (2 4”) 15 


Allowance 


Total Friction Total 
Equivalent _Loss* Loss 
Length, Ft. Milin/Ft. Milinches 

86 8 688 
45 10 450 
Main Totel 1138 


*The “milinch” is a term that means 1/1000 of an inch, and is used 
to express heads and friction losses in a gravity system where these 
factors are so small that to use feet and pounds would be like sending 
a steam roller to flatten a mustard seed. There are 12,000 milinches 
in a foot, and it takes 27,720 of them in a vertical column to produce 


a pressure of | psi. (2.31 ft 


(Continued page 95) 
Step 12: Add 50 percent to the 
total 


select a pump capable of delivering 


Jrom 


calculated friction loss and 
its capacity against this head. The 
50 percent is a factor of safety and 


old 


interior of 


installations, 
the 


is advisable in 
the 
quite sure to be dirty, eroded, cor- 


since pipe is 
roded and so on. Old pipe is almost 


certain to be harder to pump 


through than new pipe 


es Computing the head in a 1-pipe 
system: We 
these l-pipers in gravity 


won't meet many of 
flow 
which is a pity, for the conversion 


Referring 
to Fig. 1, we apply Steps 1 through 


to forced flow is so easy 


5 in the foregoing, choosing the loop 
that apparently offers the greatest 
this Loop A 


looks the toughest since it carries 


resistance. In case, 
a larger load of Btu than Loop B 
for the same length of piping 

The data 


shown in Table 4 


may be tabulated as 


the 
radiator with the longest connec- 


a Our next step is to identify 


tions and apply Steps 6 through 11 
Two of the second-floor radiators 
have pipe connections of the same 
length, but since the one nearer the 


boiler is sized for the greater load, 


x 12,000). 


we will assume this one offers the 
greatest resistance (Table 5) 

Step 12, adding 50 percent for a 
indicates that 


factor of safety, 


this 


oul 


system and load 


pump 


must overcome a total resistance 


of 2,307 milinches 


This is a negligible resistance and 


any of the standard circulators will 
hardly know it is working. How- 
ever, this situation illustrates what 
edvantages a forced circulation 


system has, when compared with a 
gravity arrangement, in pipe size 
is one of the reasons that 


obsolete 


alone. It 


has made the latte: 


a Why are gravity pipes so big? The 


motive power in a gravity system 
difference in den- 
at 200F (o1 


hot water temperature is selected) 


comes from the 


sity of water whateve 


and the return tempcrature 


lustrate, if we have a return tem- 
perature of 170F, the wate) welghs 
60.79 lb cu ft. At 200F, its weight is 


60.13 Ib cu ft. Th difference Is 


what causes it to move 

aThe effective pressure tor these 
two weights of water is determined 
by dividing the difference, 0.069 


pounds, by 144 sq In the base area 


of a cubic foot). It comes to 0.0046 


and if we multiply this figure 


psi 


by 15 ft-—-which we'll assume 


be th differenc in elevation 
betwee the centel lin ot the 
boiler and the center line of the 
second floor radiator the highest 
one in the system, we vct a total 
maximum pressure head of 0.069 


psi. Inasmuch as 1 lb pressure 
equal to 27,720 milinches, the pres 
sure of 0.069 Ib equals 27.720 x 
0.069 or 1,923 milinches 

We've already noted that the 
total friction resistance of Loop A 


(Fig. 1) is 1,538 milinches. Conse- 


quently, a motivating pressure of 


1,923 milinches will cause the wate: 


to circulate throughout the systen 


ses Howeve we also noted that a 
factor of salety ol 90 percent, which 
probably will be needed as_ the 


years pass and the inner surface o 


the piping becomes corroded, 


eroded and more resis 


total 


tant, ups the 


resistance to a value above 
the 1,923 milinches of motive powe 
Some parts of the circuit eventu- 


ally 


ownel 


will stop heating, the home- 


calls for assistance and a 
modernization job is in the making 


By using large pipes, the gravity 


Measured 
Length of 
Pipe, Ft. 


24 (1”) 12 4 


For Fittings, For 


Valves, etc. 


Total Friction Loss, Loop A, Milinches 


Allowance Allowance 


Radiator 


Total 
Loss, 
Milinches 


400 


1538 


Friction 
Equivalent Loss/Ft. 
Length, Ft. Milinches 


40 10 


Total 
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designer effects a low speed ol 
water movement and, consequent- 
ly, a low frictional resistance. In 
view of the weak motive power, 


this is essential 


s Computing the head of a 2-pipe 
reversed return system: For any 
system that has operated satis- 
factorily with gravity at one period 
of its life, there is no critical need 
to calculate the frictional resistance 
for the addition of a pump 

as we have noted be- 


fore, is that the 


The reason 
total resistance in 
a gravity system is negligible to a 
pump. As a rule, if we select a 
pump that is sized to deliver the 
needed gallons of water a minute 
against a head of two or three feet, 
the performance will be all right 

However: 


gravity designers do 


make mistakes, and occasionally a 
circuit or a radiator does not heat 
because the original sizing was 
wrong. In these cases, a pump may 
correct the error only in part, and 
if we know how to compute the 
head, we can pick out one of the 


reasons for circulation troubles 


aA 2-pipe system differs from a 1- 
pipe in that we do not need to fig- 
ure On a separate run to the radi- 
ator farthest from the main. We 
just identify the longest circuit 
which, of course, goes through a 
radiator. For example, in Fig. 2 
the longest circuit is A-G-W-Y 

The usual steps are then tabu- 
lated as shown in Table 6 
e Special note: For a 2-pipe sys- 
tem, the longest radiator circuit is 
not calculated separately; so we 
jump across Steps 6 through 11 and 
add 50 percent to 1,279, as directed 
by Step 12. This gives us a total 
resistance of 1,919 milinches 

For a total load of 48,000 Btu and 
a 20 deg. temperature drop, 5 gpm 
1,919 
milinches will do the job. Referring 
to Fig. 6, which is a typical pump 


at some head greater than 


characteristic curve (appearing at 
bottom of page 98), we see that a 
l-in. pump meets all requirements 
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50% Allow- 
Measured ance For 
Length of —_Fittings, 
Section Pipe, Feet Valves, etc. 


AE 40 (2”) 20 
EF 6 (1%") 3 
F-6 20 (1”) 10 
wx 12 (1") 6 
XY 30 (2”) 15 


Totals 


*The acceptable friction loss per foot is developed by 
Total Generated Head, Milinches 


solving 


Total Equivalent Length 


Boiler Or Total Total Loss Max. 
Radiator Equivalent Milinches load 
Allowance Length, Ft. Btu/Hr. 
5 65 487 48,000 
9 65 16,000 
4 34 255 6,000 
18 135 6,000 
45 337 48 000 
71 1279 


For example, 1923/171 =11 milinches per foot, approximately. 


s Computing the head for a mixed 
installation: Fig. 4 shows a build- 
ing in which one section is heated 
by a 1-pipe loop, another by a 2- 
pipe reversed return and a third 
section by a 2-pipe direct return 
We have alternate ways to ap- 
proach this problem. To begin with, 
we'll convert that direct return into 
Next, we'll de- 
cide whether to use one circulato: 


a reversed return 


for the whole business, or hook up 


Should the 


one 


most 


individua 


one 


| ulate 


vidual circuits 


Alternative 1: Ii 


l 


circults 


with tne 


Please tur 


) 
-pipe 


ormidable 


we 


reulator 


to the indi- 


dex ide to use 


then ou 


first problem is to decide which of 
three 


will oppose the 


greatest 


head 


reversed return 


(either the existing one or the new 


we expect to create) offer the 


appearance in 


to page 98) 


10 8 = 6 
F 2 c 
| 
LOOP A 
2° 
+ 
1” x Y BOILER 
AQ 
2” 4 
10 LOOP B 2” 
i” 
(CJ =BALANCING 


Fig. 2 appeared initially as part of the first article. It was used to illustrate the 


steps in modernizing a 2-pipe reversed return system (page 91, June 


it is used in computing the head of a 2-pipe reversed return 


Here, 
copy at left 


TABLE 6 
: 
just 
pnp 
- 
. 3 
| 
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Hot Water 


Heating ..... continued 


| REVERSED RETURN 


LOOP A 


DIRECT RETURN 


SYMBOLS 
O=DIVERSION FITTING 


= BALANCING COCK 


1 
CONNECTIONS 


PIPE 


Fig. 4 appeared initially as part of 
the first article. It was used to illus 
trate a combination system—including 
a l-pipe loop, a 2-pipe reversed re- 
turn and a 2-pipe direct return, and 
the changes necessary to convert the 
system to forced circulation. Here, it 
is used for computing the head in a 
mixed installation. Details for its use 
are ‘in the article ‘(page 97 


either by reducing pipe sizes, re 
routing it, or both 

The water volume for each cir- 
cuit is calculated by dividing the 
load in Btu per hour by 9,600. As 


observed previously, this will give 


(Continued from page 97) 
length of piping. then we'll calcu- 
late the head in accordance with 
the six steps already detailed for 
such a system 

On the other hand, if the 1-piper 
offers the greatest resistance, ou! 
calculations will lead through the 
12 steps necessary for this kind of 
arrangement. Either way we know 


how to do it 


a Alternative No. 2: This plan calls 
for a separate circulator on each of 
the circuits, meaning three pumps 
in all. The height of modernization 
is accomplished under this alterna- 
tive, since zone control fits it ad- 
mirably. Whether the homeowne1 
will accept the cost of three cir- 
culators and three thermostats is a 
question, but the advantages of 
such an arrangement are so numer- 
ous, including savings in operat- 
ing costs, that the contractor should 
not fail to present it. It is par- 
ticularly good for houses that are 


large and rambling 


aThree pumps entail more cal- 


culating work as we must deter- 
mine the resistance of each of the 
However, as the il- 
made clear, the 


difficult. In 


three circuits 
lustrations have 


calculations are not 


most cases, we'll be safe in simply 


selecting a pump that will deliver 


ine wate 


needed 


at the minimum 


three feet, 


some radical changes to the piping, 


unless 


to each circul 


head of two o1 a 


we also mak 


us the gpm for a 20 deg. tempera- 


ture drop 


e Next month's article will discuss 


changing a 2-pipe to a l-pipe sys- 
tem and also explore the practi- 
t, cability of converting only part of 
mixed gravity installation to 
e forced flow END 


(To be continued next month) 


IN FEET 


DISCHARGE HEAD 


NOTE 


CHARACTERISTICS ARE SHOWN 
OR TWO MAKES OF PUMPS 

SELECT PUMP FROM MANUFACTURER 
THAT BEST MEETS SYSTEM HEAD 

AND VOLUME REQUIREMENTS 


PUMP 


DISCHARGE G.P.M 


Fig. 6 shows typical pump characteristic curves for two makes of pumps. In 


selecting the proper pump, the system requirements in gpm and discharge head 
are noted on the curve. For example, requirements of 9.4 gpm and a system 


head of 4.75 are met by the 1l-in. pump (Make A 


shown in the first curve 
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By Homer W. Robertson 
Executive Vice President 
Cast Iron Soil Pipe Institute 


It’s EASY TO LOOK INTO our neigh- 
bor’s field and tell him how to do 
his plowing—much easier than it 
is to do our own plowing or to lis- 
ten to him tell us how we should 
do it 

Nevertheless, this critical ap- 
proach to our next-door neighbor 
seems to be an integral part of hu- 
man frailty, and we're all stuck 
with it 

I wonder, for instance, how I'd 
stack up as a plumbing and heating 


contractor? 


elf I were a contractor, I think I'd 
envy every competitor who does a 
better job of merchandising, a bet- 
ter job of management, a better job 
of getting things done than I 

“Keeping up with the Joneses” 
probably forces more people to self- 
improvement than anything else 
Envy isn’t a bad thing—especially if 
it spurs us to work a little harder 
But if I were a plumbing contractor, 
I wouldn't stop at “keeping up with 
the Joneses.” I'd try to do the job a 
little better than they 

The problem is: How would I go 
about it if I were a plumbing 
and heating contractor? 

The answer: I'd look for outside 


help . the best I could find 


s Obviously, that doesn’t mean 
running out to hire a couple more 
men It means contacting my 
wholesaler, manufacturer and other 
industry organizations to see what 
they could do to make my job 
easier and more effective 

While we, as plumbing contrac- 
tors, sell to the local market, these 


people sell to the national market 
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lf | Were 
A Plumbing Contractor 


Their job is the same as ours—just 
bigger. They know that we're going 
to sell a lot more of their products 
if they can help us reach the con- 
sumer. So, I'd approach them with 
this idea: “Mr. Manufacturer, what 
can I do to help you tell your story 


yes 


and what can you do for me: 


e Here’s what one organization, the 
Cast Iron Soil Pipe Institute, would 
say to that approach 

“Mr. Contractor, we know that 
you've got a problem in selling our 
product Not enough people know 
about ‘hidden plumbing,’ about 
drainage systems, about buying a 
quality product 

“To help you tell the public about 
these points, we've had a _ profes- 
sional 


movie company produce 


two films, one in color and one in 


black and white. The first is called 
‘Once and Forever’: the second is 


called ‘Permanent Investment.’ 


s ‘These films are free, if you want 
to use them. Show them to your 
customers—and sell them our pipe.” 

That’s what organization 
would say, and if I were a plumbing 
contractor, that kind of story would 
make sense to me. 

I'd arrange to get these films and 
to show them to my customers. I'd 
take them into the schools, the 
churches, the YMCA and _ the 
YWCA, the manufacturing com- 
panies, the health departments. I'd 
take them into the civic organiza- 
tions, women’s clubs and hospitals. 
I'd be sure the people in my town 
get to see them 

Why go to all this trouble? Be- 
cause the films are free advertising 


OUTSIDE HELP for the p-h contractor 
comes from films which make his sell 
ing and promotion easier. This scene 
from “Once and Forever’ helps ex 
plain the features of hidden plumbing 


They re like additional salesmen to 
sell my product The Cast Iron Soil 
Pipe Institute spent $75,090 to pro- 
duce these films, and that’s like 
adding $75,000 to my ad budget 

If I were a plumbing contractor, 
I'd realize that these films, and 
others like them produced by othe: 
branches of our industry, were 
created to acquaint the public with 
the features of my product. They 
were designed to tell the consume 
how to use the product and how to 
get the most out of it They were 
developed to help me sell 

From the Institute, I'd learn that 
the films have already been seen by 
more than 450,000 people at 6,508 
live showings across the country 
but that, chances are, they’ve never 
been shown by a plumbing contrac- 


tor In my town 


a On TV, the films have been shown 
587 times and seen by 39 million 
people ... but not once have these 
people been told that they can buy 
this product from me 

I'd make use of this special sales 
tool . and all others like it 

That would be my way of “keep- 
ing up with the Joneses” if I 
were a plumbing and heating con- 
tractor END 


99 


4 
~ » > * 4 
% « e % 
. 
| 
; 
= 
= | 


The Success Story of L. J. Brown... 


Continued from page 90) 
and asks if he can go out and look 
it over. This opens the way to a 
remodeling job in many cases 

In selling a customer up to the 
idea of full-scale remodeling, Kee- 
gan stresses the idea of 


Increasing 


the value of the house. His main 
identical 
the 


other 


point: If two almost 
sale in 


with all 


houses are fon same 


neighborhood, fac- 


tors the same, the house with re- 


modeled kitchen and bath in colo 
} 
several thousand 


Further, he 


will command 


dollars more empha- 


SIZeS, 


few dollars per month through FHA 


this can be done for only a 


model 


we Keegan has a bath in the 


showroom and samples ot various 
fixtures in color, but his prime sales 
tool is a projector and color slides 

nstallations Brown’s has made 
The prime clincher is a visit from 
the prospect to Keegan's own hous 


tinest 


where he has 


Next Month: How Brown 


Brown is a strong believer in 


in the 
how } 
the methods he 


through extensive new spaper, 


minds of potential customers 
he budgets his advertising, ; 


uses to promote both remodeling and new 


phone DOOK ana 


A BE A LAW 


DAVE 


©551 SHETLAND ST 
PITTSBURGH & PA 


kitchens in the to Brown's 


area, Ol 


house, plus an invitation to call 


certain satisfied customers. Keegan 


provides names and phone numbers 


for this purpose 


alin bath remodeling jobs, after 


the initial contact, Keegan makes 


an inspection visit to the home or 


customer to Into 


When the 


bath fixture replacement, it usually 


invites the 


the 


come 
job stops at 


store 


is done in one visit tl store, 


where the customer is quoted fix- 
and 
If the job calls for 


more than fixture replacement, he 


ture prices plus probable time 


material costs 

usually visits the home for inspec- 

but still 

In kitchen 


tion, finishes in one call 


remodeling, Keegan 
goes to the home for measuring and 
discussion of what the custome 
and also to discuss what can 
He 


price, which quickly eliminates the 
then 


Wants 


dont gives a rough-guess 


wishful thinkers, returns to 


Advertises... 


keeping his company name fresh 


Ne xt 


s well as describ 


mnth’s article will tell 
and illustrate 
work 
specialty advertising 


} 


( gust stan) 
(THERE! CALL y 
(A PLUMBER! / 


Lie, 


the store where he makes alternate 
layouts so the customer can mak« 
a decision These layouts include 
rough estimates on the price, and 
to make a choice—and the decision 


to buy—the customer is invited to 
After this, the kitchen is 
in detail the 


is made up for signing in the home 


the store 


figured and contract 
So normally, kitchens are sold with 
the 


the store 


two visits to home and one 


meeting at 
Keegan ISeS slice 


nis projectot 


on both visits to the home and in 
the visit at the shop. If he is dealing 
with only one person he uses ste reo 


slides. But he does not use stereos 
when dealing with both a husband 
and wife, because then, while one 
looks at the slide, the other must be 


entertained 


He cannot sell the one 


doing the viewing, or his 


observe 
reactions to different features, be- 
cause he must talk with the othe: 
When he has a difficult customer. 
or one who should do a big job and 
wants to compromise on a little job 
he adds a visit to his own house 


His 


stainless 


kitchen includes double bow] 


steel sinks, peninsulas, 


extra work spaces, built-in appli- 


ances and special features.” 


Controlling the Whole Job 
Brown provides one-stop service 


in remodeling. In getting subcon- 


tractors, he follows this 


general 
formula 
1. Where structural 


needed, he 


work is 


uses builders who use 
him in new construction or mainte- 


There's a 
of interest here that makes for bet- 


nance jobs community 
ter work all around, with each de- 
pending on the othe 

2. He 


not 


who 
but 


uses subcontractors 


only are good mechanics 
who are also pleasant to get along 
with. A surly sub on the job can 
quickly lose all the good will and 
personal relationship that Brown 
built up over a period of years 


the work, all 


design and rough estimating is done 


In doing original 


at Brown’s office. Definite figures 
are obtained from the subcontrac- 
tors and a contract, covering all 
phases of the work, is presented for 
the customer’s signature END 

scheduled for 
August 


Paragraphs, 
appear in 


Picture 


this page, will 
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A pIscUSSION on the need for 
being alert to changing market 
conditions in order to prosper and 
grow shared the spotlight with in- 
formative marketing and technical 
sessions at the 36th annual conven- 
tion of the Oil-Heat Institute in 
New York City last month 

The four-day 
planned to coincide with the 22nd 
National Oil-Heat and Air Condi- 
tioning Exposition, held in the New 
York City Coliseum, where new 
and improved products were dis- 
played to the trade 


convention Was 


a Albert Cole, U. S. Housing Ad- 
ministrator, told OHI members that 
three wars, advances in technology, 
vast shifts in population and the 
coming of the atomic age have and 
are causing constant disruption of 
the economic picture 

“Because markets are on the 
move, you as an industry must be 
on the move,” Cole said. “Any in- 
dustry that is not fully organized 
to meet the challenge of today and 
tomorrow should do everything it 
can to remedy that condition,” he 
declared 


a The convention provided ample 
evidence that the OHI is going all- 
out to meet the challenge of to- 
day’s competitive conditions and be 
in a better position to solve the 
problems that are likely to confront 
it in the future 

One example of how the Insti- 
tute is setting out to accomplish 
this objective is found in the series 
of 23 Dealer Management Clinics 
held during the convention. The 
clinics covered a wide variety of 
management, merchandising and 
technical subjects, ranging from 
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Oil-Heat Institute Meets... 


Among the highlights: Tips on setting up an 
oil burner inspection and servicing program 


methods for improving public rela- 
tions to increasing productivity of 
salesmen and solving budget prob- 
lems 

The clinics were under the over- 
all direction of Fred Heaney, OHI 
vice president, and each session 
was moderated by a specialist in 
that particular field 


alin the technical sessions, con- 
siderable discussion was devoted 
to good installation and servicing 
practices. 

A talk by Ralph Dennis of the 
Boston Machine Works Co. an- 
swered the question, “What makes 
a ‘perfect’ oil heating installation?” 
The complete text of his talk be- 
gins on page 103 

Following the talk by Dennis 
Albert Brand, Brand’s Heat Con- 


trol Co., 


cussed the servicing aspect and his 


Bridgeport, Conn., dis- 


company’s techniques for handling 
yearly inspections 

“It is during the shutdown sea- 
son that we begin to derive the 
dividends of our good oil heating 
installation,” Brand pointed out 
“If an oil heating system has been 
properly installed, the inspection 
and servicing time should not ex- 
ceed two hours, including travel 
time to and from the job.” 


es Brand outlined the following 17- 
step procedure to facilitate yearly 
burner inspection and servicing 
(1) Check the heater and clean 
it if necessary, always checking the 
stack and the base of the chimney 
(2) Turn on the burner to be 


(Please turn to page 102) 


NEW OFFICERS of the Oil-Heat Institute are (left to right) Gabe Marin, 
vice president; Verne Resek, re-elected president for a second term; 
Stanley Czarnecki, vice president; and Fred Heaney, vice president. Com- 
pany affiliations of the officers are given in the accompanying article. 
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continued... 


sure it is fully operative 


(3) Remove the burner housing 
and check it. This is the area 
where indications of poor draft. 


after drips and slight puffs are 


found. Clean the 


oughly, especially the nozzk 


housing thor- 


adapter. All nozzles of 1.00 gph or 
under should be replaced yearly 
All nozzles of 1.25 gph or ove. 
should be replaced every two o1 
three years. (This affords extra 
income and a minimum of ecall- 
backs on plugged nozzles.) Clean 
or replace electrodes or electrode 
wire when necessary 

(4) Remove the motor and clear 
the burner housing and fan 

(5) Clean the pump straine: 


thoroughly and replace gaskets 
(6) Change the oil cartridg. 
the oil filter 


(7) Run off oil in a large con- 
tainer. This helps to loosen any 
dirt still left in the pump and 
affords an opportunity to check the 
spark with a flame mirror and to 
check the safety timing on the 
stack relay 

(8) Check for seal leak on the 
pump shaft 

(9) Oil all motors, accessories 

(10) Fire the burner, Check the 
cycling of the stack relay and all 
other controls 

(11) Change the air filters 

(12) Check the humidifier and 


replace the humidifier plates 


(13) Check for any oil or tank 
leaks 

(14) Check fuse for proper size 

(15) Take combustion tests Let 
the burner run for five minutes 
then use combustion instruments 
Efficiency readings should match 
those taken at the time of installa- 

(16) Clean and check the ther- 
mostat 


(17) Talk to the customer about 


proper care of equipment 

By following this procedurs 

Brand said, contractors will avoid 
a great many unnecessary service 


and maintenance heada hes 


In other business. the Institute 


FIRST-PLACE WINNER in one of three con 
tests was Robert Schaefer (left Cullman, 
Ala., contractor. He received his $500 
from Noland Co. salesman J. T Patterson 


CARL WHALEY eft), manager of Noland’s 
Roanoke, Va., branch, presented a $500 
check to another first-placer, B. R. Hall 
J. E. Campbell (right) was the salesman 
who took a prize for helping Hall win 


PLUMBING AND HEATING contrac- 
tors in the Southeast were given 
an added incentive to tie in with 
P-H-C Month in May. The extra 
inducement was in the form of a 
cash-prize contest (the “Grand 
Prix P&H 500") sponsored by The 
Noland Company, a 36-branch 
wholesaler with headquarters in 
Newport News, Va. Object of the 
contest was to spur special contrac- 
tor promotional activity during 
May. Cash prizes of $500, $200 and 
$100 went to top winners in each 


of three sales areas 
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Noland salesmen whose custom- 
ers were winners also received 
prizes, the first-placers getting all- 
expenses-paid trips to the Memo- 
rial Day 


races 


Indianapolis Speedway 


First-place winner in sales area 
No. 1 was Robert Schaefer of the 
Home Improvement Co.. Cullman, 
Ala. Second and third-place win- 
ners were Henry Smith of Lenz 
Plumbing and Heating Birming- 
ham, Ala.: and C. L Whay and 
Son, Kilmarnock, Va 


Schaefer is an old hand at win- 


Noland Names Winners in 
P-H-C Month Contest .. . 


PLUMBING, HEA 
MAY COOLING MOR 


ning contests. He placed first. in 


Domestic ENGINEERING’s all-indus- 
try merchandising contest in 1950 
and copped a motor truck as his 
prize 

Winners in sales area No 2 were 
B. R. Hall. Roanoke, Va... O D 
Toles, Jackson, Miss.: and re. 
Walker Plumbing and Heating, Co- 
lumbia, S. C 

In the third contest. winners 
were Rogers Plumbing and Heat- 
ing, Asheville; Rural Plumbing and 
Heating, Roanoke Rapids: and 
Hasty Plumbing and Heating, 
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re-elected J Verne Resek as presi- 
dent. Resek is head of Industrial 


Combustion, Inc., Milwaukee 


ae The following vice presidents ai. 
so were elected: Gabe Marin. pres- 
ident, Sun-Ray Burner Manufac- 
turing Co., Jamaica, N. Y.: Stanley 
Czarnecki, president, Eddingto: 
Metal Specialty Co Eddington 
Pa.: and Fred Heaney president 
Skagys-Walsh, Long Island City, 
N. Y 

Marin represents the Institute's 
manufacturer division, Czarnecki 
the accessory division, and Heaney 
the distribution division 

Ralph Becker continues as secre- 


tary and treasure! END 


DoMES 


Mount Olive, all of North Carolina 
Noland salesmen winners wert 
J. T. Patterson, Birmingham, Ala 
Julie Campbell, Roanoke, Va.; and 
Jack Gilbert, Spartanburg, S. C 


eA special “community” award 
went to 10 p-h contractors in Spar- 
tanburg, who, under the guidance 
of Ed Fargis, Noland manager in 


that city, banded together for a 


joint promotion by radio, newspa- 
per, direct mail and hand bills 

‘We feel that the contest really 
stimulated contractors to promote 
their products during May,” a No- 
land spokesman told DE. “This 
activity not only made the public 
p-h-c conscious but also spurred 
contractors to evaluate and step-up 
their merchandising.” 

Judges in the contest were Jim 
Purnell, managing editor of Do- 
MESTIC ENGINEERING, and Norman 
Wicks, executive director of the 
Plumbing-Heating-Cooling Infor- 
mauon Bureau. David Braun, di- 
rector of public information for the 
bureau, served as Wicks’ alternate 


eThe contest was part of Noland 
Co.’s over-all effort to encourage 
its customers to become better 
merchandisers and go after remod- 
eling business. Another recently 
introduced Noland contractor serv- 
ice is a time-payment financing 
plan offered by a newly created 
corporation, the Noland Credit Co 
(For details, see June DE.) END 
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(Presented by Ralph L. Dennis at the 
Oil-Heat Institute convention) 


What Makes a ‘Perfect’ 
Oil Heating Installation? 


AFTER A BOILER OR FURNACE has been checked and 
made ready for the job, the first step in the actual 
planning of an oil burner installation is to figure the 
firing rate properly. Guessing about firing rates can 
lead to one of the major causes of fuel waste 


elf it’s over-fired, the heating unit cannot absorb all 
the heat, and the excess passes off up the chimney. 
Soot conditions may exist, and excessive combustion 
noise often results. If under-fired, the burner runs ex- 
cessively, and recovery is slow. If the installer has 
to guess about the proper firing rate of a job—and 
guesses wrong—the combustion chamber may be con- 
structed to the wrong size, and even when the firing 
rate is corrected later on, the improperly-sized cham- 
ber is seldom changed. 

When this happens, the oil heating customer is penal- 
ized with excess fuel consumption and less than perfect 
combustion—and the dealer is beset with service calls— 
as long as the job remains in that condition. 


#A proven formula for firing boilers properly is to 
divide the net steam rating of a boiler by: 
300 on boilers rated under 1000 sq ft steam net. 
350 on boilers rated between 1000 and 3000 sq ft 
steam net. 
400 on boilers rated over 3000 sq ft steam net. 
If the system is hot water, fire 
it just as though it were steam. 


sA_ satisfactory rule-of-thumb 
formula for firing gravity warm 
air furnaces is to fire one gph for 
every two sq ft of grate area. 
Most modern forced air furnaces 
have a prescribed firing rate 
given by the manufacturer. 
Stack temperatures can be a 
(Please turn to page 199) 


DENNIS, a leading authority on oil heat- 
ing, is president of the Boston School of 
Advanced Oil Heat Training, and man- 
ager of the Oil Heating Supplies Division 
of ‘Boston Machine Works Co., Boston. 
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One of a series of special reports 


on the new bedroom-bath idea... 


Is It Catching On? 


Privazoning—described as the 
“single biggest idea the industry 
has had in 20 years”—is firing the 
imagination of plumbing and 
heating contractors all over the 
country. 

They see it as a concept that 
could revolutionize the industry, 
both in terms of a great increase 
in fixture sales and in terms of 
the quality, custom-installation 
service the individual contractor 


could render if he were called 
upon to Privazone the bathing- 
dressing-toilet area for each bed- 
room of a home 

And contractors are weighing 
every facet of this new design in 


How 


much would it cost in their own 


living, both pro and con 


particular localities? To what in- 
come bracket of the homeowning 
public should the idea be pro- 
first? How 


moted should it be 


promoted—and by whom? How 
long will it take to catch on with 
What 


(such as 


mechanical 


piping 
venting) would be involved when 


the public? 
problems and 
making actual installations? Can 
Privazoning be incorporated in 
old as well as new homes? 
Some contractor answers to 
these questions appeared in ear- 
lier issues of DE 
low are more, carefully-thought- 


Presented be- 


More Plumbing-Heating Contractors Tell What They 


“Best idea since ‘Chic Sale’... .” 

MINNEAPOLIS—This is one of the best ideas 
the fixture manufacturers have come up with 
since the plumbers moved “Chic Sale” into 
Ma’s pantry. Privazoning is fundamentally 
sound and practical. It’s also appealing to 
men and women alike. 

Promotion can be accomplished by pub- 
licizing the idea through editorial coverage 
in shelter magazines. It must be sold to the 
public so that desire for Privazoning will 
be built up. We are going to do all in our 
power to push it locally —Roy Gustafson. 


“We're Privazoning now .. .” 
CuicaGo—Privazoning is not a completely 

new concept to us, as we’ve done something 

like it in several of our modernized bath- 


rooms. It’s ideal in small homes and duplex 
buildings, where space is limited. 

To gain public acceptance of the idea, we 
need a lot of promotional help from plumbing 
fixture manufacturers. There’s no doubt in 
my mind that Privazoning will go over with 
the public, because the average family looks 
for bathroom ideas like this. 

I’m for it 100 percent.—George Groote. 


“Good idea for new homes .. .” 


PHOENIX, Ariz.—I’m excited by the pros- 
pects offered by Privazoning. The plan does 
not lend itself to remodeling in our area due 
to the number of small homes which are of 
slab construction. But if the idea is promoted 
for new homes, fast results in terms of con- 
sumer acceptance can be obtained. 

Personally, when I build an addition to my 
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out appraisals of Privazoning 


from DE’s mailbag 

What else has been happening 
to Privazoning since it was first 
introduced to the construction in- 
dustry and the consumer public 
in a model house in Miami last 
March? 

A great deal, reports the 
Plumbing Fixture Manufactur- 


ers Assn., originator of the idea 


The concept is definitely catch- 
ing on, DE was told last month 
by William Kramer, executive 
secretary of the association 

ePlans are under way to open 


model Privazoned homes in other 
ections of the country, Kramer 
aid. Next one to throw open its 
doors for public inspection will 
be at Morningview, about 10 
miles southwest of Kansas City, 
Kans. Opening date has been set 
for July 20 

Fred Olsen, president of the 
Southwest Construction Co., 


What Is Privazoning? 


Privazoning is a new concept in bedroom-bathroom-dressing room fa- 
cilities designed by the Plumbing Fixture Manufacturers Assn. It calls for 
realigning the functions of the bedroom and bathroom by concentrating 
all grooming functions and clothes storage in a combination dressing- 
bathing-toilet room called a dressatory 


There would be a dressatory for each occupant of the home. Two oc- 
cupants of a bedroom would, for example, have their own individual 
dressatories. The bedroom itself, furnished with a sofa-like bed and 
minus dressers, etc., would take on a new role as a lounging or recrea- 


tion room area. 


Full details of the plan appeared in March DE. Initial reaction to it 
from p-h contractors, consumers and builders was published in the April, 
May and June issues of Domestic Engineering 


builder of the home, is heralding 
its opening by an intensive news- 
paper and television advertising 
campaign that is expected to in- 
sure a large public viewing of 
the home. Morningview will have 
some 600 homes when completed. 


The Kansas City home is pat- 
terned after the Miami one, with 
some innovations. The Miami 
home (built by Sheldon Kay) 
was described in DE’s May issue. 
Other model homes are in the of- 


(Please turn to page 106) 


Think of Privazoning... 


DomEstTk 


home, I’m going to incorporate the dressatory 
idea into the bedrooms. 

I believe that this is by far the most out- 
standing—and should be the best accepted— 
idea in the plumbing industry since they 
moved the toilet from the yard into the 
house.—Leslie Harlan. 


“It'll be accepted within 3 years...” 


Cincinnati—Privazoning not only will in- 
crease the profit on a plumbing installation, 
it also will increase the sale of new homes. 

I think the idea will be easier to sell to the 
prospective home buyer in the upper income 
bracket. The average young couple, with a 
limited budget for purchase of a new home, 
will give this extra luxury considerable 
thought before deciding they really need it. 

I also think that Privazoning should be 
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promoted locally in newspapers. If it is, 
within three years the public will accept the 
idea just as it does power steering, power 
brakes and automatic transmission on cars. 

We can use new ideas in our advertising 
and we'll be happy to promote Privazoning. 
We'd appreciate newspaper ad mats and ad- 
vertising suggestions from industry leaders, 
if they’re available—Louis Buckreus, Geil- 
er Plumbing and Heating Co. 


“One-bath home is obsolete .. 


Rocuester, N. Y.—My reaction is one of 
enthusiasm. With a positive approach the 
idea will achieve public acceptance. 

Several years ago the automobile industry 
predicted an era of two cars in every garage. 
Now that has become a reality for many. I 

(Please turn to page 153) 
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Continued from page 105) 


fing for Minnesota, North Dako- 
ta, Ohio, Oklahoma, 
and Washington, D. C 

The PFMA has announced the 


public endorsement of Privazon- 


Tennessee 


ing by the Associated Plumbing 
Contractors of Los Angeles. The 
Los Angeles group featured Pri- 
vazoning in its 40-foot-long dis- 
play (below) at the 13th annual 
construction industries exposi- 
tion and home show of southern 
California. The show ran June 
12 through 22 at the Pan Pacific 
Auditorium. Included in the dis- 
play were a model of a Privazone 
home and a film presentation on 


the subject 


e The PFMA’s plans for develop- 
ing and promoting Privazoning in 
other areas are going full steam 
ahead, according to Stanley Back- 
ner, chairman of the association 
and vice president of Universal- 


Rundle Corp., New Castle, Pa 


TAKING THE PRIVAZONE STORY TO THE PUBLIC: The As- 
sociated Plumbing Contractors of Los Angeles officially 
became a sponsor of Privazoning by introducing it to the 
public at a Southern California home show last month 
Included in the display were illustrations of Privazoning’s 


Backner last month appointed 
a three-man committee to study 
proposals for an intensified cam. 
paign to promote the idea to the 
plumbing industry in particular 
and to the building industry as a 
whole. On the committee are Wil- 


liam Brown, vice president of 
sales for Crane Co., Chicago, 
chairman; Albert Zibell, vice 


president of Kohler Co., Kohler, 
Wis.; and Oscar Gerber, president 
of Gerber Plumbing Fixtures 
Corp., Chicago 

elIn an exclusive statement t 
DE last month, Backner summed 
up the PFMA’s views on 
“This 


unique quality of making it pos- 


) 


Priva- 


zoning concept has the 


sible for everyone in the plumb- 
ing industry, from manufacture 
to wholesaler to contractor, to 
double his sales in new residen 
tial construction. This is no fig- 


ment of someone's 


Imagination 


We really can double earnings by 


right 
Notthoff, show 
ciation’s show 


working to make Privazoning the 
standard tor new homes through 
out the nation 


“Perhaps most important of 
all.” Backner said, “Privazoning 
gives the home builder something 
different and new to talk about 
when selling his houses. The bed- 
room lounges as well as the dress- 
become 


atories prime sales fea 


tures. They add a tremendously 
appealing new dimension to the 
everyday life of the family that 
moves into the house 
“Admittedly, many of us at 
the PFMA have been excited by 
the from the 
said. “Since its 


Miami, and the 


we've had 


Privazoning idea 


start,” Backner 


introduction in 


reaction from 


zine editors, home builders and 


leaders of various segments of 


the industry and the general 
public, we know we weren't en 
thusiastic enough. We're moving 


to promote Privazoning more 


strongly than ever.” END 


main features and a model of a Privazoned home (far 
First visitors to the exhibit included (from left) Bery! 
chairman; 
committee 
ling, Jerry Hendrickson and Wilbur Hokom, NAPC officials 


Ted Cadwallader, the asso- 
and Frank Schil- 


chairman; 
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DomEstTK 


A Lawful Change of Books 


A businessman must some- 
times transfer his records to a set 
It's a tricky but 


necessary business 


{ 


Ol new bor 


which, if han- 
dled properly, will be recognized 
in the courts 

Recently, a plumbing contrac- 
tor entered records of his work 
on a new set of ledgers, destroy- 
ing original notes and forms. A 
builder claimed the contractor's 
action was aimed at supressing 
and he re- 
claim the 
his new books 


actual work records 


fused to pay a con- 


tractor based or 
eThe courts maintained that 
such charges must be backed by 
evidence. The builder was unable 
thar 
an attempt to improve bookkeep 
The 


held the contractor's new books 


to prove any motive other 


ing courts, therefore, up- 
and any claims based on them 
Citation: Trupiano v. Cully, 84 


N.W. 2d. 747 


Employee Doesn't Always Have 

to Prove Cause of Injury 
On-job injuries sometimes are 

difficult to 


tion cases, but courts frequently 


prove in compensa- 

give the employee the benefit of 

a doubt 
The 


crew struck his head on a valve 


foreman of a plumbing 


and within two months noticed 
that his vision was failing. Only 


after he learned he had a de- 


tached retina did he report the 
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Legal Decisions of Interest to Contractors 


accident to his employer 


Two witnesses testified to the 


fact 


that 


an 


accident 


had 


curred, but doctors said they 


could not determine whether the 
accident caused the failure of 
sight. On _ this the 


Workman's Compensation Board 


testimony, 


disallowed the claim 


That 


thrown 


decision, however, was 


out by a court of ap- 
peals, which noted that the sole 
value of medical testimony was 
whether such an accident could 
have caused the injury, not if it 
actually did. Circumstantial evi- 
dence, as presented by the fore- 
man, was good enough to have 
the Board’s decision declared in 
error 

Citation: Wolf v 
Co., 166 N.Y.S. 2d 


Ja ralomon 


906. END 


YOU BE THE JUDGE 


If you were a judge, how would you decide this case? 


A building superintendent who found that a new heat- 


ing system was smoking heavily went right on using the 


system despite complaints from tenants. Soon afterward, 


an explosion occurred, causing considerable damage. The 


building’s owner attempted to hold the heating contractor 


liable for the damages and, when he refused to pay, took 


the case to court 


Did the property owner collect? 


Courts generally will hold a contractor liable for a 


faulty installation. However, the courts also require prop- 


erty 


owners, or 


their agents, to assume responsibility 


when they notice something amiss. If a property owner 


continues to use an article after he discovers that it’s 


faulty, he assumes all the risks of damage. The assurance 


of safety given by the contractor, the court said, is negated 


by the owner's persistent use in the face of danger signs. 


The property owner, therefore, lost his suit 
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How bo PLUMBING and heating 
contractors meet, and beat, com- 
petition for water systems sales? 
How do they set up their service 
departments to handle this line 
of work? How do they promote 
the “water package” for a great- 
er return on every pump sale? 


# To learn the answers io these 
questions, and to others related 
to successful water systems mer- 
chandising, DE editors asked con- 
tractors in La Porte County, In- 
diana, for the “inside story” on 
their selling techniques. La Porte 
County is DE’s Pilot Area No. 1 
in an extensive editorial pro- 
gram to ferret out the “secrets” 
of the water systems market. 
Here’s what DE learned in its 
contractor-to-contractor and 
wholesaler-to-wholesaler study: 


e“The water systems business 
in La Porte County is highly com- 
petitive,” said Charles Lumm, 
manager of the plumbing and 
heating department of National 
Mill Supply, Inc., a South Bend 
(Ind.) wholesaler. (La Porte 
County contractors buy much of 
their supplies from wholesalers 
in nearby South Bend, Gary or 
Chicago.) 

“This competition means, of 
course, that any contractor who 
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DE's 3rd Special Report 


on Water Systems... 


For the inside story of successful water systems 
merchandising, read this ‘who, what, when, where, 
why and how’ report from the man on the firing line 


wants to do a good job in water 
systems must be on his toes,” 
Lumm continued. “He must be 
wide awake, alert to every op- 
portunity, and willing to work 
for his share of the market. Oth- 
erwise, someone else will get it 

“Basically, every contractor 
has two ‘outside’ competitors, 
the mail-order house and the 
well driller: By good merchandis- 
ing and alert service. the p-h con- 
tractors in this area are success- 
fully reducing the competition 
from mail-order houses and well 
drillers each year. (In La Porte 
County, p-h contractors are out- 
selling well drillers about 31 to 


1, according to the answers given 
in DE’s survey of contractors, 
well drillers and others.) 

“We sell about 90 percent of 
our pumps to p-h contractors. We 
find that many of them are ex- 
cellent merchandisers and their 
credit ratings are high. Further- 
more, in La Porte County, two 
other factors favor the p-h con- 
tractor as an outlet for water 


systems business: 


e(1) He can offer a wider 
range of services to his customer, 
often installing bathrooms, kitch- 


ens or a succession of water-con- 


nected appliances at the same 


WHOLESALER CHARLES LUMM of National Mill Supply Co., South 
Bend (left), tells DE editor Don Young that water systems competi- 
tion is keen in La Porte County. Lumm says, however, that p-h con- 
tractors have many advantages over “outsiders” in getting the sale 
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time he’s installing a water sys- 
tem 

(2) Because of the sandy na- 
ture of the soil and the shallow 
depth at which most water is 
found, few wells are drilled 
(more than two-thirds are driv- 
en) and the volume of such work, 
when divided among the many 
competitors, is not sufficient for 
very many operations to main- 
tain a well driller’s crew. Thus, 
while contractors may rely on 
their other plumbing and heating 
work during slack between-jobs 
periods, some non-industry out- 
lets find it hard to keep busy and 


operate on a profitable margin.’ 


» DE’s survey team found a great 
deal of evidence to support 
Lumm’s assertions 

The competition in La Porte 
County is indeed intense. In a 
rectangular area roughly 22 miles 
wide and 40 miles long, La Porte 
County, with a population of 70.- 
000, supports 23 dealers actively 
engaged in selling and installing 
water systems. (Largest city in 
La Porte County is Michigan 
City, with a population of 28,500 
The county seat, the city of La 
Porte, has 22,000.) 


eFurthermore, this total does 
not include half a dozen hard- 
ware stores that “carry a pump 
or two in stock” or “will order 
one if you need it.” Nor does it 
include a sizeable group of deal- 
ers, located outside the county, 
which sells water systems within 
the La Porte County limits 
How do the p-h contractors in 
this county meet competition? 
“We do it through good mer- 
chandising and fast service,” says 
Norman Grandorf of La Porte. 
“A year ago, I was cruising along 
with an average of one water 
system installation every two 


(Please turn to page 110) 
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LA PORTE 
COUNTY 


What La Porte contractors told 
us about their business .. . 


“Do you sell and install complete water systems?” 
That question was asked by members of the six- 
man DE research team of every La Porte County 
retailer handling water systems, plumbing and heat- 
ing, and related merchandise. In all, 30 such estab- 
lishments were contacted; 23 replied that they do 
handle the complete “water systems package.” From 
this group, DE sought answers to the following: 


How many pumps did you sell in 19577 


What percentage were for replacements; new 
installations? 


40.4% 


Of replacement sales, what percentage were of 
the entire system; what percentage pump alone? 


Replacement of the pump alone........ 64.8% 
Replacement of the complete system... .35.2% 


What percentage of your pumps were installed in 
shallow wells; what percentage in deep wells? 


Shallow wells. .68.1% Deep wells*. .31.9% 
(*Wells of 50 feet in depth are considered “deep” 
in La Porte County.) 


In what types of buildings were your pumps in- 
stalled? 


Farm buildings (including homes)...... 60.6% 
(Please turn to page 116) 
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continued... 


OVER THE HUMP in water systems means passing 15 
pumps a year, says Herston Brown, Michigan City left 
After that, he feels contractors are assured of growth in to drinking glass 
the market, with sales of two pumps or more a month 


(Continued from page 109) 
weeks. I saw business passing me 
by and I decided that I should be 
getting some of it. I increased 
my emphasis on water systems, 
I began to promote that aspect 
of my business actively, and I 
soon doubled that average. Now 
I’m having my biggest year in 
water systems and I expect to 


continue expanding.” 


e What did Grandorf do to dou- 
ble his water systems business? 
For the answers, see page 111. 

Proving that one contractor's 
increase in business not 
necessarily indicate a falling-off 
in someone else’s, one of Gran- 
dorf’s local competitors, Charles 
Dye of La Porte, is also headed 
for a record year in water sys- 
Since July 1957, Dye’s 
water systems business has in- 
creased 400 percent and his add- 


tems. 


on sales of related products are 
amounting to an average of $400 
per installation. 


were so convinced that 
there is a lucrative market in 
Dye told DE, 
“that we purchased our own well 
drilling rig and broadened our 


water systems,” 


services to offer the complete 


110 


water systems ‘package’ from 
well to drinking glass 

“This year, we should gross 
nearly $68,000 in water systems 
and add-on sales resulting direct- 
ly from a water system installa- 
tion.’ (Dye sells about 80 water 
systems a year, and his total an- 
nual volume is in the vicinity of 
$1,500,000. See DE for May, pages 
92-97, for the story of Dye’s busi- 
ness-building methods.) 

Grandorf, Dye and other La 
Porte County contractors have 
learned many of the “secrets” 


of the water systems business 


# They have learned that one sale 
in a neighborhood often sets off 
a “chain reaction” of sales among 
others who are exposed to the 


water system installation 


eThey have learned that the 
county agent can be extremely, 
helpful in providing material for 


a sound “sales pitch” to the farm 


and rural non-farm market 


e They have learned that a good 
water systems dealer must clear 
the first hurdle—15 units a year 
—before be becomes a significant 
After that, 


he seems to “automatically” move 


factor in the market 


HIS OWN DRILLING RIG enables Charley Dye of La Porte 
to offer the complete water systems package—from well 
At a cost of $6,000, Dye mounted a 


new rig on a used truck, added two men to work on wells 


into the charmed circle of deal 


ers Who average two water sys 


tems or more per month 


e They have learned that it’s nec- 
essary to merchandise this busi- 
ness to get the full value from it 

To do so, they incorporate 
newspaper advertising, radio 
spots, direct mail, window and 
store displays, displays at county 
fairs and hi me show Ss, mention ol 
water systems on their business 
letterheads, and all other means 
that are available to advertise 


their wares 


els such heavy emphasis neces- 
sary to capture the county's 
water systems business” 

“It certainly is,” says Jerry 
Beach, Valparaiso contractor, 
located just outside the La Porte 
limits. “If La Porte 
County contractors weren't go- 


County 


ing after their water systems 
business, I would be 

“IT want just as much of that 
business as I can get, and one 
look at my books will show why 

“The average well and pump 
installation takes just about two 
days and brings in about $600. 
Add-on sales might bring two, 


(Please turn to page 112) 
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By Norman Grandorf : 
La Porte (Ind.) p-h contractor -. GRANDORE 
First, I repainted my trucks. I m: : 
them easy to see, easy to read and easy 
to recognize. I put plenty of emphasis or 
running water 
Then I tried spot radio advertising. | 
ran spot announcements on water systems 
and on related products for nine months THERE’S NO DOUBT in anyone’s mind that I’m now in ; 
‘ , 2 the “running water” business. My trucks have been 
For the most part, I used scripts supplied ; 
repainted to strengthen my identity with this theme 
by manufacturers, tailored to local needs 
I put a sign in my store window and. se! | 
up a display, telling everyone that I’n 
in the water systems business 
I inserted water systems literature in 
my direct mail and in my monthly billings 
I got some materials from Domestic 
ENGINEERING. displayed the “Better Youn 
Living” poste! In my showroom ana 
keyed my classified newspaper advertising _—- 
to “Better Your Living through the 7 4 
purchase of a new water system.” I alter- i, 
nate this theme with related plumbing and 
heating products 
In other words, I did everything I eould 
think of to let people know I'm in the HOME REMODELING and the ‘Better Your Living” theme 
water systems business END 3 go hand-in-hand with water systems promotion. An ade- t eo 
quate supply of running water permits us to sell up to | 
the plumbing-heating products that mean better living ' : 
ay 
PERSONAL SALES LETTERS, supple- a 
4 mented with manufacturers’ litera- , 
ae ture used as stuffers, tell custom- 
SHOW THE PRODUCT you're trying to sell. | put a pump ers ‘we're in the pump business.” 
display in my showroom and a sign advertising them in 
my window—and now | sell a lot more water systems continued... 
¥ 
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You can promote your way to related product business .. . 


LA PORTE HERALD-ARGUS, FRIDAY, MAY 16, 1958 7 


712 ST. 


DYE SAYS.... 


Why rent, or do without, a WATER SOFTENER, 
when you can buy an ALL-NEW MYERS 
Fully Automatic for pennies a day! 


the MYERS Fully Automatic 
WATER SOFTENER 


ASK US ABOUT OUR FREE WATER ANALYStS AND 
WATER SOFTENER DEMONSTRATION IM YOUR NOME 


DYE PLUMBING AND HEATING 


Specialists in Year-Around Comfort 


PHONE 5151 


continued... 


(Continued from page 110) 
three, or four times that amount 
in additional volume. 

“T have two men on water sys- 
tems and I have six men on 
plumbing and heating. Between 
pump sales (one or two a week), 
service (about £9,000 a year) and 
add-on sales, water systems ac- 
count for a third of my yearly 
gross. That means two men in 
water systems are producing as 
much dollar volume as three men 
produce in plumbing and heating 
work exclusive of water systems 


s “Furthermore, I have no doubt 
that my water systems work 
draws from 10 to 15 percent of 
my plumbing and heating cus- 
tomers. 

“Yes, I want the water systems 
business—and I'll advertise to get 


it. Outside of newspaper adver- 


tising, direct mail, phone book, 
and ‘routine’ things of that sort, 
I have three ‘personalized’ pro- 
motions that draw added water 


systems business for me 


»“(1) Instead of a county fair 
we have a 4-H fair here each 
year, and we soon discovered 
that cattle will go thirsty for 
three days before they'll drink 
city water. So, I began setting up 
a pump for the watering of live- 
stock. Naturally, I have a big 
sign on the pump saying it was 
installed by our firm, and our 
manufacturer sends a display 
truck to add to the impact 

“The last few years, we've also 
provided a drinking fountain for 
visitors, attached to this well, and 
you'd be surprised how many 
farmers will walk the entire 


length of the fairgrounds to drink 


ADVERTISING PAYS OFF for la Porte 
county contractors, DE’s survey showed 
Nearly 50 percent of the contractors use 
ads regularly, and this group accounts 
for 85 percent of the total business. At 
left, below, Dye Co.’s sales manager 
Walter Reed tells a DE reporter how his 
firm plugs water softeners in display ads 
like this one. La Porte residents named 
softeners their first choice following the 
installation of a new water system 


well water instead of city water 


‘(2) The homecoming parade 
at Valparaiso University is a big 
event here; so each year I help 
with one or two of the displays 
Last year, for example, we 
erected a ‘waterfall’ in front of 
one of the fraternity houses, us- 
ing one of our pumps. That dis- 
play drew as much attention 
from the buying public as any 


store display could possibly have 


»“(3) Realizing that hand 
pumps are a sure sign of a water 
systems prospect, we offer full 
credit for every hand pump that’s 
traded in on an electric pump 
“Ideas like these capture the 
public’s imagination, and that’s 
what makes more business. If La 
Porte’s contractors were to slack 
off on their merchandising, I'd 


be right there, trying to get an 
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even bigger share of the sales.” 

As it is, some 10 percent of 
Beach’s water systems business 
comes from La Porte County, 
particularly from the southern 
one-third of the county where 
the concentration of water sys- 
tems dealers is the thinnest. In 
such areas, it’s often a case of 
“firstest with the mostest” if you 
are to get the sale 


e But reaching the customer is 
just one part of the contractor's 
job; the customer still has to be 
sold after the contact is made 

What selling points are the 
most productive for La Porte 
County contractors? 

“Most important, of course, is 
selling the ‘package, as Says Her- 
ston Brown of Michigan City 
“Don't just sell a pump; sell a 
new way of life convenience 


side benefits 


How Beach builds 


pump sales... 


JERRY BEACH (left), located in nearby 
Valparaiso, includes La Porte in his 
trading area. His philosophy: Get 
there first with your water systems 
story and you're the man customers 
will call when they want more plumb 
ing and heating products 


AN OBVIOUS IDEA, like a good store 
sign (above right), can draw a lot of 
water systems business, Beach feels 


PHONE BOOK LISTINGS under ‘plumb 
ing and heating’ and under ‘water 
systems” (right) give the prospect 
ready reference to Beach’s name 
when he’s shopping for a new pump 
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“For the farmer, sell the in- 
creased productivity of properly 
watered livestock or properly ir- 
rigated soil—or sell the idea of 
increased safety in case of fire 

“For the rural non-farm home, 
sell the idea of increased pressure 
for lawn sprinkling and such. Sell 
the advantages of adequate water 
for automatic laundry equipment, 
for automatic dishwashers, for 
food waste disposers—things the 
housewife couldn’t have unless 
she has an ample supply of run- 


ning water 


e “In other words, sell them on 
the things a new water system 
will do for them, not merely on 
the idea of owning a new and 
better pump.” 

3rown says an approach like 
this will sell more water systems 
But equally important, it will 
help sell the add-on products that 


can double or triple the gross 
from each installation. 

“It’s the dealer who gets the 
water system sale that has first 
crack at those later add-ons,” 
Brown emphasizes 


e®As an example of what this 
add-on business can mean to the 
p-h contractor, DE’s research 
team learned that 18 percent of 
La Porte’s rural residents are 
planning to remodel their kitch- 
ens within the next two years 
Fourteen percent are planning to 
remodel their bathrooms and 11 
percent their heating. (A com- 
plete report on consumer opin- 
ions of water systems needs and 
of the men who sell water sys- 
tems appears in the second re- 
port from Pilot Area No. 1, pub- 
lished in June DE.) 

“Of course, fast service means 


(Please turn to page 116) 
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PLUMBING FIXTURES 
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WATER WELL 
ASSOCIATION 


Water Pumps 
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CLOSING THE DEAL MopERN MER HAN 


$5.00 
OOLING CAMPAIGN 


PUliman 5-0100 
or Central 6-0346 


Walter Ford 


He told Chicago contractors, 
ness—or profits 


No busi 
can be increased 
without prior increase in sales effort 


THIS FLYER, sent to each member of 


the Chicago association, announced 


Contractors’ Clinic No. 1 The clinic 
was designed to create added enthu 
siasm and remodeling 
among plumbing-heating contractors 


interest in 


Looking for business-building ideas? Come with us to the... 


A RARE INSIGHT into the moderni- 


zation business was given to 75 p-h 


contractors recently at Chicago's 
say first “modernization clinic.” The 
clinic was sponsored by the Plumb- 
ing Contractors Assn. of Chicago 

ae Principal speaker at the clini 
a was one of the nation’s outstanding 
remodeling Walte: 
Ford, vice president of the Henry 


Ford Co., Philadelphia 


contractors, 


Supporting 


GR 


him on the program were John 
Turkstra, Chicago contractor and 
general chairman of the clinic 


Robert Erickson and John Calnan. 


Chicago contractors: Leslie Peter- 


son, vice president of Inland Supply 
Co., and Norman Wicks, executive 
director of the Plumbing-Heating- 
Cooling Information Bureau 

Ford, one of the 


DE’s 


top winners in 


3ig Push Remodeling Sales 


onference 


Chicago contractors look to the leaders for tips 
on how to build profits through remodeling sales 


Contest spoke on “How to Build a 
Plumbing and Heating Remodeling 
Zusiness.” 

“No increased 


without a prior increase in sales ef- 


business can_ be 


fort.” he emphasized. “But such an 


increase is well worth while, for the 
rewards ot 


the remodeling market 


are great.” 


However, Ford said, before the 


contractor attempts to sell remodel- 
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ing, he must adapt Nis business to 


handling it. Carrying out a re- 


modeling business is not the sam 
as doing new work, and the com- 
pany s organizational setup must 


reflect the difference 


a The speaker listed four factors the 
contractor should consider before 
going into remodeling 

(1) Consider changing the nam 
of the organization to identify it as 
<a remode ling business The nant 
“Jones Plumbing and Heating” car- 
ries no modernization connotation 
by itself. It is, of course, all right if 


backed up by plentiful advertising 


and promotion over a period ol 
time, establishing it as a moderni- 
zation headquarters Jones Mad- 
ernization Specialist mav get the 
connection across even taste! 

a (2) Pay for advertising, but not 
if it doesn’t pay. A modernization 
contractor in't go by ar y Set ile 


on what mediun to Uusé or how 
much to use it. In some areas, daily 
newspapers are extremely effective 
while in other areas especially 
metropolitan ones contractors 
have more success with ads in 
neighborhood weekly papers. Radio 
spots can be effective if used con- 
sistently Direct mail can work if 
it has proper follow-up. No matte: 
what tvpe ol advertising is used 
however, it will cost money, and the 
contractor must be prepared to pay 


this price of getting business 


e (3) Learn the business yourself 


then. build up an organization. Do 


hey speakers 
at the 
plumbing profits 


conference 


John Turkstra 
Chicago contractor 
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GENIUS AT WORK soys the distinctive job-site sign ‘background 
used by the Henry Ford Co. The sign was part of Ford’s entry in 
DE’s Big Push Remodeling Sales Contest and was displayed, along 
with several other contest entries, at the Chicago seminar Here, 
Walter Ford, vice president of the firm (left), is welcomed to the 
clinic by George Connelly, president of the Chicago association 


not depend on someone else to run 
any one phase of the business en- 
tirely, without having another em- 
ployee who can substitute for him 
if need be. Naturally you'll want 
operational managers of various 
phases of the business, but always 


keep control of all phases 


# (4) Make up your mind what you 
want to accomplish in the way ol 
setting up a remodeling business, 
then stick with it. Anyone who 
sticks to it long enough and works 
hard enough can make it work 

Beyond these four elements, basic 
to most changeovers, there are two 
additional keys to success in re- 
modeling, Ford said 

(1) Quality control—through su- 


John Calnan 
Chicago contractor 


Leslie Peterson 
Chicago wholesaler 


pervision of all business phases 

(2) Cost control—which requires 
learning the essentials of all phases 
of remodeling work, then figuring 
the best price breakdown. Cost is 
controlled through estimating, su- 
pervision and coordination 

“Subcontracting of various re- 
lated jobs is important to a suc- 
cessful remodeling business,” the 
speaker told his audience. “A sub- 
contractor can work more cheaply 
for the plumbing and heating con- 
tractor than he can for the consum- 
er, and his price for the work should 
reflect this lower cost.” 


s Ford advises telling the subcon- 
tractor exactly what he'll get to do 


(Please turn to page 158) 
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Director, PHCIB 
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DE's 3rd special report on water systems... 


(Continued from page 113) 
a lot to the customer, too,” Brown 
says. “When a home is without 
water, the customer wants to be 
sure of speedy, dependable serv- 
ice, and that’s what the contrac- 
tor must provide 


“The 


such service isn’t much, because 


immediate return from 
most of the bill is in labor and 


there’s just not much profit there. 


in the contractor’s sincere in 
terest in the customer's well-be 
ing. This leads to later sales, in- 
cluding bigger jobs in water sys- 
tems, plumbing and heating 
“Anyone who’s actively pro- 
moting his water systems busi- 
ness must be prepared to offer 
fast, dependable service.” 
Beach's 


average two days a week on serv- 


In Valparaiso, 


men 


The real benefit comes from cus- ice 
tomer satisfaction 
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calls. In La 


confidence service department 


(Continued from page 109) 
Rural non-farm homes.................. 33.8; 
Resorts and commercial, industrial, insti- 
tutional buildings 


Do you have your own well drilling or driving 
equipment? 


What percentage of your gross comes from each 
of the following? (Asked only of p-h contractors; 
answers are an average of all replies.) 


Plumbing ...... 41.0% Heating..... 
Water Systems. .13.4% Cooling ........ 3.1% 


What are your most productive ‘add-on’ items? 


Water heaters . .18.0°% 
Hot water heat.. 9.2‘: 


Water softeners . 19.4% 
All heating..... 15.0°% 


Bathroom remodeling .................. 9.2% 

8.31% 

Food waste disposers ..... 

How many trucks do you own? 

6 to 10....5 Over 10....4 
Do you have a showroom? 


*Indicatively, the 11 dealers (about half the total) who 
answered ‘yes’ to this question do 85 percent of the 
water systems business in La Porte County. 


Porte. 


Dye's 


empl vs. 


full-time electrician who can 


handle the more complicated 


problems of motor repair. In 
Michigan City, Brown’s men will 
drop almost any job, if neces 
sary, to provide speedy service to 
a water systems customer 

“The important thing is to see 
that the customer has water—at 


all times,” Brown says. 


aService is also the biggest fac- 
tor in the fight 


competition 


contractor's 
against mail-order 


While 


are able to out-advertise the local 


mail-order houses often 
dealer, they can’t beat his argu- 
ment that, “You can buy a pump 
by mail, but you can’t install it 
or service it that way.” 

Many La Porte 


stand opposed to 


contractors 
installing or 
servicing a 


pump purchased 


from a mail-order house 


#®As Beach points out, “Work of 


that sort is nothing but labor, 
ind we don’t make any money off 
labor anyway 

“We can't 


product, because we didn’t sell it. 


stand behind the 
We don’t stock the parts to serv- 
ice it. We have nothing but trou- 
ble if we bother with it. 

“We leave ‘em alone!” 

3y word of mouth, this news 
makes the rounds of the dealer's 
area—to his business advantage 
# Typical of the merchandising 
competition offered by some firms 
in La Porte County: One mail- 
order house circulates an elabo- 
rately illustrated, 32-page book- 
let on water systems that “shows 
how easy it is to ‘do-it-yourself.’ ” 
Another sends out a bi-monthly 
flyer that illustrates pumps and 
related products and which offers 
free consultation service by mail 

This direct 
bound to pay off. And it does 


mail campaign is 


Mail-order houses still get a 
sizeable percentage of the coun- 
But that 


centage is decreasing yearly, ac- 


ty’s pump sales. per- 


cording to the p-h contractors re- 
porting in DE’s survey. END 
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COPPER TUBE mace light, fast work of an otherwise tough. slow job of roughing-in for two me , 
on the econd floor of old single family house which w iS Teno, ited to make several rtmernt 


Go after profits in remodeling with time-saving, 


space-saving, money-saving 


“Tve seen lots of copper tube installed and know how 
easily it handles but in this re modeling job, coppel 
really proved its worth,” says a plumbing contractor's 


superiite ndent 


With copper tube and solder-joint fittings, the over- 
head work necessary was no problem. But think what 
a back-breaking, time-consuming operation this would 
have been using heavier materials requiring threaded 


or caulked connections. And note all the space we 


ROUGHING-IN for a bathroom on the third floor. Note small area 
it flooring removed—also that only small holes were needed in 


the old floor joists to install the coppe! tube waste line. 
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saved—thanks to trim copper tube and « ompact fittings 


“TL wish every architect, builder, and plumbing con- 
tractor who is skeptical about the value of all copper 
plumbing could have seen this job go in. And copper 


has the same advantages in new construction, too 


Whether you are adding a single bathroom or reno- 
vating the plumbing in an entire house copper tube 
and fittings can make vour work easier and more profit 
able. Contractors report their installation time with 
copper is reduced one third to one half 


Anaconda Copper Tubes are available in all standard 
wall thicknesses Types K, L, M, and DWV Copper 
Drainage Tube )—through your plumbing wholesaler 
See him also for Anaconda wrought copper and cast 
brass solder-joint fittings. 


For more information on ALL-COPPER plumbing 
write: The American Brass Company, Waterbury 20 
Conn. In Canada: Anaconda American Brass Ltd... New 
Toronto, Ont 


COPPER TUBES 
AND FITTINGS " 


Available Through Plumbing Wholesalers 


‘ 
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New Products 


(Continued from page 8s0) 


Heavy-Duty Chain Vise 
A chain vise designed for rapid 

and simple tightening has been an- 

nounced by Erie. The heavy-duty 


vise features a side handle for im- 
the 


ber ( h, 


and, because 
hit the 
One model has a 


proved leverage 

operator cannot 
safer adjustment 
and a second 


le to capacity, 


model has a !'s to 4-in. capacity 
Each has reversible front and back 
jaws with a 

principle. A fifth jaw in the middle 


to avoid 


special interlocking 


offers more support de- 


forming small pipe. Reversing or 


replacing the jaws is accomplished 


by loosening a single bolt that holds 
Th 

is secured by a set screw 
Erie Tool Works 
Erie Pa 


them to the base chain mecha- 
nism unit 
Manufacture) 


735 W. 12th St 


Tank-Mounted Water Systems 
A line of 
systems has been announced by F 


E. Myers. Three shallow 


tank-mounted water 


and two 


deep-well models are available in 
Ca- 
pacities range to 800 gph. The units 


the line, designated Topper 


are supplied complete with pump, 


tank, air control, pressure gauge, 
pressure switch and regulator and 


Neces- 


pipe In- 


proper ejector assemblies 


sary fittings for plastic 


All 


models can be installed in less than 


included 


| 
also are 


stallation 


1 sq ft. The pressure tank has an 
oversized, 26-gal. capacity and is 
epoxy-coated inside and out 

Manufacturer: The F. E. Myer 
& Bro. Co., 301 S. Orange St., Ash- 
land, O 


Gas Furnace Line 
A line of 10 hi-boy gas-fired fur- 


neces has been announced by 
Cleveland Steel Products. The fur- 
naces are available in 90,000 to 
150,000 Btu input capacities They 


are shipped prewired, with burne: 
installed. Matching 
return air cabinets are optional to. 
that built-in 


s and 


and controls 
all sizes incorporate 
filter 


these 


} 


filter rack 


access doors 


By utilizing optional cabin- 


Cabinet-Styled Water Conditioner with Automatic 
Regeneration Valve Introduced by Elgin Softener 


has 


al\ 
HOW 
ediment 


ven 


by 
The 


Manulacturet Klein 
p., Elgin, 


A 
tioner with an automatic valve that 
maintains 
tion 


cabinet-styled water condi- 


the downflow regenera- 


method of salting and rinsing 
been introduced by Elgin. The 
also features a separate up- 
backwash to remove filtered 
and iron particles. Re 
ration pe riods are determined 


time clock control 
conditiones 500,000 


between salt re 


etting the 
removes 
cin 


lt Operates 


ot ha 
automatically 
Soltene! 


ets, the units may be converted to 


conventional basement model in 
which the return air duct is con- ’ , 
nected to the top of the unit 


Manufacturer: Cleveland Steel 
Products Corp., Toridheet Division 
16025 Brookpark Rd., Cleveland 11 


Sink Strainer 

A new sink strainer has been an- 
nounced by Bridgeport Brass. The 
strainer, a lamination of stainless 
steel and brass, is tarnish, chip and 
corrosion Standard 
threads the 
can be installed in the conventional 
lock Two 


models are available. One is a de 


resistant 


can be cut, and unit 


manner with a washet 


luxe unit with a heavy metal plug 


SEC ond 


the 
priced model with a synthetic rub- 


and competitively 


ber 


plug 

Manufacturer: Bridgeport B 
Co., 30 Grand St 
Conn 


Bridgeport 


Cil-Fired Water Heater 
Petro has developed an oil-fired 
packaged water heater for residen- 


tial applications 


commercial 


and 


Three sizes, all with 30-gal. reserve 
tanks, are available to heat 135 
200 or 270 gph to 160 deg. The bot 
tom of the heat exchanger is 
exposed to direct radiant heat 
from the burner, and the entire 
outer surface of the gla lined 
Please turn to page 120) 
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If you sell only 
people who want 
the cheapest, you 

may sacrifice 
your profits 


SELL 


The Wighty Widdle 
The Mighty Middle — the vast majority who want 


the best balance between dollars spent and value re- 
ceived — is the market in which PROFITS are made. 


In the Mighty Middle, you will not be competing 
with “off brand” fixtures or costly “show pieces.” 
You will be specializing in the high quality, fast turn- 
over, most popular type of plumbing fixtures. 


Gerber brass fixtures represent this kind of special- 
ization. They have the new styling and high quality 
features of the most expensive brass fixtures made. 
Yet they are produced for the largest part of the 
market and priced just above the lowest. 


Gerber manufactures a complete line of vitreous 
china, steel enamelware and brass plumbing fixtures. 
Write for bulletin M4 and see how you can make 
more money selling the Mighty Middle. 


SELL 


GERBER Plumbing Fixtures 


Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, Ill. 


“* Dependable service from leading jobbers, or 


> Guaranteed by 
Good Housekeeping 
* 


delivery direct to your job from 5 modern plants: 


Kokomo, Ind.; Woodbridge, N. J.; Delphi, Ind.; Gadsden, Ala.; West Delphi, Ind 
Export Division: Gerber International Corp., 500 Green St., Woodbridge, N. J. 
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If you sell only 
people who want 
the fanciest, you 
may sacrifice 
your volume 
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New Products 


Cont ed fre aque TIS) 
tank absorb vdditional heat from 
rising combustion gases. The com 
bustion chamber lined with 


lightweight insulating refractory 


that eliminates long warm-up peri 
ods of incomplete combustion 
Standard equipment includes oil 


burner, wiring harness, stack safety 


Cast Iron Boiler Line 

A line -of 
hot water heating systems has been 
Hydrotherm 


cast iron boilers for 


The 


introduced by 


gas-fired units offer input ratings 
from 180,000 to 300,000 Btu hi 
feature 


and 
iron heat exchangers 
with water legs to permit maximum 
heat space, 
with minimum water content. The 
boilers are shipped completely as- 


cast 


transfer in minimum 


sembled and wired 
Manufacturer: Hydrotherm, Inc 
Clinton Ave., Northvale, N. J 


Flaring Tool 

A new flaring tool for use in con- 
115-in 
tailpieces has been introduced by 


verting scrap tubing into 


Stuvel. The new tool, invented by 
master plumber Bernard Stuvel, is 
made of case-hardened alloy steel 
Stuvel says that, with the use of 
this tool, you can flare 40 to 50 tail- 
pieces an hour. Other products in 
the line include a new closet flange 
spacer, a flush valve reseater and a 
siphon: pump for removing liquid 


120 


Wwiteh dratt) rewulater 
combination hot water 
control anode rod and 
safety relief valve The tank i 


unconditionally warranted for five 
vears and warranted on a pro-rata 
basis for five additional vear 


Manufacture: Petro, 3179 W 
106th St., Cleveland 11 


from “hard-to-get-at” places 

Manufacturer: Stuvel Manufac- 
turing Co., 776 N. Bancroft St., 
Indianapolis 1 


Marble-Design Toilet Seat: 
A marble-design toilet 
Century 


seat has 
Prod- 


finishes of 


been introduced by 
ucts. It is 
white 


avaliabie In 


black, blue, pink and 


green 


gray. The marble design is fused 


into the surface, becoming an in- 


tegral part of it. A special coating 
of clear melamine adds to the life- 
and the 
Century features in- 


time appearance ol seat, 


Other 


Say S 


tit 

( 

thet live 

Cloveland 


\ 
| 


Chathon \ 


Submersible Sump Pump 
bronze ible 


pump has been announced by 
Faucets The 
and exposed surfaces are 
alloy. A sealed 
the float and automatic 
trol 


submet ump 
Mil 
vauker motor cause 
bron 
housing serves a 
switch con 

fabricated 


of aluminum, and all working 


Interior parts are 


part 


and windings are sealed against 
The pump 1s powered by 
a '3-hp Franklin motor with a ca- 
pacity of 2650 gal. against a 12-ft 
head. Other features include a syn- 


thetic rubber-jacketed three-wire 


moisture 


cord and plug, nylon impeller, and 
an adapter for a two-wire outlet 

Manufacturer: Milwaukee Fau- 
cets, Inc., 301 E. Reservoir Ave., 
Milwaukee 2 


Water and Air-Cooled Models Are Included in New 
Line of Air Conditioners Offered by Westinghouse 


A line of packaged air condition- 
heat 
announced by 


ers, including remote 


pump, been 


Westinghouse 


Two models in the 


line are water-cooled and are de- 
small 
commercial applications These 
rated at 43,000 and 60,500 
Condensers on these units car 
the building 
Another unit, this one air-cooled, is 


signed for residential and 
units are 
Btu 
be installed outside 


designed for attic or basement 
through-the-wall installations. It 
34,000 Btu 
signed for smaller homes. It 


heating 


is rated at and is de- 
can 
be connected to existing 


systems. 


a The heat pump (illustrated) is a 
3-ton air-to-air unit rated at 36,000 
Btu for cooling and 72,000 Btu for 
heating. Because of its split-system 
design, with one coil located in an 
outdoor position, the indoor unit 
126) 


(Please turn to page 
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QW / The Boiler they said 
couldn't be built is 
available for every size home. 
Yes, because sales of the new Hydrolo 29 have been so 
encouraging, Mt. Hawley is pleased to 
announce the expansion of this 
great line of residential 
boilers. 
| 


a 
THESE % 
OUTPUTS 
HYDROLO 29: 
MODEL 92,500 BTUH NET ~~ 
HYDROLO 33: HYDROLO 36: 
33 138,750 BTUH Net 189,000 BTUH Net MODEL 
Asme. constructed with full 36 
wet base. Completely water 
jacketed. 


MT. HAWLEY MFG. 1209 WEST ALTA ROAD, 


Gentlemen: 


Let's have more information on the Hydrolo series. LoGkg 
good to us. 


Mi flawleg nec. co. 


1209 W. ALTA ROAD © PEORIA, ILLINOIS oe 


CITY ZONE STATE 
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Automatic 
Relief Valve 


Automatic 
Filling Valve 


Built-in Check 


THRUSH 


& COMPANY i | 
PERUINDIANAT 


Bronze and Cast Iron—'2” and 34” Sizes g reater ca pacity 


Strainer 
Removable 
For Cleaning 


does FOUR jobs for 


LOW COST... EASY TO INSTALL 


THRUSH PRESSURE 
4 TANK 


Now THE time-tested Thrush Dual Control Unit has been i ON Thrush Dual 


improved four ways! 1. Increased differential and larger water- * Control Unit 2 


ways give it greater capacity, more dependable operation. 2. New 


operation and protects the system four ways. 


diaphragms of special composition with greater flexibility assure ¥ 
faster filling of the system and greater resistance to excessive heat oa _ oN oy 
or pressure. 3. The Automatic Filling Valve seat is easily removy- ers adh al 
able without taking the valve out of the line. 4. Built-in Check 
prevents loss of water from system if supply pressure fails. 5) © aaa 

For the simplest low cost foreed circulating Hot Water Heat- . ahi 
ing System... use a Thrush Dual Control Unit. It improves 


See your wholesaler for more information 
or write Department 4-7 today! 


THRUSH DUAL CONTROL SYSTEM 


When used with the Thrush Water 
Circulator and Thrush Pressure Tank 
as shown in the diagram above, the 
Dual Control Unit provides a simple, 
low cost, vet highly efficient forced 
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Do you have your copy? 


It’s Bethlehem’s new Handbook, completely revised to 
include specification data on both electric resistance- 
weld steel pipe and continuous butt-weld pipe. Line 
Pipe, Standard Weight Pipe, Drive Pipe, Water Well 
Casing—it’s all here and more. plus abstracts from 
Specifications ASTM A 120-54 and ASTM A 53-55 T. 
For usable data on steel pipe manufactured on the 
finest equipment and with the utmost skill and proc- 
essing know-how, send for your copy of Bethlehem’s 
up-to-the-minute Handbook. Just clip the coupon. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


gETHEEHEN 
EL 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Stee! irae 
Export Distributor: Bethlehem Steel Export Corporation 
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DoMEsTK 


Publications Department, Room 1031 

sethlehem Steel Company 

sethlehem, Pa. 

Please send me your newly revised Handbook of Tubular 


Products (No. 393-B) which contains specification data on 


electric resistance-weld and continuous butt-weld steel 


pipe. 

| 
Name 
Title Company 
Address | 
City Zon State 
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BRAS 


AMERICA ALWAYS OUTPERFORMS ITS PROMISES 


We grow so fast our goals are exceeded soon after they are set! 


7 BIG REASONS FOR CONFIDENCE IN AMERICA’S FUTURE 


1. More People — Four million babies vearly. U.S. popula- 
tion has doubled in last 50 vears! And our prosperity curve 
has always followed our population curve. 

2. More Jobs— | hough employ ment in some areas has fallen 
off. there are 15 million more jobs than in 1939—and there 


will be 22 mi/lion more in 1975 than today. 


3. More Income—F amily income after taxes is at an all-time 


high of S5300— is expected to pass STO00 by 1975. 

4. More Production —l..S. production doubles every 20 
vears. We will require millions more people to make. sell and 
distrilaite our produc ts 

5. More Savings. Individual savings are at highest level 


ever $310 billion —a record amount available for spending, 


6. More Research Lillion spent each vear w ill pay olf 


in more jobs. better living. whole new industries, 


7. More Needs — In the next few vears we will need more 
than S500 billion worth of s« hools, highways homes. dura- 
ble equipment. Meeting these needs will create new oppor: 


tunities for evervone, 


Add them up and you have the makings of an- 
M other big upswing. Wise planners, builders and 
buyers will act now to get ready for it. 


FREE! Send for this new 24-page illustrated fru 
booklet. “Your Great Future in a Growing 
America.” Every Ameriean should know these 

facts. Drop a post eard today to: THE ADVER 

MISING COUNCIL. Box LO. Midtown Station 

New York 18 


Your 


( 
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You Need Both to 


THE JOB RIGHT 


Model 1A-25A 


General 
ONE SELLS THE OTHER! Fuel Oil 
Millions of homeowners rely on a General Fuel Oil Filter Filter 


for economy and protection against burner failure. Their 

satisfaction and freedom from worry has attached to the ae , 
lifetime construction 

name GENERAL a mark of quality, synonymous with 

trouble-free.’ These same owners are your best pros- 

pects for a trouble-free, low-cost General Humidifier. 

When you sell or service a General Filter “‘do the job 


right’ — recommend a General Humidifier — service both > 

with a single call! 

FAST, PROFITABLE INSTALLATIONS! 

No complicated assembling or fitting — both General 

Humidifiers and General Filters install with minimum time 

and labor. Template for cutting humidifier opening in 

plenum simplifies your job . . . makes every installation 

profitable! 

NO SERVICE CALL-BACKS! 

Here again, you protect your profit. The ‘800’ Humidifier 

is trouble-free (no float, no tricky pan leveling). Special 

‘Porous Weave” plates resist clogging. General Filters 

have proved their dependability —on over 3 million 

installations! 

SURE, YEARLY REPLACEMENTS! 

Once each heating season install a set of ‘Porous Weave” THIS 

Evaporating Plates (tray holds up to 15) in every humidi- CHART 

fier you service, and a genuine General Filter Replace- CAN 

ment Cartridge in every filter. You make a handsome OPEN 

extra profit—and your customers are fully protected! YOUR 


EYES 


2A-700A 2A-300 2A-17A Model 90 Clean Right 
Filter for Filter for Filter for Water Trap for Soot Remover 
Large Homes Depth Filtration Heavy Fuel Oils side or bottom removes up ' 
outlet tank layer in 2-5 
: minutes! 


Contact Your Jobber for Full G E | E we A L F I LT 


Dealer Information — or Write 
Direct to Factory. 43800 GRAND RIVER AVENUE 


die 


t Gene 
L Oi Fit 


TANDaRD 


Hi-density Wool Felt Cartridge; 


Model ‘‘800"’ 
GENERAL 
/ Moisture - Matic 


featuring float- 
less Auto-Valve and 
“Porous Weave” 


Evaporating Plates. 


HERE ARE THE FACTS 
ABOUT FUEL OIL FILTERS! 


Comparison of GEWERAL FUEL OF FULTERS 
with other Leadong Manes 


Compares Generals with other leading 
makes of filters. Only General Filters 
have all 10 features which influence 
sales. Write for handy pocket-size 
reproduction 


ERS, INC 


e NOVI, MICHIGAN 


Canadian General Filters Ltd., 39 Crockford Blvd., Scarborough, Ontario | 


SEE OUR DEALER INCENTIVE PLAN 
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New Products 


(Continued from 


page 120) 


can be installed in basements, at- 
tics, etc. A companion remote heat 
pump, rated at 73,000 Btu cooling 
and 112,000 Btu heating, 


introduced 


is being 


for commercial and 
large residential applications. Also 


included in 


the line is a series of 


commercial air conditioners in ca- 
pacities from 33,500 Btu to 40 tons. 

Manufacturer: Westinghouse 
Electric Corp., Air Conditioning 
Division, Staunton, Va 


Plastic Tank Float 
A plastic tank float has been 
added to its line by Reichert. Made 


of high-impact polystyrene, the 


units measure 4 by 5 in. and are 
packed 12 to a carton. They carry 
the unconditional 
guarantee against leaks 
Manufacturer: Reichert 
and Manufacturing Co., 
Smead Ave., Toledo 6, O. 


manufacturer's 


Float 


2230 


Booster Heaters 
Cleveland Heate: 


its line to include booster-type un- 


has expanded 


derfired automatic gas 
Thre: 
tiple-flue 


water heat- 
ers 


mul- 
available 


dual-burner, 
heaters 


new 


are 


. 

Their capacities are 100,000, 140,000 
and 180,000 Btu’ hr. All models fea- 
ture a special device that indicates 


the 


corrosion-protection rod 


condition of the magnesiun 


Pre 1 
I ney 


steam heating systems 


nectors 


commercial 


feature a self-generating electrical 
system that eliminates the need for 
an outside Othe: 
features include a galvanized, cop- 


current source, 


per-bearing steel tank approved at 


300 psi hydrostatic pressure 


Manufacturer: The Cleveland 
Heater Co., 2308 Superior Ave 
Cleveland 14 
Electric Motor Line 

A line of electric motors that 


incorporate reservoirs and feed de- 


vices to prevent over ot under- 


lubrication has been developed by 


Franklin. The reservoirs 


} { 
ana teed 


aevices admit oil to sleeve bea 


in controlled quantities after the 


original bearing lubricant is ex- 
pended. Oil is retained in each 
reservoir by means of a mechanical 
stopper, permitting normal han- 


dling prior to installation without 


A line of flexible metal wet heat 
connectors has been introduced by 
Cobra Metal Hose. There are 14 
models in the line, providing 30 
combinations for hot water or 


Both In and 
offered The con- 


used for residential 


‘y-in. id sizes are 


can be 
1 and industrial applica- 


Flexible Metal Hose Connections for Hot Water and 
Steam Heating Systems Are Introduced by Cobra... 


loss of lubricant from-the reservoir, 
and eliminating lubricant loss due 
to prolonged shelf life. The motors 
can be used in air conditioners, at- 
washers, fur- 
1ace blowers, clothes dryers. ete 
They 
; to 


tic fans, automatic 
are available as standard in 
Additicnal 


ratings to mect the specific require- 


ratings 


ments of original equipment man- 

ufacturers also are available 
Manufacturer: Franklin Electric 

Co., 400 E. Spring St., Bluffton, Ind 


Water Softener Time Switch 


A two-circuit time switch for 


use on water softeners has been 


developed by Tork. The switch 
designed to incorporate a fast rinse 
in the automatic regeneration of 
“On-off” trippers 
turn on a circuit at a selected time 


After the 


water softeners 


required period, a S¢ cond 


circuit for a fast 


goes on rinse 
Both circuits are off 15 min. later 
Cycle times for regeneration can 


(Please turn to page 130) 


with 


Ree ommended 


tions 


350F 


pressure 


temperatures t 


working 
for J2-in. id sizes is 55 psi and for 


34-in. id, 40 The 


were developed, the manufacture: 


psi connectors 


says, to reduce the time and cost of 
making installations 

Manufacturer: Cobra Metal Hose 
5059 S. Kedzie Ave., Chicago 32 
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Mr. Ammons, Manager of the luxurious Ambassador Motel, states, “We specified SPANG Galvanized Steel Pipe for 
plumbing, underground sprinklers, and swimming pool, because we knew from experience it is reliable, long-lasting.” 


Our choice for economy and long service: 


SPANG GALVANIZED STEEL PIPE 


says Mr. Gene Ammons, Manager, Ambassador Motel, 


**Because the motel business is operated on a narrow 
margin of profit, we have to keep extra overhead 
Mr. Ammons. 
“We knew that SPANG Galvanized Steel Pipe was 
our best guarantee against future breaks, leaking 


at an absolute minimum,” states 


joints, corrosion.” 


Mr. E. L. Plummer, job contractor, also reports, 
“In view of this need for practical economy, SPANG 
Galvanized Pipe was a natural choice; it should 
Ambassador” at least 25 years of efficient, 
reliable, trouble-free service.” 


give 


General Contractor: Thompson Construction Co., Fayetteville, N.C. 
Plumbing & Heating Contractor: Lennox H. Bramble Co., Fayetteville, N.C. 
SPANG Distributor: Smith-Dozier Supply Co., Fayetteville, N.C. 


Fayetteville, North Carolina 


GET QUALITY EVERY TIME WITH SPANG! 


You can depend on SpanG Galvanized Steel Pipe 
for ease of handling, service, and quality. It is man- 
ufactured under strict quality-controlled methods, 
and your shipment is rigidly inspected to insure you 
top performance. For your next pipe installation 
make it steel pipe . . . make it SpANG. Call your 
SPANG Distributor; he'll be glad to help you. 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPANY 
General Sales Offices 
Two Gateway Center, Pittsburgh, Pa. 


CW STEEL PIPE 


BUILD BUSINESS 


for You! 


2 LINES TO MEET ALL YOUR 
DOMESTIC AND COMMERCIAL HOT 
WATER HEATING REQUIREMENTS 


LECTRO - SPEED 
Booster Electric 
Water Heaters for 
Restaurants, Hotels, 
Churches, Schools 
Motels, Hospitals 
Dial Control 
54 KW 

220 - 440 

3 


Complete with all 
controls 


The ABCO commer- 


cial Electric Water 
Heater. 5 to 1000 
gallon capacities = 
1 K.W.-150 K.W 
If you are a typical plumbing heating contractor, Every product in the ABCO & LECTRO-SPEED 
you recognize the importance of meeting the hot Lines is designed to build business for you! Each 
water heating requirements of all your domestic one carries the Underwriters’ Laboratories and 
and commercial customers from one complete and ASME-NB label. Each is covered by the manufac- 
dependable source. When you concentrate on the _ turer's warranty. 
ABCO & LECTRO-SPEED Lines you have at your 
disposal a full range of water heaters, boilers For further details on the complete ABCO & LEC- 
and accessories that are engineered and sturdily TRO-SPEED Lines write direct today or consult your 
built for greatest efficiency and satisfactory per- nearest wholesaler. 
formance. 
ELECTRIC BASEBOARD 
= 
\ / ~ = 
—~ THE ECONOMY 
LEADER LINE 


APPLIANCE BUILDING CO., INC. 


SEATTLE 7, WASHINGTON 


6505 SEAVIEW. AVENUE 
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Patent Nos. 
2,440,741 
2,704,370 
Send for 


“Proof-of-Profit” 
Portfolio 


Prove to yourself what 
PRE-SOLD means to you. 
The HUDEE ‘'Proof-of- 
Profit'’ Portfolio shows how 
HUDEE establishes and 
pre-sells the market for you. 
Mail coupon today—no obli- 
gation! 


225 West 


Chicago 10, City Zone 


Puts the frame in the plan 


HUDEE has been the frame in the plan 
of more architects, builders and counter-top 
manufacturers year after year after year. 


HUDEE literally puts the frame in the plan 
for contemporary kitchen counter tops and 
modern lavatory installations. 


Only HUDEE is universally accepted as the 
method for installing such bowls because 
HUDEE is PRE-SOLD, resulting in more 
sales, easier sales and faster turnover. 


“Only the genuine HUDEE LINE is pre-sold 
... it’s the line of least resistance.” 


WALTER Walter E. Selick and Co. 


225 West Hubbard Street - Chicago 10, Illinois 


LCK Please send me the Hudee Portfolio 
‘AND COMPANY 


Company 


State 


\ FA 
| = 


New Products 


(Continued Jrom page 126) 


be once a day, every other day, 


once a week o1 every 12 days as 
required, A manual on-off switch 
permits operation at other times 


The switch has a heavy-duty tim- 


ing motor that operates at tem- 
peratures from minus 60F to plus 
160F. The switch measures 5 by 
by in. A _ second, one- 


circuit model also is available in 

the new time switch line. 
Manufacturer: Tork Time Con- 

trols, Inc., Mount Vernon, N. Y 


Jet Water Systems 

A series of competitively-priced 
shallow well and 
water systems has been added to 
Tait. All 
Jetstar, 


design to 


convertible jet 
its Rapidayton line by 


models, to be called lea- 


ture a special insure 
positive self-priming, a nylon im- 
peller and a quick-connect flange. 
Basic parts have 


interchangeability” 


“a high degree of 


with the firm's 


Champion pumps. They are avail- 


able in pump-only and packaged 


styles, in and '2-hp motor sizes 


Tanks include the following sizes 
1-gal. stainless steel with 
warranty, 13 and 30-gal 
galvanized, 


10-year 
horizontal 
and 42-gal. vertical 
Capacities of the shal- 
low well model (illustrated) range 
to 1000 gph The convertible model 
goes down to 80 [t and delivers up 


galvanized 


to 720 gph 

Manufacturer: The Tait 
facturing Co., 500 Webster St 
ton 1, O 


Manu- 
D 


W ant to Save Time Getting to the Job? New Backhoe 
ls Designed for Quick-Mounting on Chevrolet Trucks 


A backhoe designed for mounting 
on Chevrolet trucks has been de- 
veloped by Ottawa. The backhoe 
travels at regular truck speeds. It 
digs 1242 ft deep in any position 


of 190-deg. Two levers 


arc. con- 
trol bucket and boom actions. 
Automatic injectors force sticky 
130 


from the bucket without 
An on-off feature of 
backhoe truck 
quickly for other work 
Manufacturer: Ottawa Steel Di- 


material 
loss of 


time 


the new frees the 


Young Spring and 
Corp., 435 S. Main St., 
Kans 


Vision, 


Wire 
Ottawa, 


De Luxe Toilet Seat 
A de luxe toilet seat with a white 
baked 


been 


cabinet finish ha 
iced by Alon Manu- 
Called Alonwhite, the 
seat has many quality features, yet 


ename! 
annoy 


facturing 


is available at 
Among 


manulacture! are 


a competitive price 
the features listed by the 
pol ished 
chrome-on-brass hinges; seamless. 


one-piece construction; impervious 


to climatic changes; oversized plas- 


tic bumpers; and_ porcelain-like ‘ 
finish for sanitation. The seat 
molded under tons of pressure, Is 


guaranteed by the manufacture 
against defects 
Manufacture) 
turing Co., 1125 
Philadelphia 23 


Alon Manufac- 
Hamilton St 


Gas-Fired Furnace Line 


A line of gas-fired furnaces has 
been announced by Kalamazoo 
Furnace. The line, offered as fac- 
tory pac kages includes a lo-boy 


series With four models and hi-boy 


and counterflow series with 


two 
models each. The lo-boy series has 


a range from 64.000 to 120.000 Btu 


at the bonnet Sonnet capacities 
of hi-boy units range from 80,000 
to 100,000 Btu, and capacities of 


models from 80,000 to 
The heat exchange: 


counterflow 
125,000 Btu. 
(Please turn to page 134) 
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RE PIPE 


MEETS ALL REQUIREMENTS 
OF THE NATIONAL BUREAU 
OF STANDARDS OF THE U. S. 
DEPARTMENT OF COMMERCE 


Commercial Standard 


Bituminized-Fibre Drain and Sewer Pipe 


A COMPLETE SYSTEM OF ROOT PROTECTION! 


Massillon Bituminous Fibre Pipe 
gives the kind of dependable 
service your customers want. 

It installs quickly and easily . . 
its light weight makes it easy to 
handle . . . it’s root-proof and 


COUPLING 


—* 


OUS FIBRE PIPE 


Stock both Massillon Sewer Pipe 
and Massillon Perforated Pipe 
Both are made to a strict standard 
of quality that will please your 
customers and bring ‘em 


back for more! 
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BITUMINOUS 
THE PIPE TO PUSH FOR PROFIT! eS ” 
A 
The Hess-Snyder Company i é 


STEAM UNIT HEATER VENTS FLOAT & THERMOSTATIC TRAPS "Y" STRAINERS SUPPLY VALVES 


O 


MAIN VENTS TEMPERATURE REGULATORS 


A COMPLETE QUALITY LINE... 


- +» + A SINGLE SOURCE OF SUPPLY 


For either one-pipe or two-pipe residential 


or industrial systems there’s a Hoffman 
Trap, Valve, Pump or other specialty 
designed to give you better control of 


every requirement. 


Each Hoffman product is distinguished 
by exclusive features that assure customer 
satisfaction and long, trouble-free service. 


This complete, tested, quality line is backed 
by a dependable, single source of supply 
and responsibility. 


Write for complete catalog. 


VACUUM PUMPS PRESSURE REDUCING VALVES 


INVERTED BUCKET TRAPS CONDENSATION PUMPS VACUUM BREAKER THERMOSTATIC TRAPS 


HOFFMAN SPECIALTY MFG. CORP. 1700 West 10th Street, Indianapolis 7, Indiana 


SOLD ONLY THROUGH LEADING WHOLESALERS OF PLUMBING AND HEATING EQUIPMENT 
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for greater strength . . . easier assembly 


The new Grinnell Wedge Type Concrete Insert 


N FW design features give Grinnell’s 
Wedge Type Concrete Insert 
(Fig. 281) greater load carrying capacity 


1200 Ibs. for 58” and 34” sizes, with a safety 
factor of at least 5 to 1. 


Heavy gauge steel is die-formed into a wedge- ce 
shaped box housing. When load is attached to Py ‘. 
the inserted nut and rod assembly, ends of the —— e 
elongated nut press on the wedge-slanted walls. IT 
These walls, acting in compression with the / a 
concrete, provide strength unmatched in steel / aa 


inserts of equal size. 
AT 


Preassembly of 
the elongated nut 
on the rod makes 
quick assembly 
possible. 


| 


Grinnell Company, Inc., Providence, Rhode Island ° 


Fig. 281 


Installations can be made in quick time, too 
Just a few turns of the rod tighten the nut 
rigidly in place. Slightly loosening the nut per- 
mits lateral adjusiment along the full length of 
the slot, without fear of rod and nut falling out 
of the body. 


Single body size accommodates four different 
interchangeable nut and rod sizes, to make 
ordering easier and installation simpler—espe- 
cially where hanger rod sizes cannot be deter- 
mined in advance of ceiling construction 


On your next project, specify Grinnell Concrete 
Inserts — either steel or malleable iron. Quality 
manufactured and priced right! Grinnell 
Company, Inc., Providence 1, R. 


4 


R. 


CB-Universal CB-Junior 
Moalleable Iron Malleable tron Concrete Insert 
Concrete Insert Concrete Insert Fig. 280 

(Fig. 282) Fig. 279 


GRINNELL 


PIPE HANGERS AND SUPPORTS 


Wrought Steel 


Coast-to-Coast Network of Branch Warehouses and Distributors 


industrial supplies 


Grinnell automatic fire protection systems ° 


pipe and tube fittings * welding fittings * engineered pipe hangers ond supports * Thermolier unit heaters * valves 
Grinnell-Sounders diaphragm valves * pipe * prefabricated piping 


plumbing and heating specialties * water works supplies 


Amco air conditioning systems 
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New Products 


washers and dishwashers has beer 


Continued trom page 130 


features a sectional design. The 


motor is rubber-mounted, and the 
blower wheels are dynamically 
balanced 

Manufacture) Kalamazoo Fur- 
nace and Appliance Manufacturing 
Co., 100 Rochester Ave... Kalama- 
oo, Mich 


Laundry Tray Pump 
A laundry tray pump with a 


newly-developed Time-O-Mati« 


switch has been announced by AIll- 


Powe! The switch protects the 
seal from burning out or leaking 
It operates from zero to a 3-min 

le The teatures an 


two-wire cord set with ground and 


plug. The switch. 4 by 4 by 2!2 
vill operate any type of laund: 
tray pump, the company says 
Manufacture} All-Power Ma- 
hine and Manufacturing Co., 1287 


Clinton Ave., Rochester 21, N. Y 


Gas Water Heater 


Ar automatk Pas-hired Wate 
heater designed Limited-space 

stallations has been announced 

Walter Vallett Co. The unit has 
a oU-gal apacitv and teatures a 
@lass-lined tank, snap action ther- 


mostat Satety pilot and bucket- 
high drain faucet. It is insulated 
with glass fiber and measures 36 it 
high, with a 23-in. diamet 
Manufacturer: Walter Vallet Co 

7 


P.O. Box 3986. Detroit 2? 


Lavatory Faucet 

A lavatory faucet with a pop-up 
mechanical drain has been intro- 
duced by Union Brass and Metal 
The faucet is made of a heavy cast 
brass body: the shanks also are cast 
as part of the body The duplex 
nickel and chrome-plated finish is 
resistant. The faucet 1s 


orrosior 


developed by Robertshaw-Fulton 
The switch provides a three-level 
push-button setting for light, me- 
dium and full loads. Variations ot 
the switch can be applied to bev- 


equipped with removable seats and 
valves. An aerator is optional 


[ erage dispensers and vending ma- 

chines for single and multi-level 

BS ; control of liquids. The switch as- 

‘ 4 sembly contains a pressure-sensi- 


tive diaphragm that operates a 
snap-action switch. It is rated at 
20 amps, '3 hp 


Manufacturer: Union Brass and 
Metal Manufacturing Co., 501 W 
Lawson Ave., St. Paul 17, Min: 


Pressure Switch for Clothes- 


Controls Co., Acro Divisior 
vater level in automatic clothe Columbus, O 


A pressure switch that control ton 


Appliance-Styled Gas Furnace Is Offered by GE 
for Closet and Other Small-Space Installations 


A gas-fired furnace for residen- terminal control board for simpl 


tial applications has been devel- fied wiring and a direct drive blow- 


oped by General Electric. The fur- er. For year-round air conditior 


nace is appliance styled. Capacities 
from 75,000 to 150,000 Btu, 
in steps of 25,000. The front flue of 
the unit permits closet installation, 


ing the coil enclosure on top of the 

range furnace lines up directly with the 

heating unit, and the remot» cor 

denser-compressor is located out- 

and close clearances are side the home . 
Manufacturer: General Electri 

floor space saving. Other features Co., Air Conditioning Division, 5 

Lawrence St., Bloomfield, N.J. END 


main- 


tained throughout for maximum 


include a steel heat exchanger, a 
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The Speed-Kleen 
has Kollmann’s new 


WHEELMOBILITY 


FEATURING... 
@ Streamlined main housing of aluminum alloy com- 


pletely encloses mechanism. Saves 30 pounds. Adds 
strength. increases safety. 


Exclusive fingertip control for instant starting, stopping 
or reversing. 


Automatic Cord Reel. Work Light with service outlet. 


Easy-to-handle 15’ sectional cables with patented NEW 
“T-Slot Steel Couplings. 


Exclusive cable counter tells you how many feet of line 
you've cleaned. 


Cables enclosed in guide hose to eliminate whipping 
or backlashing. 


FAST. Handles up to 150’ of sectional cable at 750 r.p.m. 
through all traps and bends. 


*Wheelmobility 


INSTANTLY PORTABLE 
Pick up the “handle- bar” 
legs and wheel it. Put down 
the “legs” and use it. 


Ask your jobber to demonstrate 
the new Speed-Kleen... or 
write for literature. 


hs 


MANUFACTURING COMPANY 


THE MOST MODERN...EFFICIENT 
and PROFITABLE 
DRAIN CLEANING MACHINE EVER/ 


F I NHE new Kollmann Speed-Kleen is as ‘“‘advanced” 
today as its time-proved predecessor, the K-100 


was 15 years ago. Rugged and even more powerful, the 


Speed-Kleen incorporates modern design and aluminum 
alloys in a streamlined unit which is lighter, stronger, 
and easier to use .. . on any line anywhere. 

New, modern features and conveniences such as the 


20’ automatic cord reel, headlight, extra service outlet, 
cable counter, ball-bearing wheels and perfect balance 
for easy wheeling ... plus the ability to get work done 
quickly and thoroughly . . . justify replacing your 
present machine with a new Kollmann Speed-Kleen. 
Remember, it will save you time and physical effort 


on every job. 


NEW “T-SLOT” STEEL COUPLINGS 


Cable sections are coupled 


quickly, positively, with the new, carefully engineered 
Kolimann “‘T-Slot’ steel coupling. It is precision made of 


machine-steel and there's practically no ‘‘wear-out’ to it. 


OLLMAN 


Erie->Pennsyivania 


Specialists in the Design and Manufacture of Drain Cleaning Equipment Since 1936 


Domestic ENGINEERING, JULY 1958 


C 
| KOLLMANN KM-1500 
News 
© | | | 
| | 
| 3 
135 


SOMETHING TO SELL 
BESIDES PRICE! 


Weil-McLain Cast Iron Baseboards cost 
more because they’re worth more...a fact 
which can be easily demonstrated to home 
builders or modernizers. 

The basic heating superiority of all 
types of baseboard panels is recognized 


everywhere. But it isn’t hard to prove 


that all the advantages of baseboard heat 
ing are multiplied when cast tron base- 
boards are u sed! 

Cast iron baseboards offer all these ad 


vantages 


Twice as much radiant heat 


. More sustained heat 


. Warmer, draftless floors 


The story of cast iron 


is baseboards and why 4 . Proof against marring and denting 
they can besoldon 

; : 2 y . No expansion creaks and groans 

: merit rather than price, 


is told in this illustrated 
booklet. Send for your 
copy. 


1 
2 
3 
4. Uniform floor-to-ceiling temperature 
5 
6 
7 


. Cleaner in operation— easier to clean 


644 Best suited for modernizing 


wl So why sell baseboard jobs in which price 


is so dominant a factor that you wind up 


—_ having merely swapped dollars? The ex- 
7} a ge. clusive advantages of cast tron baseboards 
~ 
a ee ..enable you to sell at a profit. 
at 
4 
| 


% 


MAIN) SNUG RADIANT BASEBOARD PANELS 


WEIL-McLAIN COMPANY, Dept. A-78, Michigan City, Indiana 
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HERE’S HOW TO GET THE 


MAXIMUM PAYOFF \ 


FROM SALES TRAINING 


Here is a much-needed and eminently useful book on sales training, 
written by a man who is dedicated to making training 

pay off, to helping salesmen and sales executives operate 

at full capacity. Edward F. Ruder’s success in the training field 
has been measured by one factor: his ability to get results. 


“Total Training” Concept 
For the first time all the elements of training are properly 
integrated ina “total training” concept. The newest 
training techniques and principles are given practical 
application... and the author succeessfully meets 
the challenge of nebulous subjects heretofore given only 
“lip service” such as memory, reading, and speech 
improvement, 


Training Supplements Included © 
Edward F. Ruder also tells how to get the maximum 
sales from sales training supplements — 
sales meetings, sales contests, sales manuals, 
sales organs, and sales statistics. 

New zest is injected into indoctrination and 
refresher training for salesmen, sales 
correspondents, and sales executives. The 
author also shows how training by mail 

can shed its ivory tower look and 

become a dynamic part of the total 

training program. 


Cutting Thru’ Double-Talk 

In the troublesome areas of recruiting 
and hiring, Mr. Ruder cuts through the 
endless maze of psychological 
double-talk and puts each of the five 
major selection tools in proper 
perspective, Result: a completely 


ART 
mor, MER WHEEL eR 


“? Sales trains, sales Srom 
ME. 


GETTING Tee SALES 


FROm 


A 

You 
NM, wie SON 


MANAGEMENT 


“ho 
fo” tdeas 


realistic approach to cutting down 


salesmen turnover, Bound in 


The First Book Of Its Kind! “Executive Leatherette” 


— RICHARD M. BORDEN (Borden and Busse fame) 


— J. A. McILNAY, Vice President, Marketing, Ray-O-Vae Co. 


— ARTHUR H. “RED” MOTLEY, 
President, Parade Publication, Inc. 


—AL. N. SEARES, Vice President, Remington Rand Univue 


— ELMER 
WHEELER, Elmer Wheeler Sales Training Institute 


— JOHN M. WILSON, Retired as Vice President, 
Sales, The National | ‘ash Ba Co. 


r 
' 
' 
' 
' 
' 
' 
' 
' 
' 
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TO: Book Department 
Domestic Engineering 
1801 Prairie Avenue 
Chicago 16, Illinois 


Please send us copies “Getting the Sales from Sales Train 
ing” at $5.95 each. | understand that | may return the book 
within five days, if | am not completely satisfied 


Payment enclosed (postpaid 
Send C.0.D. (plus postage and handling charges 


Name 

Address 

City Zone State 
Company Position 


| 
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NEW CARLRIM SINK 


makes perfect installation so easy! 


JUST DROP IT IN THE CUT-OUT COUNTER TOP, THEN TIGHTEN THE 
ADJUSTABLE LUGS—AND IT’S SEALED IN PLACE FOREVER! 


CONTINUOUS 
BEVELED RIM WELDING DOUBLES RIM STRENGTH 
OF SINK PREVENTS BUCKLING 


PRESSURE FROM 
SCREW SEALS Rim 
—\ 
Counter 
Ter 


ADJUSTABLE LUG 
MAY BE MOVED 


5 | AN EXCLUSIVE 


Patents Pending 


: The ULTIMATE in Stainless Steel Sinks 
4 for Kitchen Beauty and Efficiency 


There’s a dollar or two extra for you in every new Carlrim Sink : 
Special Note to Installers 

you install—a dollar or two that you will save on installation 

: 4 All Caririm sinks fit any standard cut-out 

time. But aside from the extra money you make, you save on 


costly headaches, too! No more frantic phone calls from home stallation instructions. Carlrim is helio-arc 


welded all around (not spot welded) so 

owners complaining about a rusting or loose rim. No chance of a : 
© . there is no possibility of dimples or spots 
Carlrim installation ever gathering rim dirt or smelly waste! 


showing up when the necessary lug pres- 


; sure is applied during installation 
Here’s the most sanitary installation possible when the sink and ee ee ae 


. Ask your wholesaler to show you the new 

counter top are of different materials. And, of course, every 
Mc - Caririm design or else write Dept. 319 for 
Carlrim Sink also has all the exclusive features and engineered the name of the nearest Carlton distributor 
Sink Division, Carrollton Manufacturing 


Company, Carrollton, Ohio 


beauty that have made CARLTON STAINLESS STEEL SINKS the home- 


owner's preference the world over! 
You just 
better-whe | STAINLESS STE Btu 
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SELL WESTINGHOUSE... 


SELLING BRAND 
WATER COOLERS 


You get a complete line of water coolers to sell 21 

models in all, with exactly the right type and size for every 

requirement. You get more “exclusives” to sell—features 

that greatly reduce maintenance costs and assure more 
j years of trouble-free service. You get pre-sold prospects, 
thanks to Westinghouse year-in, year-out local and na- 
tional advertising plus a name that has always stood for 
quality and dependability 


Westinghouse Water Coolers are available through 
AMSTAN, Noland and other leading plumbing whole- 
salers. Also through all branches of Westinghouse Electric 
Supply Co. They are listed in the Yellow Pages 


you CAN BE SURE...1F as Westi nghouse 


Hot and Cold Bottle-Compartment Models 
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WESTINGHOUSE 


CORPORATION 
WATER COOLER DEPT 
SPRINGFIELD 


Water-Cooled fodels Explosion-Proof Models Air-Cooled Models ooleret Bottle Models. 
} 
— 
= 
and Cold Bottle 
ELECTRIC 
MASS. 
Hot and Cold Pressure Cooleret Pressure Models “Bilt-in” Models 
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Plumbing Contractors: Hote 
Portland 


Eastland 


Apr. 9-10 (1959)—Michigan—An- 
ial convention of the Michigan Ass: 
Plumbing Statler 
Hilton Hotel, 


ol 


Contractors; 
Detroit 


Apr. 10-11 (1959)—Virginia—Annua 
vention of the Virginia Associate 
Plumbing and Heating Contractor 
Marshall Hotel, 


Richmond 


Apr. 23-25 (1959)—-lowa—Annua 
ention of the Iowa Assn ot 
P bing Contractors Blackhawk 
Hote Dave nport 
May 5-7 (1959)—California—Annua 
CONTRACTORS WHOLESALERS * MANUFACTURERS 
i of California Stardust 
Hotel, Las Vegas, Nev 
June 18-21) (1959)—New Jersey 
, Annu mvention of the New Jerse 
CONTRACTOR ASSNS. . . . National State League of Master Plumb 
Sept. 20-26--ASSE—Annua meetil f the American 
ing « the American Societ eatir it 
lantic City, N. J int H Att Aug. 6-9 NASWSO, WCRC-A: 
Conditior I ( ‘2 nventior f the National A 
Oct. 12-15—RACCA—An: all, P 
vention of the Refrigeration and Ai: e Water Conditior 
Conditioning Contractors Ass! Apr. 28-May 1 (1959) MCAA—A ( cil: Schroeder H 
Broadmoor, Colorado Sprins & nual convention of the Me 
Contr tor Ame 
Jan. 26-29 (1959) ASHAE—Annu m Hotel, tor » Sept. 16-17-—-PFMA— Meetir 
\ Hot Stat Dalla 
CONTRACTOR ASSNS. . . . State Sept. 22-24 -AMCA—Annual meet 
of the r Mov i i Cor 
Aug. 1-2—Texa Quarts meet Paul H St. |} A I Gree White S 
g the Mechar i Cont to Va 
Assn. of Texas: Hote! Baker, D Mar. 9-10 (1959) Ne r 
nual conventior Ni Sept. 28-30—NIWKC—Fall conver 
Aug. 7-10—South Carolina—Annu Plumbing r H t tion of National Institute of W 
convention of the South Carolina Assr A Hote Pe) rontene Kitehe Ca et Skyt »p Lo ©, SK 
of Plumbing, Heating and Air Cor Omaha top, Pa 
litioning Contractor General Ogle 
thorpe Hote Savanna! Ga Mar. 18-19 (1959) Maine Annu Oct 2-7 NAHB Fall meeting ot 
convention of the Maine State A rf Please turn to page 142) 
Sept. 26-28— Maryland—Annua! con- 
vention of the Associated Plumbing 
Contractors of Maryland: Ft. Cumber- 
land Hotel, Cumberland WHOLESALER ASSNS 
Jan. 26-29 (1959) Illinois Annual Oct. 1-3—CSA—Fall meeting of the Nov. 30-Dec. 3—NHAW—Fall con- 
+ revi - the Illinois Assn. of Central Supply Assn.; Palmer House vention of the National Heating and 
*lumbing Contractors: Faust Hotel Chicago Air Conditioning Wholesalers; Hote 
Rockford Statler, Cleveland 
Oct. 22-24—ACRW—Annual meet- 
Feb. 2-4 (1959)—Wisconsin—An- ing of the Air-Conditioning and Re- 
nual convention of the Wisconsin 
Assn. of Plumbing 


frigeration Wholesalers; Sheraton- 
> ; Contractors Palace Hotel, San Francisco 
Schroeder Hotel, Milwaukee 
Feb. 5-7 (1959) 


Oct. 26-29—AI—Annual convention 
Ohio—Annual con- of the American Institute of Supply 
vention of the Ohio State Assn. of Assns.; Hotels Roosevelt and Jung, 
Plumbing Contractors; Netherland- New Orleans 
Hilton Hotel, Cincinnati 
Nov. 9-12—NCSA—Annual meeting 
Feb. 12-14 (1959)—Minnesota—An- of the Northern California Suppliers 
nual convention of the Minnesota Assn.; Del Monte 
Assn. of Plumbing Contractors: St 


Lodge, Pebble 
Beach, Calif 
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Feb. 15-17 (1959)—WDA—Annua 
convention of the Wholesale Distribu- 
tors Assn.; Shamrock Hilton Hotel 
Houston, Tex 

Apr. 5-7 (1959)—MAWA—Annual 
convention of the Middle Atlantic 
Wholesalers Assn.; Chalfonte-Haddon 
Hall, Atlantic City, N. J 


Apr. 22-24 (1959)—SWA—Annual 
convention of the Southern Whole- 
Assn.; Palm Beach 
Hotel, Palm Beach, Fla 


salers 


Biltmore 
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Hot Water Line Steam Heating Line 


Circulators ¢ Circulator Valves ¢ Balancing Elbows 
and Fittings ¢ Pressure Relief and Pressure Reducing 
Valves ¢ Automatic Air Vents and Float Type 
Flow Divertor Fittings © Flow Control Valves ¢ 
Air Separator ¢ Distributor Heads ¢ Vari-Flow Return Trap 
Controls © plus Convectors and Baseboard 


MOVING INTO AIR CONDITIONING? The nearby Dunham-Bush 
sales engineer can be a big help to you. He's readily available 
to review the complete Dunham-Bush line of air conditioning and 
refrigeration products. Your request will bring him your way 


Dunham-Bush, Inc. 


WEST HARTFORD 10 e CONNECTICUT e JU. S. A, 
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Radiator Valves ¢ Float and Thermostatic Traps ¢ 
Radiator Traps ¢ High Pressure Thermostatic Traps 
e Inverted Bucket Traps ¢ Strainer © Air Line 


Valve « Gauges ¢ Air Eliminator and Air Check ¢ 


AIR CONDITIONING + REFRIGERATION + HEATING 


+ HEAT TRANSFER 
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° OVERLOOKED ‘EM 
ee ‘ 
... DON’T YOU! 


Established 1931 


KIRKWOOD 
PLUMBING & HEATING 


24 HOUR SERVICE the National Assn. of Home Bu 
Hilton Hotel, San Antonio, Tex 
EASY TERMS 


Convention Dates __ 


Tankless Hot Water Systems Oct. 18-15—AGA—Annual! ‘ 
tion of the American Ga As I 
Guster Auditorium, Atlantic City, N. J 

Installations 
Gas Piping Oct. 29-30 NADFPM At 
WE SELL AMERICAN STANDARD @ CRANE meeting of the National Assr t D 


& KOHLER FIXTURES AT OUR SHOP mestic and Farm Pump Mar 


GE neva 4-2706 ers; Sherman Hotel, Chi 


Res. R. E. Kirkwood GE neva 4-5014 Oct. 30-31—AHLMA 
77 Waterman Ave. E. P home laund: conterer 
t America Home Lau 
M ifactu A Ch Hot S 
THIS DISPLAY AD, plus listings under 
-everal headings bring in about 50 
Rirkwood’s busines. Nov. 10-14—-NEMA~—Annual meet 
I f the Natior Electrical Mar 
AMERICAN-STANDARD facturers Asst Traymore Hotel. A 
PLUMBING FIXTURES ntic Cit NJ 
A complete line for bath- : 
rooms, kitchens, laundries Nov. 30-Dec. NSPI—Annua 
—known for quality, style, vention of the National Sw ! " 
and dependable service. Poo! Institute; Ambassador Hotel. Lo 
Anvele 


“FOR INFORMATION CALL” 
WHOLESALE DISTRIBUTORS 
ARDENTE SUPPLY CO INC 


Jan. 26-29 (1959) -IHAE_ 14th Inte 
national Heating and Air Cor 


O0Valiey ion 1-1324 Exposition. (Held in vit 
ILLIPS LEAD & SUPPL the annual meeting of the America 
DE xter 1-8600 Society of Hea Air Conditior 
OMIT. & HEATING 
327WExchange DExter 1-7488 Philade phi 
| RETAILERS 
GEneva 42706 Apr. 1-3 (1959)—GAMA—An: 
Lees FG &Son 75Peck GAspee 1-1358 meeting of the Gas Appliance Ma 
facture Assn.; Ame Hote 
TRADE-MARK LISTING under American Harbour, Fla 


Standard Plumbing Fixtures helps 


Kirkwood cash in ar manufacturers Apr. 8-10) (1959) WCE Ar 


meeting of the Water Conditioni 
Foundation: Edgewate Beach Hote 


“We get so many calls 
from our Yellow Pages ads, 


May 3-4 (1959) -LPGA— Annua 


we cant keep track of them” verses 


says ROBERT E. KIRKWOOD Nov. 2-5 (1959) ARI—1Ith expo: 
KIRKWOOD PLUMBING & HEATING CO. 


national advertisin 


Apr. (1959)—OHI—Annua 
tion of the Oil-Heat Institute 


irigeration Institute 


East Providence, R.|. Atlantic City, N. J ENI 


“With ninety-five per cent of our business coming in’ by 


phone, the Yellow Pages are by far the best kind of adver- Sales Aids 


tising for us. They account for about half of our actual orders. 


We know they reach newcomers to town and remind old 


(Continued from page 15 


customers, too, when they need a plumber,” Plumbing Brass Now Com 
w es 


The Yellow Pages take yvour sales message right into your in Streamlined Packaging 
prospec ts homes. They're alwavs there when your services New packaging for its complete 
are needed. Be sure your advertising under all appropriate line of brass plumbing specialtic 


has been announced by Mansfield 
Sanitary, In¢ Its line of balleocks 


for example, now comes in a mas 
on \ ellow | ages advertising: (Please turn to page 144 


classifications tells people of your many different specialties, 


Call your telephone business office for complete information 
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la 
Chicago 
el 
ot 
America Olympi Hote Seattle 
+: Was} Date not vet determined 
END 


.. ENDS DRAFT PROBLEMS 
FROM THE START... 
MODELS For Gas... Oil... 
and Solid Fuels! 


“| don't fuss and fret with uncertain draft 
anymore since Walker brought out this low- 
priced draft inducer-regulator combination 
Now, | install Walker inducers on all my jobs 
That puts me way out ahead, because with 
good draft | know every job will be exactly 
right from the start.’’ 


THE INSIDE STORY OF 


| "Most Efficient Draft System Ever Made" 


Say Heating Contractors, Architects, Home Owners 


Draft problems are eliminated with a Walker Shur-Flo 
Control (Pats. Pending) in an oil, coal, or gas-fired installation 
because it’s the SUREST DRAFT SYSTEM ever devised. 

Here’s an economical draft inducer that’s a 
fool-proof answer to every draft problem from older heating 
installations to modern, low-roofed houses. You just 
install it and forget it. What could be better? 

Moreover, the Walker Shur-Flo with fan operated draft 


e Hi Volume Self-Feathering Fan inducer moves ONLY flue gases; does not suck in outside air. 
e@ Self-Cleaning Blades (No soot Building and home owners like the Shur-Flo because it runs 
build-up) quietly, costs less to operate, and requires little power. You'll 
@ Stainless Steel Shaft, Hub, and like the Shur-Flo because it installs quickly at any angle 
Blades vertically, horizontally, or at a pitch—and virtually 


@ Quiet, burn-out proof motor eliminates costly callbacks and corrections 


@ Silicone oiled Bearings For full details, see your supplier or write direct 

xtra heavy gauge galvaniz 
© Extra heavy gauge galvanized WALKER MFG. AND SALES CORP. 
e@ Extra rigid mountings 1780 Penn Street St Joseph Missouri 


There’s a Walker Draft Control Scientifically Designed to Meet Every Draft Problem Regardless 
of Fuel. 28,000,000 in Use Prove Efficiency. The Standard of Performance for the Industry. 


é 
fom 
ROYAL PURPLE TYPE 34 JUNIOR LINE TYPE BB DOUBLE SWING VENTURI CAP 
for smaller central for larger special central heating commercial and for gas fired for heating 
heating plants central hesting budget contro! ndustriol control equipment ond ventilat.ng 
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YARDL EY Sales Aids 


(Continued from page 142 


ter carton containing 24 individua 


f packages. The master carton cat 
‘be reshipped by distributors with- 
out additional boxing or wrapping 
| Available from: Mansfield San 
i i i 1 tary, 126 First St., Perrysville, O 
| for use with flexible plastic pipe " | 
Eight-Sided Valve Display 
| INSERT THREAD ADAPTER Available to Wholesalers 

Item NO. 25AN Threads are the 1 rT, lliameter An eight- ided pictorial display 
; _ of this improved adapter that fits of its refrigeration and air condi 
>, wherever there's for tioning valves is available to Con 
| -» Any wrench fits t tiple flot trols Co. of America wholesalers 
; - The unit may be used either on a 

counter or hung. When hung, it 


display is printed 


! Controls Co. of 
America. A-P Division, 2450 N 


Album Features Glossy Photos 
of Shower Door Installations 
An 


album containing Vel 30. 


photo f actual shower door 
installa 
Door 


ations 


‘he illust: 


te e t 
sii tom as Well a tandard installa 
tio! Included in the book 
28-p e catalog and other pron 


The book 


outperforms metal! 


INSERT TEE 
Item No. 35AN 


Item No. 36AN styrene. approved | STrOnah Sat three-color hardback binder, lam- 
RT PLING tation Foundation inated in plastic. It costs $3.15 

Available from Shower Door 
Co. of America, 1 Permalume 
MAIL COUPON FOR MORE INFORMATION Place, N.W., Atlanta 18, Ga 


Instruction Sheet Tells 
Yardley Plastics Co : How to Use Kenco Pump Ad 
142 Parsons Ave., Columbus 15, Ohio 


A newspaper ad mat featuring its 
Please send complete details about) Yardles proved plastic submersible pump and an instruc- 


tion sheet describing the many 


ways it can be used for maximum 
Name 


effectiveness are available from 


Company Kenco. The ad mat, one column 
wide by 612 in. deep, carries two 
pump illustrations. The instructior 
sheet tells how the ad can be con- 

State 


Address 


City Zone 


(Please turn to page 146) 
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sea } thread three color 
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Shoulder protects thread 
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tr “ jamage ne » 
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treamlined fittings are mace 4 
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PLASTIC PIPE CONTEST 


MAY WIN 1958 FORD 
RANCHERO PICK-UP TRUCK 


“It’s easy! Just 
NAME ME!” 


FOUR 1958 FORD RANCHEROS 


“NAME ME ...and you may win 25 manufactured by Anesite Company 
Crescent Plastics, Ine., Franklin Plastic 
‘lastic Pipe & Tube Div., Plasti 


Company. Republie Steel Cor- 


a 1958 Ford Ranchero pick-up truck 
...and a Zenith Transistor Radio! Proces 


Contest closes midnight July 31,1958, 


so hurry... hurry... hurry!” ALATHON 25, ask your 


inv of the 


Enter as often as you w h. Subr 


e only on each offic 


5 ZENITH TRANSISTOR RADIOS will prised at how many names you can thins 


be awarded in each region shown on 


f Du Pont 
jobbers or contac 
manufacturers mentioned t 


earn how to get in on. thi exciting 


eaname for the pipe characte 


3. Fill out and mail the self-addre 
entry card. Entries must be postmarker 
midnight July 31, 1958 


HOW THE CONTEST WORKS: 


al entry care 


WHO'S ELIGIBLE: ive name 
Ar me in the United State who buy 
pipe of ALATHON® 25 polyethylene Prize 
! ind AT 
‘ T le ] } 
drille i 1 
4 If 
HERE'S ALL YOU DO: ‘ 
1. Detach official entry blank on your cur- > D : 
rent shipment of pipe made of Al ATHON “ate N : \ 


property of E. I. du | 
& ( Inc.) to be used a 


WINNERS WILL | ‘ 
as ible atte ntest Close \ 
ur 
“ar 
ATT pe ‘ 
I n 
} ‘ 
I Ma Ay 20, Ma 
Ju ‘ \ i 1 
eg 
16 
4 
I Ra 
( 


map. 


There is a difference in flexible plastic pipe . 


ONE FORD RANCHERO will be awarded 
In each region shown on map above. 


. . Specify quality pipe made of ALATHON 25 


CONTEST CLOSES JULY 31, 1958 
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\ 

: 

/ 
contest 
\ 
i, All entries must be submitted in your ~ 
‘ own name, but that doesn't mean you | 
nar Why not make tl a far \ : 
vuarne Ask the wife and kid to join = je 
you In suggesting name You'll be sur- a 
i 
of in only a few minutes. You don't 
py 
. 
if ee 
De Pont Lett 
{ 
{ 
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Sales Aids 


(Continued from page I44 


densed into an ad three, four o 
five inches deep and indicates tt 
many uses telephone director, 
business card, letterhead, et to 


which the illustrations can be put 


Available from: Kenco Pump Di 
vision, American Crucible Product 
Co., 1305 Oberlin Ave., Lorain, O 


Youngstown Kitchens Offers 
Servi-Center Sales Package 


A sales Kit to promote its new 


Servi-Center kitchen appliance 


vailable Iron Youngstown Kitch 


ens. Included in the kit are four 


pace co! 20 tate 


( a window banner 


Beaver 
Speed-0-Matic 
quipped with 
lectrimatic 
Chuck 


Electrimatic Chuck 
Operating Panel 


|| CENTER 


=. 


New Beaver 
Electrimatic Chuck 
(Patent Pending 


GUARANTEED 
MOS] 


PRODUC TION 


GIVt 
A] 


YOU Thre 
LOWER COST! Wil 1) \ 


And Caals te Neweustle 


Wed 


fitive 


See your Beaver distributor today, 


or write Beaver direct! Fhe special model triole-flt 
through oil, paper and eleetrostatir 
Beaver Pipe Tools, Inc. filters until the air is as ¢ 
~~ *‘ 273-500 Dana Ave ° Warren, Ohio it had come out of on 


! 
bear i if 


Finnish steam-icewater bath 


Domest 


ENGINEERING, Jt 


| 
‘4 | 
| ~ 
tag eaturing highlights of the 
init, radio and TV spots, ad mat 
proofs, a three dimensional viewet 
| | 
| 
ni 
4 
| ( 
whed Beaver Model A 
\ 
fion Was to install a ( rie 
the u tial redris 
\ 
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completely new bathroom 
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American-Standard announces a 
ensemble 


| 
1} hil | A | 1 why 


PLUMBING AND HEATING DIVISION 


t ( 
4 A 4 
4 — \ | 
= 
\merican-Standard 
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MINUTES WITH 


By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


Sylvia Says: “Were Among the Lucky Ones’ 


The “Lady in Red” made more 


than one guy drool—My Little 


Margie” was a cute, lovable 
miss — “Sweet Adeline” still 
brings forth the best in close 
harmony. These are only three 
famous females—there’ve been 


a lot more 

# But let me tell you about one 
who’s still 
swers to the name of “Sylvia Por- 
ter.” She’s a newspaper column- 


ist and 


alive—one who an- 


vrites stories about busi- 
— real in- 
Maybe her offer- 


your newspaper. 


ness and economics 
teresting stuff 
ings appear in 
I hope so 
Recently she had these words 
of wisdom for us: “Competition, 
already marked, will become 
much Some 
‘Get worse? How can such 


think 
Sylvia is right. Competition will 


more so.” might 
say: 


a thing be possible?” I 


get more intense in the days a- 
head. I don’t see anything in her 
Fact 
is, our great nation has been built 


statement to be afraid of 


on the concept of competition— 
free competitive enterprise 


es But let's get on to another 
thing Miss Porter said, because 
it’s much closer to home. Lis- 


‘The 


in selling will be 


ten to this: opportunities 


greater than 
ever and service industries will 
provide a most attractive oppor- 
tunity.” 

To me that’s just another way 
of her saying to us: “You fellows 
in the Plumbing-Heating-Cool- 


ing industry will have ever great- 


sell, 


products with the 


er opportunities to install 


and service 


result that your profits will in- 


crease 

#®QO. K. Sylvia, since you say 
better selling will lead us to the 
Promised Land, we won't ever 


again be satisfied with our per- 
formance to our customers—con- 
tinuous study is our policy from 
this day henceforth 

For fear that some of us might 
the 


be walking around with 


wrong attitudes in our heads, 
let’s agree that the selling side of 


U.S 


tinguished itself in this tapering 


business has hardly dis- 
off of business. Let’s even go so 
far as to say that a lot of sales 
this 
then business would 


people are sluggards. If 
weren't so 
be humming because people 
would be buying 
e Youve heard me say 
that the 


gredient in any sales talk is the 


more 
than once miracle in- 
early use of consumer benefits 
—“People really 
It’s the 


buying action 


buy benefits.” 
that will 


It’s the one way 


trigger bring 


to gain favorable attention if 
anything will 

To implement our desire to be 
better sales people, I’d like to 
make a deal with you—it’s sim- 
ply this: The next five people 
you talk to about plumbing or 
heating, the “benefit” 


on them, and see how they re- 


use idea 
act. Tell them how long the pro- 
duct will last, or how 


cally it will 


economi- 


operate, or how 


beautiful it is. or how happy 


they ll be, ete. Something that is 


a benefit to the person you're 
talking to 
If we'll do this, it could very 


well be the beginning of a habit 
the habit of 
our contacts with people we re 


to sell 


using benefits 1 
trying 
3ut suppose the customer still 
doesn't buy—what then? Thi: 
will happen, of that you may be 
sure 
eLet’s say we promised this 
customer that he would “save on 
his fuel bills.” He’s been solicited 


by salesmen before who have 
made wild promises which have 
left little 


shy.” So you really can’t blame 


our prospect a “gur 
him if he wants “proof” that he 
will actually “save fuel.” 
A few words that will assure 
the prospect that he will actually 
get the benefits we said he would 
get could be a sales clincher 
“Yes, this heater is very econ- 
fuel 


encases 


omical on because the in- 


sulation the sides and 
top.” 

It’s all too true that our pros 
pects could raise other objec 
tions, and they frequently do 
But don’t let that floor you, it’ 
a perfectly natural, normal sé 
quence in the operation of buy 


ing and selling 


eAnd to Sylvia Porter 


thank you for calling our atten 


you, 


tion to the opportunities that lie 
We 


that the selling and service in 


ahead believe, as you do 
dustries have a great future, and 
the 
END 


we intend to pursue it to 


limit 
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Appliances — Tools — Specialties. Only 
DOMESTIC 
 ~=ENGINEERING 
DIRECTORY 


From across the country have come hundreds of comments from large whole- 
salers and contractors, responding to the current Edition of Domestic Engineering 
a 4 Catalog Directory. They know it... use it... like it. 


"No jobber can do without it. No man- This book is our only source of informa 4 esaler We 
ufacturer can afford not to be listed in it. tion. As a Wholesaler, we could not do couldn't run our purchasing department 
Wilialecaler without it without the wealth of nformation found 
New Haven, Conn. Wholesaler under one cover 
Hanover, Pa Wholesaler 
Domestic Engineering Catalog Directory 3 
We greatly appreciate your Directory as 
is a most valuable source of information. } 7 
: : + is a general source of information for our he ‘Book of Knowledge for the Indus 
Don't really see how we could be without 
+ entire organization try 
Wholesaler Wholesaler 
: Branch House Wholesaler 
Spencer, la Cumberland, Md University City, Mo 
Compares to a complete file cabinet Very good book and well arranged. Great 
i ve use ungredgs o mes eac year Handy as a right hand man help r buy ng for us. 
Contractor Wholesaler Wholesaler 
Roswell, N. Mex. Decatur, Ill Orlando, Fla. 


DOMESTIC 

a ENGINEERING THE PURCHASING REFERENCE FOR PLUMBING-HEATING-COOLING 
CATALOG | 

DIRECTORY 
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More Contractors Tell What They Think of Privazoning: 
Continued from page 105) problems of bathroom convenience and, in 
believe that the same line of thought applies addition, offers greater privac) 
to the Privazoning idea. Certainly a one- I think it can be sold by us through archi- 
bathroom home, old or new, has become ob- tects and builders. As for the public, I be- 
olete. With today’s accent on convenience, lieve people will be receptive to the idea al- 
the bathroom calls for better planning. Pri- though economic conditions may affect the 
vazoning provides an ideal answer to the time of their acceptance.—Richard Weider. 
Several of the contractors whose statements appear below and on the following page vere 
quoted bree fly in DE s May report on Privazoning They are quoted ore ¢ t ely here 
hecause of the significance of their observations 
‘Bigger homes will use it first ae a3 bedrooms where there 1 need for an extra 
. lavatory, but no room in the present bath- 
PHILADELPHIA—The basic idea of Privazon- still Uke 
ng is appealing. Surely everyone appreciates between 
luxury in the home. Although there are some cabinet—Walter Ford. 
drawback notably space and cost, we're all 
for it. The whole idea is directed to those vs ries 
who have the room and the money anyway Will increase home value 
RIversipE, N. J.—Privazoning will take a 
es As far as actual installation is concerned lot of selling because it’s unconventicnal end 
in a new house it’s a matter of enlarging the because of its cost. But I think the cost will 
house (and the mortgage) or reducing the be more thar compel! sated for by the in- 
ize of other rooms. In an older home, it's creased value of the home, both to its present 
ply a matter of whether those who can af- occupant and to a possible future purchase 
ford it want to take the space from other There are other advantage Today elect- 
areas. There's no question but that Priva- 156 
zoning takes more room than the convention- 
al bedroom-bathroom arrangement. I guess 
its a matter of opinion whether the desir- ‘eee —— 
ability of a home is affected by reducing bed- 
room size to include Privazoning 
eThe idea will have to catch on first in the 
new home market and through moderniza- 
tion of the bigger older homes. The length of 
time it'll take to achieve wide public accept- 
‘ ance will depend on how much it’s supported 


editorially by shelter magazines 


» We intend to begin merchandising Priva- 
zoning through direct mail to the better resi- 
dential areas Up to now, the closest we could 
come to Privazoning is selling two bathrooms 
or partitioning off a single large bathroom 


and adding a lavatory 


Incidentally, designers might do well to 


work on built-in lavatory units to make them 


“Think of yourself as a knight in shining blue 


denim going forth to do battle with milady's 
would make them more useful to install in errant sink trap.” 


look more like bedroom furniture. This 
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“I’m the best 
informed man 
in the business 
...thanks to 
j Dodge Reports’ 


“I’ve been in business long enough to think I know 


everybody around, but I've learned ne 
prised when my Dodge Reports show 
I didn’t know about.” 

Even the best informed old-timer 


vel 


up 


can't 


to be 


Sur- 


10bs 


matcn 


Dodge Reports for knowledge of all that’s going 
on in the construction industry. That's because no 


successful contractor can spend all his tir 


1e 


*tting 
construction news. But Dodge reporters do just 
that—it’s their only job. And every day the news 


a they gather is mailed to contractors who use Dodge 


Reports. If you want to know what's going to be 


119 West 40th Street, New York 18, N.Y 


I want to know how to get more new construct 


ested in the markets checked below: 


House Construction General Building 


Engineering Projects (Heavy Construction) 


Area 


Name 
Company 
Address 


City 


let me see some typical Dodge Reports for m 


F. W. Dodge Corporation, Construction News Division 


Zone 


y are 


Dept 


8078 


State 


built, where it’s going to be built, who the « 


who's designing it and even 


wanted, you can get this inform 
in which you operate within the 37 Eastern States 


This is not a year to gamble on petting 


share of business and making 
Reports for the assurance of 


opportunities you need. Send 
your copy of “Dodge Reports 
effectively,” including the famous “Dodge Specifi 
cation Form” to help you figure out the kind, size, 


when the bids 


a profit. Use 


hi 


t} 


tne 


location, etc., of jobs you should go after. 


ition for any 


coupon now 


How to use 


Is 


are 


Dodge 
iving the business 
Tor 


them 


Dodge Reports 


For Timed Selling to the Construction Industry 


"Gis 
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Wheatland Steel Pipe installed 


in the nation’s first 


ATOMIC ENERGY COMMISSION 
MEDICAL RESEARCH CENTER 


Architects. 
Genera) Contractor: Male 
Mechanica Contractor 
Mechanica} | 


M 
Engineers. 
Pipe Distributor 


Now nearing completion, this modern medical center forms part of the 
Brookhaven National Laboratory at Upton, Long Island. It covers 2.7 acres 
of an Il-acre site, and houses research laboratories for medical physics, 
path logv, microbu logy, bi whemiustry and physiology race] il, ne-story 


tructure also contains a 48-bed research hospital, an industrial medicine 


branch for Brookhaven personnel and a nuclear reactor designed specifically 


for medical research and therapy. 


Hy rm stands 


an architectural gem built for peak efficiency in every phase of 
operation Here, as in project after project across the nation, Wh itland Steel 
Pipe was installed for its outstanding quality, dependable service and long 


life Why not specily Wheatland Steel Pi ¢ for your installations? 
| | 


ye For information about Black or Galvanized Steel Pipe, contact 


WHEATLAND TUBE Co. 


| 
. | BANKERS SECURITIES BUILDING, PHILA. 7, PA. » MILLS: WHEATLAND, PA. e DELAIR, N. J. 
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More Contractors Tell What They Think of Privazoning: 


( page 153 


Cont é 
ing color schemes is a popular homeowne1 
activity. Privazoning would enable the home 
owner to try several schemes. The cost of 
maintenance in a home with Privazoning 
would be less, because each unit would get 
less wear Cleaning, too, would become more 
ola pleasure to the person using a dressatory 
because modern fixtures respond so readily 


to the slightest cleaning effort 


eThere are certain mechanical problems 
that would have to be worked out by the ar- 
chitect who plans to incorporate Privazoning 

ito his homes. There’s the matter of vent 
pipe above the dressatory, for example. And 
there should be some research conducted on 


pipe sizing tor both water and drainage to 


“We must create demand... 


ARLINGTON, Va.—I think the Privazoning 
idea is a good one, but it will have to be pro- 
moted hard, particularly to overcome the 
initial resistance to price 

It will have to be promoted asa sales item 
by the builders. But to encourage builder 
promotion, there will have to be some public 
demand for Privazoning. To build this de- 
nand, the consumer must be educated by the 
people most concerned, namely, all of us in 


the plumbing and heating industry 


# Our industry could take a promotional cue 
from other The automobile industry, for 
example, has done a fine job of creating de- 
nand. Most people are convinced they can't 
live without a new car with large fins and 


Christmas lights, although these things have 
no bearing on the function of the car. Super- 
markets have done an outstanding job of sell- 


ing their way of merchandising 


e® Our industry's manufacturers should help 
merchandising contractors in this job by pro- 
viding them with local-level selling aids em- 
phasizing the advantages of Privazoning.— 


W. J. Baumbach. 


something similar to Privazoning in 


modeling of old houses 


ling a lavatory or vanette 


when it backs up to the bathroom 


proximately $250 for a vanette or $150 for 
quoted to the 


tomer at $4.95 or $3.95 per 
only plumbing 


also piping and wa 


home developers and plumbing contrac 


ld be pron oted for both new and 


“Should advertise like pros 


For example 


one in prac tically every 


the bedroom and one kitchen. The auto 


hese industrie 


Can be sold On al 


most logical people to begin 
Privazone promotion are 
builders, backed by plumbing 
their personal contacts with individual 


Professional advertisers can be 


A good way to sell the public is for u: 
to reach the “little woman.” If they want Pri- 


they'll get it!—F. R. Badeau. 


i 
« 
That is, weve bee 
instal in the bed 
00) 
| 
addit t of est ap- 
nontn 
oning would ir 
fixture iles. but 
ter heater sales and would 
a provide work for labor. I think this wonder 
rs : ful idea t} e first new conce pt In our d l =] 
; try in the last 20 years—should be promoted 
extensively Or the local ley el bi project 
+ eliminate noise isting homes, and the time to begin Is now.— 
ay I'd like to mention tnat we ve been doi o Jack Kelly. 
— Mapison, Wis.—A plan that calls for the 
a addition of plumbing fixtures needed to ful ; 
: hill our concept of modern living should b 
videly promoted We nee only draw ip 
<4 the experience of other industries competing 
for the consumer dollar to realize the result ‘ 
trong promotion can yield a 
a EEE. radio now sells on the basi 
oom and in ever 
a home, and now they're advocating one for 
ae industry tor years has promoted two cars 1n 
: every garage. When we see how successful 
are. we realize that the pub 
lic idea 
toners, - 
swer how it e done. One thine is 
vazonin’?, 
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NICE TO HAVE AROUND THE HOUSE' SLANT 


STRONG because 
Slant/Fin’s exclusive man- 
ufacturing techniques main- 
tain full wall thickness by 
forcing the tube through 
under-sized fin holes. Tubes 
are never weakened by ex- 
pansion. A STRONGER 


bond too! Fins are firmly 


secured to the tube by rigid tooth and bub- 
ble flanges while Slant/Fin’s modified V 
shape fins lend added structural strength 

actually reinforce each other...So STRONG 


in fact, you can actually stand on it! 


SILENT because Slant/Fin’s exclusive 


fin-touch-fin construction actually soaks up 


FIN >, COPPER-ALUMINUM BASEBOARD 


sound. No more noise call-backs. Ping and 
pong noises that plague contractors are a 
thing of the past. And Slant/Fin has 
silenced friction noises too-all fins slide 
quietly on an ingenious expansion track 


hanger, never touch the enclosure. 


And speaking of strength... your profit 
strength lies in the real money you save on 


rapid efficient installation, not the few pen- 


nies saved on the material purchase price 
With Slant/Fin, two men can install the 
baseboard for two average sized homes in 
one day! It means baseboard heating at a 


price that’s competitive with hot air 


Right now, learn the profit-making facts 
about contractor-designed Slant /Fin. 


Send for Free Helpful Booklet: “A NEW SLANT 
ON CUTTING BASEBOARD INSTALLATION COSTS 


Slant Fin 


SLANT/FIN RADIATOR CORP. 
87-51G 130th Street, Richmond Hill 18, N. Y 


a 


ROBERT ERICKSON, genera! 


of the committee sponsoring 


chairman 


Ve clinic 


provided contractors with tips n how 


to make direct mail pull new business 


Continued from page II] 
2 job Wil e nit 
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ti x pense 
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are particularly receptive becaust 
that’s where they go to do then 
saving and their borrowing—and 
the bank lends a certain ‘distinction’ 
tk oul work and to your com- 
pal ItS association with 
exhibit 
e Ve picked ip a ot of remoada 
eling iob throuel! oul bank ail 
plavs, but one of the most important 
things we learned is this: The re 
on we got the chance to display ir 
the local bar becaust rere 
the first to k for the opportunity 
to do 
Undoubted many othe: ! 
tractor ould have the ame 
chance Turkstra concluded 
Eri kson told contracto ipbout 
| pproach to direct 1 
The contractor who s« emod 
ne fe a market D reat 
kson said. “Sell the comforts of 
a new bathroom o »>new kitcher 
e nree percent of our proht are 
part ot that POE to direct mal 
Ou mpany Name not the manu 
facture! dominates our literature 
‘Free estimate are prominent] 
advertised ind benefit are give! 
full treatment. That the wav t 
make dairect mall pull 
Another Chicago contractor, Johr 
Calnan toiad contractors not to 
overlook the industrial market it 
thei nodernization work Fo. 
many years the head of a large in 
dustrial plumbing firm, Calnan said 
t take longe to ade velop the Sale 


ng tactors involved, he aid and a 
primat consideratior is economy 
But a big market is e for the 
mntractor who goe 
s Norman executive dire 


tor of 
reau, ¢ 
by 


poter 


tial of remodeling 


1e P-H-C Information Bu- 


losed the modernization clir 


re-en phasizir g the profit 


dding 


contractors can recelve 


the Bureau END 


| 
: 
th only one perso! 
en es-building 
ime-payvme 
vit n the mod 
4 ness tl it offe 
to | tom 
Pete on fol- 
led the ntractors 
t-ol naterials 
tr tare avali- 
‘: ng. These, he said 
be » fi on then 
Profits Conference hould 
smen tor any help 
1,” Peterson added 
ect ot 
el ound nd also, 
e spe train- 
d marketing tech- 
e alway eady to 
Ss sistance and 
Ktremely heliptul 
sJohn Turkstra and Robert Erick- 
son ¢ ned exar le of ic- 
cesst yns that have stimu- 
lated nodelir businesses 
oe Like | of these contractors 
were winne in DE’s Big 
Push listinguishin 
elve {in Ne 
oO 
etting m exhil TI 
se Ford told the ontractors that nis ot the Chic: KS 
a blanket Publi like tl 
remoad- added attent Vou 
f he said. “TI tend th 
"he ! re ot vo yroom 
i part ol it snow! 
‘Banks are particularly produc- 
loans to nome improvement emphasis to the othe: speakers’ re- 
es to the they re eager to provide as much marks, he outlined the additional 
out the stance to the ntractor as pos- 
he ble. People ho enter the bank through i 
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PUT YOUR MONEY IN MODERN FEATURES... 


but don’t "Gold-Plate” the drain! 


Specify Republic Steel Pipe for maximum economy in waste line service 


The smart builder puts himself in his prospect's 
shoes in planning a home that will sell. By saving 
every cent possible on required materials, without 
sacrific ing quality 9 he can put more into significant 
features with real sales appeal. The result is more 


value per dollar. 


This reasoning, applied to waste line materials, 
makes Republic Steel Pipe your best choice. Not 
only is it lower in initial cost, but also its price 
and availability remain relatively stable. You 
encounter no profit-robbing construction delays 


or material Cost variations. 


Beyond these cost considerations, however, 


Republic Steel Pipe provides installation advan- 
tages. Its absolute uniformity means a high degree 
of workability. This characteristic, coupled with 
the years of steel pipe fabricating know-how 
developed by reputable plumbers everywhere, 
assure economical waste line systems—good for 
the life of the building. Moreover, since one grade 
meets all the requirements, problems caused by 
misapplications are eliminated. 

It will pay you to get full information on dollar- 
saving, steel waste line piping. Contact your 
Republic Pipe Distributor, or write Republic Steel 
Corporation, Department DE -5396, 1441 Republic 
Building, Cleveland 1, Ohio. 


REPUBLIC STEEL 


Woldé Widest Range of, Standard antl Stak 
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UNVEILING: Syivia White, Waste King Corp.'s director of consumer relations 
discusses the firm’s new Convert-Table dishwasher-dryer at the mt 
nt national sales meeting in Los Angeles. Admiring the new apr 
Dick Schaub, Los Ange es: Art Lentz, Washinator D.C sales rdir 
9e0rge Porteck, district sales r nager for Waste King in Dalla Tex ‘ COO r i est 
t 
Names in the News nosis and con 
O'Connell anage f the Ne we 
Er nd district 
Bill Talmage has beer 
general Indust ale nag John Dumser. al 
Massey-Ferguson Industrial Di- Wolverine Tube Division, Calumet Robert Cody | 
Ww hit K sy T) \7 ( 
vision, W Ita, Ka & Hecla, Inc., Allen } 
has been elects i dire if the General Controls Co 
M. H. Temple | een appointed ~~ Plumbing-Heating-Cooling Infor- © ‘ 
e | Gent and general 3 - mation Bureau, C 
Richmond Plumbing Fix- 
tures Division, Rheem Manufac- 
turing Co., Metuchen, N. J 
M. S. Feltz has been appointed 
arketing manage Robertshaw - 
Fulton Controls Co., Acro Division 
Columbu 
Jack Sutter beet 
| 
National Supply Co., Pittsb 
PI B. Talmage M. H. Temple M. S. Feltz 
Masse y-Ferguson Richmond Robertshaw 
Delavan Manulacturing Co., W: 
De Moine la hi ippointed 
Fred Mulcahy ( nager of the 
James Woodson has bee: 
notion { Fitzgibbons Boiler 
Co., New York City 


American-Standard, Plumbing 
and Heating Division, New York F. Mulcahy J. C. Woodson F. J. McGrath B. P. O'Connell 
City, has named Francis McGrath Delavan Fitzgibbons American-Std American-Std 


ANEW Gaslite by ARKLA 


...the TILT-TOP 


INCORPORATING 


THE MOST 


ADVANCED FEATURES 


AND DESIGNS 
IN 


OUTDOOR LIGHTING 


TILT-TOP 
The hinged top swings back 
for easy access to interior. 


HURRICANE Style Chimney 
Adds a touch of elegance 
reflects the nostalgic 
charm of yesteryear. 


Improved BURNER Assembly 
Mixture control offers maximum 
candlepower...mantle lasts for 
ie years, even with constant burning. 


CABILDO MODEL 102 
AVAILABLE WITH 


POST OR BRACKET 


MOUNTING 
Loon ron He name 
BY ARKL A 


Let the ““ARKLA team" assist you in initiating a successful Gaslite Sales Program 
Write ARKLA AIR CONDITIONING CORP., GASLITE SALES DIVISION, DEPT. F 
LITTLE ROCK, ARKANSAS. 
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News 


( t ied hl 
W. Donald Braden bee: 
named manager of packet sales and 
builder promotion for the Heating 


and Air Conditioning Division, Na- 
tional-U.S. Radiator Corp., Johns- 
town Pa 


Triangle Conduit and Cable Co.. 


New Brunswick. N.J.. has ected 
John McAuliffe chairman of the 


board, Joseph Slater president 
Carl Menger executive vice pres 
dent and Jack Slater treasure 


Named to the board rector 
vere Menger and Clyde McKay. 


R. Metcalf 
Oster Mfg 


R. Baumgartner 
Oster Mfg 


The Oster Manufacturing Co.., 


W liffe, O., | ippointed Robert 
Baumgartner, vice president: Rich- 
ard Humiston, tr Clare 


™ for sink and range.. 


2,440,741 


704 37¢ 


) — Rest your reputation 


confidently in VanSeal 
Stainless ‘Steel Frames 


. guarantee them 


unconditionally against leakage. De- 


with 


MA signed to install easily and seal per- 


manently, 


VanSeal frames are made 


craftsmanlike care. Install and 
forget—your reputation is safe. For 


catalog write to 


ance 


7403 W. Wilson Ave. 


162 


Chicago 31, 


Metcalf, sales manager 
Oring, controll 


d Elwood 


A. Patterson has been named 
ector of product-market de 
elopment of Sta-Rite Products, 

Inc., Delavan, Wis 


A. W. Cash Valve Manufacturing 
Corp.., Decatu na ippointed 
Ralph Hiser sales manager of 


product f its industrial di 


Chester Cr: ligie has been named 
to the staff of the Plumbing Fixture 
Manufacturers Assn., Washington 


& 


Blaz Lucas, Jr., has been named 

anager of sales for the Ingersoll 
Products Division, Borg-Warner 
( orp.., Chicago 


Walworth Co... New York ( 
ppointed Jehn Wallace ce 


rit 
me 


Fred) Schmuck ha heer 


pointed nationa ale 
Fluidmaster, Ine... Anaheim, C 
— 
F. E. Schmuck J. Searls 
Filuidmaster Bohn Aluminum 
Jack Searls ha been named 
ene al sale S manage ot Betz Di- 


vision, Bohn Aluminum and Brass 
Corp., Danville, Ill 


New PHCIB Program 
Stresses Merchandising 


Los ANGELES—Every p-h con- 
tracto! a modern merchandiser’ 
That's the aim of a new sales trair 
ng program being planned by the 


ying-Heating-Cooling Infor- 

ation Bureau 

This goal was expressed here re- 
cently by Norman Wicks, executive 
director of PHCIB, at the 69th an- 
1ual convention of the Mechanical 
Contractors Assn. of America 

Wicks told the conventioneers 
an important part of the bureau's 


ovel al program IS devel ping 

ntractor-deale1 vho are good 
A training progran 
o be deve loped by the burea 1's 


Please turn to page 164) 
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= é The clamp-down 
| rip that 
| grip / 
: 
= 


reduce your biggest 


operating cost—hours on the job! 


... Transite’s long lengths and quickly assembled Ring-Tite 
Coupling speed and simplify house sewer-line replacement! 


I te l g 10-f t lengt Keey We’'l pl ed t 1 ov 
iown t number of tion ( A 8-page 1] ted b e TR-82A 
have t ile and the numl er of I teB g Sewer Pipe.” It give 
joints they have to make. What lete inf ion full line of 
Patented Ring-Tite" Coupling Transite can be kly laid to line T : ite fitting i tors, and W 
is quickly and easily assembled grade A w] horter lengt ire they give vou complete flexibility f 
ing seal net ie Tr an ily cut and ma layout. Write: Johns-Manville, Box 14, 
i 


JOHNS-MANVILLE JM 
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SITE 
TT aN : 
[dime 
sewe 
Sure way OO | 
pteriee ‘ . Whether t’s: ylacement job or a nev ling saves costly time on joints, too. It 
, is important. This basi t considera requires 1 manipulation of its 
& " tion has led more and more plumbing factory-positioned ring holds firmly 
ig vork with Johr M ville ndsnuel with ner nent seal against 
Transite’s exclusive Ring-Tite Cou Credit, Ontario. nis ais 


elation to the requirement of di Robertshaw-Fulton Dedicates ; 4 
ping the modern n hand Western Research Center 
! ntracto1 ind then pro to ANAHEIM, CALIt A half-million 
} 
IDEAL Hy-Gear 
Mueller Climatrol Fetes 
Two Outstanding Employees 
| 
EHS 
HERE'S WHY! 
18-8 STAINLESS 
BRAND STEEL BAND CONSTRUCTION 
IDEAL as @ @ | tential. H P 
- Hy-Gear Yes No Rivets No Welds I et t e Iho 
| Yes Riveted - No Welds 
| 
| No No Rivets 4 Spot Welds 
« = No | No Rivets | 4 Spot Welds 
To give you the quality you need for your plastic pipe in- 
stallations IDEAL pays 20° more for steel used in the 
Hy-Gear band. Made of 18-8 stainless it is equipped to 


combat the corrosion and cracking that causes failure in 
ordinary clamps. Interlocked housing design uses no rivets, 
no welds—leaves no place where corrosion can start! 


All around protection pays off . 


TOP MANAGER: M. H. Thomas, right 


cently was named regional ma 
BROOKLYN NEW YORK tr Milwaukee H P Mueller Sr 

president of the company, gave hin 


a Presidential Pin award denoting the 


r in a special ceremony 


Cc 
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You can't 

shut out 
CANCER 

this way 


I AR AND DELAY are the two most 
4 


potent illies of ince! Poo many 
Americans need! lose their lives 
to cancer because they put off 
going to their doctors 


Many cancers are curable if 


treated in time. Even 15 years ago, 


edical science was saving 1 out of 
{cancer patients. ‘Today, it’s sav- 
ing las The odds would be even 


better f people would havea health 

checkuy annually and be alert to 

cancer’s seven danger signals 
1 | tl ual bleeding or dis- 
charge. 2. A lump or thicken- 
ing in the breast or elsewhere. 
3. A sore that does not heal. 
4. Change in bowel or bladder 
habit 5 Hoarseness or cough. 
6. Indigestion or difficulty in 


swallowing. 7. Change ina wart 


or 
If your signal lasts longer than two 
Weer vo to your dow tor to learn 
if it means cancer, 


Having a health che kup every 
vear is the smart thing to do—a 
checkup is your best insurance 
iy nst cancer 

And it’s equally smart to send 
your check to help in the continu- 
ing fight against this merciless killer, 

Send your check to “Cancer”’ 


in care of your local post office, 


AMERICAN 
CANCER 
SOCIETY 


HONORED: E. H Saunders, left, of De 
troit, was honored for 30 years of con 
tinuous service with Mueller Climatro 
Milwaukee Here he is presented a 


gold watch by Frank Nunlist vic 


president, as Mrs. Saunders beams 
M » pal ) 
{ i ara 


toric 

Saundet of Detroit, one of the 

leans of the Mueller sal fore 

is hor ed f 30 yea cont 
ervice to the company at 
Mil aukee > inders 


Hess-Snyder to Double 
Massillon Production 


O.—A production i 


ol nearly 100 percent 


ct led for this mont} it tf 
Hess-Snyd Co. plant here It 
t ( plished throug the 
ta tion o inev production lime 
tn Tl Massillon brand bi 
nous Hib sewer pipe and p 


forated pipe New plant manage 


The « ympany also announced that 
H. Charles He s has been appoint 
sales manager for the company 


buildin upply divisior 


Pioneer Mfg. Expands 
Its Production Facilities 

Los ANGELES—Additional pro- 
duction facilities is the goal of Pi 
oneer Manufacturing Co which 
last month acquired a 2! 2-acre tract 
of land adjoining its previous prop- 
erty. The purchase includes a 25,- 
000-square foot office building and 
several smaller buildings 

Ray Polverini, president, said the 
iddition is the latest in a series of 


Please turn to page 166) 


LEADS IN QUALITY 
HEATING PRODUCTS 
SINCE 1906 


It's an 
Exclusive 


Removable 


@ (eo Coil 


ALL Copper 
G Cast Iron 


TANKLESS HEATER 


@ Defic 


KAM Water Hammer 


Eliminator 
Protection 
‘ 


KAM 


Automatic Brass 


Sump Pump 


Inst KAM 


Write for valuzb'e info-mai.on today 


PRODUCTS CORP. 

239-249 ALABAMA AVENUE 

BROOKLYN 7, NEW YORK 
DICKENS 6-8900 


\ 
q 
‘ 
parison at any price 
e REMOVABLE feat ermit 
re Ist ] ) ) 
th Ohio, Indiana, Michigan Ken- @ wit re 
was presented with a gold watch by [@BB caused tye = 
Frank Nunlist, vice president 
l- 
| 
| 
| Q | 
home hould have 
protectlo i ilt t 
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Federal Adds New Equipment, 
Showroom to Meet Demand 


Mipianp Park, N. J.—E 


This “FLOOD 
INSURANCE” 


makes Sense ecessary 10 m 
(and dollars) ! 4 


Ric-wil Completes New 
Product Test Series 


BA Uy 
R I 
FOR LOW-COST, positive protection from t 
water damag nothing beats a Penberthy , | \ 
Cc 
S 
Why } 
Thi 
Pet 
I cering 
| ze constr alte 
Capacity t t 
pert tl 
There's 
Ben Alabama Pipe Will Open 
by nears 0 West Coast Plant Soon 
ze ANNISTON, ALA Faster s} 
ents of A 
e WRITE FOR CATALOG - 
letalling specifications and 
Alabama Pij ounce 
that its new multi-millio 
plant at South Gate Ci D 
8 ENBERTH 20 in production soon. It 
MODELS SIZES pacity vill be bout 25.000 + 
Accordis to ( H lt 


PENBERTHY MANUFACTURING COMPANY 


Hat 


166 


News 
and 4 APCO Sa 
icts t ) Inounce Gate t )| est coast 
Furthe nece i ‘ 
P ive i t vide ca The ound Hat P 
t eet the ( ) 3) thie t 
sales in ll t tat ink the count r Ce 
the evel t} 
T . at Ant t one it 
G Ala 
O e Anr plant r 
( P nd cor 
‘ +} — 
ct t t 00 


Trane Torture Chamber 
Tests Units, Packaging 


La Crosse, Wis.—To n 


it 
I 
I 
\ I i 
f - 
» 
~ 
\ \ 
4 a 
i, @ 
you in start ur plat now. 


Just design our houss 
around this JENSEN 


STAINLESS STEE] 


SINK 


~ 
= 
| 
To insure protection 
f its plant facilities here 
ry nounced by Fed Boiler Co. Th 
dror oil Expat t 
>. | ind a new fact ‘ oo! t} 
| 
APCO president, “production at the 
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Armstrong Cork Issues 


Insulation Guide 


I ER, PA \ 1 
‘ at P 

I t A ( S 
Ir D th Arn 
tre & 

Thi 

Th : 

Cr t ‘ 

te 

Gas Heat Shipments 
Steady Through April 

New York Crry—April shipment 
I three ty pe Ss ol equip- 
ent esidential central heatir 
nowed ] > percent decrease but 
the lire the first tour months 
tr ea wa t l] 6 pe *¢ t ahead 
) ist vei total, the Ga Appl 

Mar Assi il 
nounced 

Shipments of ga inna boi 
and Corl vel totaled 
66,300 in April and 245,200 in fo 
nonth compared to 67.200 and 

Please tu to page 168 
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Let 


CADWELL 


give the 
SERVICE 


When you install a Cadwell relief 
valve, you know you can depend on it 
for trouble-free protection. 


Cadwell valves not only eliminate 
costly service calls, they keep your 
customers satisfied and safe. 


And Cadwell’s quality and complete 
line makes it easier to stock and sell, 
too. Write today for catalog or con- 


sult Domestic Engineering Catalog 
Directory. 

CADWELL NO. 

N-105 TL 


Self-ciosing temper- 
ature and pressure 
relief. With or with 
out test lever. 400, - 
000 BTU capacity 
AGA. Listed 


CADWELL NO. 25 


Self-closing temperature and 


pressure relief. Easy inspec 
tion and cleaning without up 
setting temperature and pres 
With or without 


test device and 


sure setting 
extension 
bulb. 850,000 BTU capacity 
AGA. Listed 


CADWELL NO. 75 


Adjustable 25 to 175 Ib. pres- 
sure relief, with or without 
fusible plug for temperature 
relief 


ESTABLISHED 1894 
THE BEATON & 
and finished appear 


CADWELL 


MANUFACTURING CO. jobs 
NEW BRITAIN, CONN. 


Perfection 


Floor and Ceiling 
Plates. All types and 
sizes to give a neat 
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‘STAINLESS STEEL FLUE 


PACKAGE 
CHIMNEY 


ported by the exclusive McQuay stainless 


spring spacers for strengtt 
| McQ t rime On desizn pe WUICk 
} ) es | top to botto 
for peak ciency. There thing to deterior 
thing C C t. Re ( 1S large 
( x 0 t 1) 24" cap 
For be 1 vreate ec ) recol end 
sMcQu packuge chimney on every job. Terr 
toric re being a gned. Write to: McQuay, Inc 
McQ 


1636 Broadway St. N.E.., 
Minne ipe 13 Minn ality 


Meets the Original and More Severe Underwriters’ 
Laboratories Standards 103, March, 1956 
ECONOMY ( t ne-third to one ilf as sarety — Listed under the re-exan 


Pre-assembled:to: service. of Underwriters’ Laboratorie 


I 
e approved list of F.H.A. and V.A 


1o support 
LONGEST SERVICE LIFE I t ‘ LIGHT WEIGHT Load ¢ ipT 
or pounds per foot ol c e 
S \ turter SHIPPED COMPLETE ‘ 
S 24 tructions for mple All 
t esired length inits are individually packaged 


Fluid Controls Institute 
Elects Dean Madden 

LAKE Puacip, N.Y M 
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Mobile Display Used to 
Promote Softener Sales 


CaENI 
( 
S 
( 
¢ 
Bennett St 
ece al i f ent 


Union Carbide's UCON 
Refrigerants Introduced 


CINCINNATI—A 
UCON ente 
{ Val Cc 
Che Cx 
t Institute, W. \ 
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te ind steam shipped in April. vs and 31.900 
4 
| | 
Des med and engineered by McQuay 
ind suitable for all fuels, (Type A) this 
new package Chimney has a 7” stainless 
st f] Wit ized steel inter] ner 
tion 
4 HE 
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FIRST AID to Heating 


REMODELING JOBS! 


HOW TO 


$350 


POSTPAID 


USE TH 


~~ ‘ 
: 


IS B 


— 


UF 


Every heating man doing remodeling work ts 
called upon to revamp jobs having existing 

It is vital for him to know the 

ratings of these convectors, either in Btu or 

e.d.r. Normally he has no ready way of iden 

tifying the convectors or establishing their 

rating. The Convector Rating Book solves 
this problem with the greatest of ease 


convectors 


This book has been designed to remove every 
element of chance from all convector jobs 
Now it will be possible for you to determine 
quickly, accurately, the exact rating of hun 
dreds of types, models and makes of con- 
vectors 


No matter what size convector may be in 
volved or who the manufacturer may be the 
Convector Rating Book will take the guess 
work out of your heating survey. Since you 
will want to take this book to the job, it has 
a flexible but durable cover 


Diagrams, clear cut illustrations and accur- 


ate rating charts are used profusely through- 


Domestic ENGINEERING, JuLY 1958 


THE CONVECTOR RATING BOOK 


out to 
When 


SAVES YOU TIME, ASSURES ACCURACY IN IDEN- 
TIFYING AND SIZING INSTALLED CONVECTION 


greatly facilitate the use of this book 


you follow the simple step-by-step in 


structions you just can’t go wrong 


You can’t go wrong either if you order your 
copy of the Convector Rating Book now 


DOMESTIC ENGINEERING 
COMPANY 
Book Department 
180! Prairie Ave.. Chicage 16. 


Convector Rating Book 
($3.50 each) 


My [) check [) money order in the amount of $ 
is enclosed. 


Street Address 


It is understood that if | am not completely satisfied, | may return 
these beeks within ten days and full purchase price will be refunded. 
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Ne Cit 
Be Fair to Wholesaler, CSA 
Chief Urges Contractors 
Los ANGELES—Delegate 
tir e of the Me 
( ti A of Ame 
Andrew e! t 
Central Supply Assn. and | 1 of 
= 5 the W. T. Andre Co., Detroit 
filling his econon function, pre 
i@c . . ye orf 
MILES-AHEAD les local stock, quotatio 
estimating help, information about 
nd at the ame time in ar I 
AERO-SEAL Clamps go hand in hand with t ent Db es i 
AERO-SEALS are the original precision wor 
band, gear and housing all of 302-18-8 stai s ‘Cer Suppl Ass stands fo 
greater strength — a completely leakproof s it an oot lesaling he told the 
aging pipe. They offer maximum corrosion resistance. The precision nd T hate? 
worm gear is self locking, and once tightened, AERO-SEALS will not 
come loose. When desired, they can be removed in seconds and are BS ip and vholesalers are bad 
re-usable again and again. Others may LOOK like AERO-SEALS, but tne tl i t O 
: why not get the first and foremost in pipe clamps? t define the difference betweer 
REGULAR WORM GEAR HOSE CLAMPS those I dqon t He irged that 
hen contractors have omplaint 
busine the ndividualize it 
rather thar im} | vholesaler 
BREEZE CORPORATIONS INC., 700 LIBERTY AVE., UNION, NEW JERSEY a Sa a ee 
Please turn to page 173) 
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JOIN THE 


“can’t lose” 
Flexible Plastic 
Pipe Contest 


»+.you may also win one 
of 4 trucks...in addition 
to one of 100 other prizes in the 
DU PONT PLASTIC PIPE CONTEST! 


Cresline is the proved right flexible plastic pipe. Proved 
right by grueling accelerated tests. Checked for 
quality through every stage of production. Approved 
for drinking Nater use b the National Sanitation 
Foundation uaratl teed i B cause 
Cresline is made of Du Pont Alathon 25, the finest 
quality virgin polyethylene, those who handle Cresling 
are eligible to enter Du Pont's easy contest. Entry cards 


are attached to each coil of Cresline 


ble Plastic Pipe 


and name of 


your Cresline 


Flexi- 


for literature 


Write today 


representative. 


Investigate KL (Kralastic) ... 


—— 


“HOW TO 

CHOOSE AND 
USE FLEXIBLE 
PLASTIC PIPE" 


the superior plastic pipe for extra-rugged use! 


is made from 100°7 vir- 


Cresline KI 


gin Kralastic resin. The 


pipe 
lightest of all semi- 


rigid or rigid plastic pipes, it Is excellent 


for many home and industrial uses includ- 
ing drinking water service lines where 
working pressures permit. Because of its 


extra strength, it can be used in many ap- 
plications instead of metal pipe at a sav- 
ings of 50°C to 75 on installation costs. 


Write for details. 


All Plastic Pipe Is Round, Black and Has 
a Hole in It... But There Is a Difference! 


CRESCENT PLASTICS, inc. 


Dept. E-8, 955 Diamond Ave. ° 


DOMESTIC 


ENGINEERING 


Jury 1958 


Evansville 7, Ind. 


Sell More - Make 


ONLY the BEST | 
More 


Less Inventory 
Less Warehouse Space 
Less Capital Needed 
Less Insurance 
Less Orders and Checks 
Less Property Tax 
Less Freight to pay 
Fresh Stock Always 
All Cast-Iron Lavatories 
Acid-Resistant. Save 10 
Deluxe Glass-lined Water 
Heaters at economy prices. 
Well Balanced Stock Always 
Turn Stock 18 times a year. 
Merchandise is sold before 
Invoice is Due 
Combined products shipped 
on same load direct to job 
or warehouse. 
Yes, these and many other 
advantages are exclusive to 
U.S. Distributors: Full line 
cast-iron, steel, vitreous 
china plumbing fixtures, 
lavatory vanities, together 
with gas and oil-fired heat- 
ing boilers, gas and oil-fired 
glass-lined water heaters. 
baseboard radiation, oil 
burners. All products manu- 
factured by U.S 


PLUMBING FIXTURE CORPORATION 
1130 CITY PARK AVE. COLUMBUS, 
A request will bring the latest U.S. Catalog. 


| 
LINE of 994 
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LARGE OR SMALL 


JO-BLAST 
POWER GAS BURNERS 


SAVE MONEY 


THE 
ECONOMITE 
FOR RESIDENTIAL 
INSTALLATIONS 
Capacities from 
75,000 to 700,000 
BTU/hr. input 


THE 
STANDARD 
Lo-BLAST 


ye Capacities from 100,000 


to 20,000,000 BTU/hr. 


input. 


THE 


Lo-BLAST { 


The finest gas burner...the 
finest oil burner now com- = > 
bined in one great unit ne 
Capacities from 600,000 to 
2,500,000 BTU/hr. input. 


AVERAGE 10% LESS IN OPERATING COST 


Lo-BLAST Power Gas Burners save money because 
they eliminate the fuel waste caused by uncontrolled draft. 


When a power type burner shuts off, there is no rush of 
draft air to carry heat up the chimney, a condition which 
would cause a serious fuel waste. The Lo-BLAST Burner 
does not depend upon natural draft, but upon air sup- 
plied by a small qazet blower. It provides combustion air 
only when the burner is on! When the burner shuts off, the 
flow of air shuts off. The heating plant thus retains much 
of its heat between operations 


That's why Lo-BLAST Burners cost substantially less to 
ope rate 


SEND TODAY FOR COMPLETE INFORMATION 


MID-CONTINENT 


METAL PRODUCTS CC. 
1960 N. Clybourn Ave., Chicago 14, Ill. 


Now You Can Stock and Sell = 


one line of 


Water System Parts 


THE 
LINE 


Designed to give maximum efficiency and 
long, trouble-free service, Brady water sys- 
tem parts improve any water system. When 
you stock and sell Brady parts you sell the 
*Protit-Maker” Line. Maximum discounts 
for stocking wholesalers mean added profits 


BRADY AiR CONTROLS 
Standard of the indus- 
try — available in all 
required sizes. 


BRADY 
WATER TANKS 


The only tanks 
engineered for 
domesti Water 
SVstems- doubly 


resistant to cor- 


rosion. 


BRADY-GUINARD 
FOOT VALVES 


Handle more water without 
choking — Three sizes avail- 
able — ‘Water flows free as 
a waterfall.” 


BRADY SNIFTER VALVES | 
Tamper-proof, leak- 
proof —no moving if 


parts. The one valve 
for all applications. 


For complete information and discounts, write 


| Brady COMPANIES 


18th and Ebright Streets, Muncie, Indiana 
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‘we modernized ’’ 
News with room by roorm 
ZONE CONTROL 
[don't | CONTROL » 
New ARI Chief Outlines 3-Point 
Program For Profit in Air Conditioning 
I titvite } rhe ARI pre ZONE-A- ROL 
eH 
Automatic 
ZONE CONTROL 


with only one 
Circulator... 


| 
N@ 
makes 
ZONE CONTROL 


..2asy. 
imexpensive. 


to imstall 
By controlling the flow of woter from oa 
single circulator, ZONE-A-TROL valves moke 
it possible to instal! zone controlled comfort 


on any hot water heating system with only 
one circulator and one relay. By eliminat 
ing the extra cost of separate circulators 
relays, and flow valves, ZONE-A-TROL 
makes zone-controlled heating installations 
easy ond inexpensive to install 


ZONE-A-TROL valves may be installed in 
any position or angle on the supply piping 


oli ‘ 
as desired ) for each zone and are then wired to a 
for a Lifeline of Comfortable Liring controlling thermostat located in the cor 
Living rooms, bedrooms, kitchens, bathrooms responding zone. Using low voltage wiring 
etc. may be set ot different temperatures and no BX cable is required and wiring time is 
fhe temperature in any zone or room may be cut to a minimum 
A raised or lowered to suit each occupant’s re TODAY On 
t ad quirements for any hour doy or night SLUNG COMFORT CONTROL BY 


for New Construction or Modernization 


ANIFOLOS 
CIRCULATOR FLO VALVE PROTECTOR MAN 


Have you anything besides ‘hot’ and 
‘cold’? | can afford it.” 


noe 


ECONO PRODUCTS COMPANY, INC East Hoddom, Conn Divimon of Viking Instruments, ine 


Living room of as desired 
~* 
a 
Bathroom 80° or as desired 
| / | 
COMFORT 
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size torch for each job 


standard equipment for p 
ments, utilities, 


SAVINGS 


Inston 


ine torehe 


ole in 


flame with te mperature 


upto 2700°1 


went ins 


oil pipe 


even 


ean proce ‘ 


They 


joint Ci 


ind economically 


sizes to 
making it 


always have 


hoose 


possible 


heating 


copper 
pipe fitting and melt out 


SOLDERING 
AND 
MELTING 
OSTS...USE 


instant lieht 


will 


from, 


the right 


Flame sizes range from a pencil flame on the No. 1 


ty pe. 


In 


lumbers. 


Insto-Gas 
are available 
evlinder 


lorch, up to a giant four foot flame on the No. 70 Torch 
acetylene and time consuming gasoline equipment, 


Kliminate costly 


melting furnaces 
in two styles: 


mounted and floor 


Melting 
range from 40 pounds of lead 
minutes, 
pounds of lead in 15 minutes 
Insto-Gas furnaces are noted 
for their 
and convenience. 

Also used by water depart- 
piping contractors and industrial plants for 


speed, economy 


capacities 


up to 200 


They are 


melting lead, solder, babbitt, zinc, paraffin, asphalt and other compounds. 


25 years of PROVEN DEPENDABILITY 
SOLD THROUGH BETTER 


WHOLESALERS... EVERYWHERE 


*Trade Mark Registered U.S. Pat 


INSTO-GAS CORPORATION | 


Office 


998 E. WOODBRIDGE 


DETROIT 7, MICH. 


News 


N. Y. Governor Gets Word: Plumbing 


Contractors Back New Standards 
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IN 
= \ 
\ 
r 
o-gas 
Ten 
f ; Bincuamron, N-Y.—-Tinker Sacklegg tool 
eA tion to t fect ed unal 
re ecent stat entior it point 
! hcient re l rmnore tior it 
Standards of the State Building Constructior 
tand become effective August 
( 4 15. 1958. int nicipalities that e the stat 


lWhen you're up against 
Price Competition 


POLAR 
WARE 
gives you a 
Big Competitive Edge 


in a 32” stainless steel double sink 


@. When you're bucking price, Mr. Dealer, you can 
do one of three things 


Model P32E 


Walk away from it, get pushed 


around by it, or fight it out to win. 

And if you're the fighting type, Polar Ware has the 
stainless sink you need in the popular 32” double bowl 
type, that will bring the business your way. Here's a 
sink of 20 gauge 18-8 non-magnetic stainless steel, 
fully workmanlike, fully undercoated, fully qualified 
to carry the quality name Polar Ware — yet it’s priced 
to meet the demand of that hard-headed buyer who in- 
sists on a bargain. 

Polar has it for him, and for YOU. Ask your 
supply house, and if you are not aware of the distribu- 


tor in your area, please cal] or write for the name. 


Polar Ware Company 


* 4900 LAKE SHORE ROAD, SHEBOYGAN, WIS. 


Merchandise Mart — Chicago 54,Room 1455 


Lexington Avenue Senta 
New York 17, N. Y. 


Offices in Other Principal Cities “Designates office and warehouse. 
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DO YOU FIND YOUR 
PUMP PROBLEM HERE? 


Then You'll Find Your 
Best Answer Here— 


F-M Pomona Water-Lubricated Turbine Pumps 


Al iasity inatalled, for 
ne fleldl Available with 


F-M Split-Case 


Centrifugal Pumps 


pre in ind 
‘ for any 
requirement 


Single stage or 


F-M Westco Peripheral Pumps 
Capacities to 200 gpm. Pressures to 
900 ft. Sizes 1'4" through 21'9". 
Horizontal! single-stage or multistage. 
Develops high pressure at normal 
inl oper iting speeds. 
F-M Builtogether 
~ f AV Capacities to 900 gpm. 
Pressures to 525 ft 
¢ Sizes 34" through 5’. 


tg ) Single-stage or 


multistage. 


FREE! Expert Engineering Help at Your Service 


Be sure of low-cost, foolproof pumping installations that 
match your exact requirements...call in your Fairbanks- 
Morse Sales Engineer. Take advantage of his broad 
technical background and expert knowledge of pumps for 
air conditioning, plumbing and heating. Call him today, 
or write Fairbanks, Morse & Co., 600 So. Michigan Ave., 
Chicago 5, Illinois. 


FAIRBANKS-MORSE 


@ name worth remembering when you want the BEST 


PUMPS « SCALES « DIESEL LOCOMOTIVES AND ENGINES « ELECTRICAL MACHINERY 
RAIL CARS » HOME WATER SERVICE EQUIPMENT *« MAGNETOS 


{ Hot Water Circulation Not and Cold Liquids 
— = 
175 


SHOWER STALL 


WW 
W 
2 


Priced Remarkably [ow 


Highest Quality Conetruction + 


martect Styling 


SPAR H AN SHOWER STALL COMPANY, INC. @ 52-55 74th ST., MASPETH 78,N.Y. 


MANUFACTURERS OF 


AT 


ECTRIC 


SPARTAN BASEBOARD CONVECTORS El 


News _ 
t 1) 
Stephen A. Young Corp. Joins 
Plumbing Brass Institute 
Plant Expansion Boosts 
Massey-Ferguson Output 
{ 
( | 


“Il realize you don’t need a whole new bath 

room set, Mrs. Rafferty, but | just finished in 

stalling one for Mrs. Jones and thought maybe 
you wanted to keep up.” 


| 
j 
< 
| 
J 
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FOR MOST PROFITS, YOU NEED MOST 


POWER! 


HERE IT IS... 


VOGEL 


NON-FROST-PROOF 
SEAT 


ACTION 
CLOSETS 
FOR 


INSTITUTIONS 
10 scHools & CHURCHES 
INDUSTRIAL PLANTS 
14 PUBLIC & SEMI-PUBLIC 
INSTALLATIONS 
WHERE THE FROST- 
PROOF FEATURE 
aa IS NOT REQUIRED 


For small lines use a Specialist” 
Handylectric Snakentainer 


MANUFACTURED BY 
- JOSEPH A. VOGEL 
COMPANY 


WILMINGTON, DELAWARE 
SEND FOR CIRCULAR V-103 


Get profit-making details on our complete line of 
Large and Small Sewer & Drain Cleaning Equipment 


GENERAL WIRE SPRING CO. 


906 S. SARAH STREET, PITTSBURGH 3, PA, 


Every Closet Is Tested Before Shipping 


PLUMBING AND 
HEATING 
WHOLESALERS 


wth ONE UNIT 


FILTERS... 

all suspended matter | 
SOFTENS . 
to zero hardness | 
REMOVES IRON... 

both Iron Rust and 
Published in Iron in Solution | 


TT 
QUICK AND Two Editions + 
the MASTER and 
EASY WAY! Y 
SUPPLEMENT Copy } 
Its easy to sell, because with 
just one unit you can solve the 
Here are two beautifully bound, loose-leaf price data books three most common headaches of 
for the Plumbing and Heating Wholesaler. Fully illustrated. the _ water treating industry 
24 sections of vital information. The MASTER COPY keeps 
you up-to date on market changes, etc. Size Bia" x I x Wa". correction for filtering, softening 
The SUPPLEMENT COPY is designed for wholesalers or jobbers and iron removal problems 
who find it necessary to have a tailored price set-up to meet The Diamond 31 Uni is the 
their own individual needs. Adaptable as a price service book 
to the customer. Size: 842 x 11 x 1% or 2% inches. Published iol 
by the publishers of the Bradford Price Book chat’s required. Fally anaventeed ‘ 2 


or complete info ation, write 
The Write fer Fall latormaties Today 


\Mac EWAN MARKET MANUAL’ OSHKOSH FILTER & SOFTENER CO. 


OSHKOSH, WISCONSIN 


QUINCY 69, MASSACHUSETTS 


| 
DIFFERENCE! 
| | 
muy Now DIAMOND does it 
Salue Your 
DomESTIC ENGINEERING. Jury 1958 177 


= 


“WILMINGTON 


HUB TOP DRAINAGE FITTINGS 


} 
F-201 
F-206 


Write for Complete Catalog 


LOOK FOR THE co 


The W ilmington ( asting Company } 


WILMINGTON . . OHIO 


SEALED TIGHT 


with 
RK 
Seal water, gas, and low-pressure lines positively 
with KEY-TITI 
New Improved Formula contains special ingredi- 


ents that increase pliability and open-can life 

Easy to Apply—goes on with a brush 

Easy to Break—can't freeze joints. 

Order KEY-TITE from your 
local supply house or write 
for FREE SAMPLE to try on 
your next job. 


W-K- NI 


AY) [TITS 
IMPROV?” 
FORMU! 


News 


Speakman Co. Honors 62 Old-Timers 
at Special Dinner Meeting 


_ 
1 


Special Deal Offered by Youngstown 
on Kitchen Promotion Accessories 


SatEM. O—T 


It's working fine now, Mr. Martin 


3 8 | Ame es fe the +} f 1958 
Thornbre The ne 1958 
| car vie | 
| 
\ > help dramatize the featur 
| H \ 
1 
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ENDS 90% 
OF TIME 
SPENT 


Calculating 


Heat Loss? 


HERE IS THE MOST 
USEFUL TOOL IN THE 
HEATING BUSINESS! 


Heat Losses Pre-figured for 
All Common Room Sizes! 


More than 100 separate heat loss figures for each room, taking 
into account such variables as number of walls exposed, ceiling 
exposure, exposed glass, type of construction, etc 


SAMPLE SHEET SENT 
UPON REQUEST. Write to- 
day! 


TIME SAVER 


648 GOODWIN AVENUE 
MIDLAND PARK, N. J. 


FOR REAL HEATING EFFICIENCY 
FOR TOP DOLLAR VALUE... 


BOILER AND BURNER 
MANUFACTURING CORP. 
Lancaster, Pennsylvania 


QUEEN CITY 
VALVES 


No. 125 
BRASS GATE VALVES 


Iron Pipe Size 
Non-Rising Stem—Wedge Gate 
Size—39” to 2” inclusive 


No. 125 C 


BRASS GATE VALVES 


Copper x Copper 
Non-Rising Stem—Wedge Gate 
Sizes—2”’, 1” 


No. 250 
SWING CHECK VALVE 


lron Pipe Size. For steam and water line at pressure up 
to 125 Ibs. Sizes 12” to 2” inclusive. 


QUEEN CITY VALVES, INC. 


1203 Findlay St., CINCINNATI 14, OHIO 


SULFLO 


Is Your Best Buy 


Because Drop By Drop 
“IT STICKS ON THE JOB!” 


*Trade-Mark 


of Sulfio, Inc 


SULFLO NO. | 


For Hond Threading, Tap 
ping ond Brush On Jobs 


SULFLO NO. 2 


For Machine Use Lighter 
in density than No. 1. Has 
same properties as No. 1 


SULFLO Machine-Kut 


For Pipe Threading Machines and for the machining of high alloy 
steels. Machine-Kut is a sulphurized fluid type cutting oil, trans- 
parent on work 

Sulflo Products Are Sold By Selective Distributors 


(If you don’t know who your local SULFLO Distributor is, write us— 
we'll be glad to send you literature and put you in touch with him.) 


SULFLO, INC, cvizaBetH 4,N. J. 


Why Waste Hours 
Losses 
== GAS BOILER 
PENN 
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WESTERN WIRE protects the Plumber 


NO SHARP EDGES 
ay 
700000000" 


perforated hanger bar 
SPEEDS THE JOB—SAVES HANDS! 


Another improved Western Wire 
product—at no increase in cost! All Gem 


sharp edges removed from SAFE-T- -y Aegis Class 9037 Type HG > 
EDGE. Work flows faster! Modern 
packaging reduces “handling” time for CONDENSATE 
for everyone! Speeds inventory! - > 
Order SAFE-T-EDGE from Western SSFie PUMP CONTROL 
* Easily adjusted * Float indicator « Dial indicates 
PACKAGES asily at in r dicates 
yater rel change * 2) fitt tange 
aa ae ate lev change 2 be ing with tangent 
OTHER IMPROVED as needed hex” for easy installation * Switch action revers- 
PLUMBING PRODUCTS 50’ and 100’ coils ible in the field »* Supt nea with float support 
WIRE PIPE HOOKS—Standard Plain or galvanized bracket to eliminate shipping damage after 
and Thrift. Plain and Coppered No. 5/0 x24 GAUGE installation on pumy 
FLATTENED LAG SCREWS with bolts No. 00 x22 GAUGE , 
HANDY ANDY VISE STANDS No 000—-2/,x20 GAUGE 
Write for Bulletin 9037-HG. Address 
Lorger Sizes up to 1¥"'x12 gauge Square D Company, 404] N. Richards St., Milwaukee 12, Wis. 
A Si Bundl 
SEND FOR CATALOG =471 


PrRobucTS COMPANY 
ST. LOUIS 4, MISSOURI 


PREFERRED 
u KANSAS CITY wo. 


BUSINESSMEN, 

by EXECUTIVES, 

FAMILIES 

} certain convention periods. all 


vailable Kansas City hotel rooms are 


a) frequently taken 

i You can be assured of comfortable a 

commoedations Kansas City, by writ 
ine for vour FREI Preferred Guest 


Card” from the Bellerive Hotel. today 


} thy f 


and business executives for convenrence 


ind courteous he italitv. at) sensible 


100°. rates cuarantees with advance notice) 
AIR-CONDITIONED reservations anvtime of the vear to vou 
the preferred euest. Ask for vour “Pre 


ferred Guest Card”, t re at no 
bl 


Home of the famous 
Rhythm Room 


igation. Free Radic Television set 


Free Parking Room, Rates 4 50 


BELLERIVE Hotel 


214 East Armour at Warwick Boulevard 


PRODUCTS, 
INC. 
BOX 427 
GALESBURG 
ILLINOIS 


IN CHICAGO IT'S THE HAMILTON HOTEL 
20 S. Dearborn Street 


4 TANK FLOAT SWITCH 
| | | | | (| 
TURBO-ACTION 
Get complete focts and 
Prices now on proven 
MAYCO prof 
30,000...50,000...and 
83,000 grain capacities... 
MAYCO 
| 
‘zeolite 
© simplified operation — 
DoMESTIC ENGINEERING, JULY 195 


y 
‘ 


K 
( Tu 
No more disappearing faucet aerators! Bubble-Stream can't] ONLY YOU CAN 
eD be pilfered! Aerates every drop of water transforms ordinary UNSCREW IT! 
Model K vP w aera 
M M vP f “ yw any 
i i 
; THE ONLY FAUCET AERATOR 
4 WITH ONE INTERNAL PART 


y Order from your supplier or write: 
339 West 112th Place, Chicago 28, Illinois 
Clary, McElwain Open New 


Wholesaling House in Florida 4 


~ 


RESTAURANTS ED 
HOSPITALS THEY ALL NE 
CHURCHES BOOSTER 
G * SCHOOLS 
HL. C HOTELS TE HEATERS 


MOTELS ELECT 


J 
B 
( a ( 
Ci ‘ 
RB } 


R. G. McElwain 


vice president im chavs’ AND BIG OPPORTUNITY FOR YOU! 


Ni d on of Bo Warne ! 
resto 


lel Look oar nd you! Among the schools, hotels 
5 af : rants and similar institutions in your community 
i I t wherever the need for Hot Water in abundance is a 
d been ad | " ale manager {or requisite, you ll find a ripe market for LECTRO-SPEE[ on 
= | ( Cy | BOOSTERS and ABCO Commercial Water Heaters 
’ Designed for efficient, long-lasting and dependable 
h ¢ operation, these units carry the Underwriters’ Labora 
Cc entir on the ne enture. Clary said tories and ASME-NB labels. Each is covered by the - 
manufacturer's warranty 
i la \ 
tr; heatin n Flori- WRITE DIRECT TODAY OR CONSULT YOUR WHOLESALER 
cent ul asonal 
H 
ea added: “We look for a NG co ¢ 
APPLIANCE BUILDI INC. 
t \ t eplacement 6505 SEAVIEW AVENUE SEATTLE 7, WASHINGTON 
1) I I Jul 18] 


and dish-washing detergent in sales promotions 
Market 


WITH THE GREATEST 
AYA) SELLING FEATURES 


IN YEARS! 
HAS THE MOST 
COMPLETE LINE 
OF GAS HEATERS 
for every need! 
The 
RADIANT FRONT 
GAS 
CONSOLE 
The 
PLAIN FRONT 
GAS 
CONSOLE 
aas She votlern fuel 
| THE MOOERN HEATER 


MANUFACTURING DIVISION 
OF DOVER CORPORATION — LOUISVILLE 1. KENTUCKY 


KEK-CLEANED BOILERS 
LAST LONGER 
GIVE EVEN HEAT 
WITH LESS FUEL 

STEAM AVOID 
FASTER > C 


Ai® LOCK 


LABORATORY 
MADISON, NEW JERSEY 


TESTING DEVICES 


LEAK- GUARANTEE 
PROOF GASLINES 
Test your gas line installations with a Beekman 
Gas Proving Pump and Beekman improved Mer- 
cury Column to insure a leak-proof job. Quick 
simple, and positive check against gas line leaks 
MUTUAL MANUFACTURING CO. 
Dependable Testing Devi 
45-16 162ND ST. FLUSHING 58,N. Y. ( 


News 


J-M Offers New Transite Pipe Sales 
Promotion Plan at NAPC Show 


Federal Boiler Offers 10-Year 
Guarantee on Steel Heating Boilers 


Here's a Chance to Learn More 
About Wood Kitchen Cabinets 


t the en 
Jot DeB | (; 
; Addr th \ 
| = ANGELES \ ney evel 
CF 
| /to be sure gp | 
| = New York A 10-y« arantee a t 
an WATER | 
Cuicaco— Contractors wanting to e1 the 
5 +; n W oO K net 
State University, East Lansir spor 
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Dunham-Bush Shifts Plants 
in Streamlining Program 


West Hartt 


Southern Porcelain Modernizes Plant, 
Assures Color Matching of Fixtures 


Dau TEX 


Don't tell me, let me guess Kelly's 
bar room had another leak! 
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Cast Brass FITTINGS 


Every Fitting 


Air-Tested 
Ye UNDER W ATER I 
LEE th 
Ar 
if thar ich LEE ficeing 
LEEK - proof t t tO ser 
wel t 
I he kn LEE « t stood for 
highest lit CAST B I CAST Drain 
Fitting CAST Bra Screwed 
gs. G Wastes, and Valves in 
Brass, Bronze nd Copper. § nderstandabLEFE the 
he s LEI 


J) For quicker Service, reserve factory stocks carried in New 
Eien York, Chicago, Boston, Los Angeles, Philadelphia and 
Anniston. Write for large, illustrated cotalog No 


LEE BROTHERS 
FOUNDRY CO., Inc. 


P. O. BOX 231 « Ps a ALABAMA 


... and the WARNOCK 
SIMPLEX 


STRAP WRENCH 


can’t scratch 
pipe that is 
polished 


‘protects polished pipe” 


Its simple, yet extra strong, construction as 
sures quick and safe handling of plated and 
polished pipe. A rugged, woven strap, its curved 
nose and unbreakable handle are outstanding 
features of the Simplex. 


For complete information ask for Bulletin D-54 


LOWELL WRENCH Co. 


WORCESTER 8, MASS. 


we 
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te costly overlapping of basie engin LEE... Jhe LEE dors for Over 40 Ycars 
the eve nts. Execut 
Quiihe! 
tified and guaranteed col 
tching for the 14 col ‘ ! pre ict 
|| 
AK 


These new spray 


smart choice for today’s public washrooms. Chicago Fau 


gives you the widest choice, with models for 


one has the same close-with-the-; 


ating unit that has made 
Chicago Faucets first 


choice for trouble-tree 


service and lasting 


economy 


No. 967 Centerset design, for 
4? 
yvatories drilled on centers 


educes splash and 


woter waste, permits washing in i 


clean, running water 


Chicago Faucets 
are distributed 
through the 
plumbing trade 
exclusively 


THE CHICAGO FAUCET CO 
Chicago 39, Ill 


CHI 
FAUCETS 


Last As Long AS the Building 


ressure, renewa 


head faucets are a 


icet 
ill needs. Each 


ble oper 


On) 


News 


Trane Gives 6 Students 
Pre-Engineering Scholarships 


College, Utility Appliance Corp. Join Forces 
to Design Air Conditioning-Oriented Home 


| 

tobert Simon, La Crosse: Jam 
| State Pole Cllrs the se 


ALERT | 


...advertisers who want 
dominant sales action 
in heating, plumbing, piping 


and air conditioning... 


FOLLOW THE 


PATH 


which leads directly 
to the contractors, 
wholesalers and engineers 


who control more than 


80% of the sales! 


now, 
you 
need 
follow 
only 


one 


to dominant 
sales among 
the men who 
control more 
than 80% of 
the heating, 


plumbing, piping and 


air conditioning 
industry’s 
buying power! 


these two publications can 
help you to reach and influence 
all of the industry’s select factors: 


contractors, wholesalers and engineers... 


DE is preferred reading among the Here is a new) publication 

industry s contractors and whole issue: September, 1958) whict 
salers who account for the bulk of be read by the engineers wh 
sales. And they PAY to read it, for count for the bulk of specifica 
out of 6 national business paper in this industry. [t can help yo 
and 32 regional publications serving the specifying engineers by t 
the field, only DE offers fully paid your product story into the VY 
circulation! Add to this, consistent ZONI where you establish 
award-winning editorial and adver product identity with these 

tising leadership and you, too, must neers. This publication repre 
choose DE as your prime adverti in opportunity to hit at the 
ing medium nucleus of volume sales! 


DOMESTIC 
ENGINEERING 


There vou have it... the tot 
sales concept through which yo 
sales success in today’s domin. 
piping and air conditioning m: 
every manufacturer demanding 
effectiveness from every adve 
it makes sense to investigate 
direct-economical avenue to th 


influences. 


This is the MEDIA PATH: th 
four publications which take y 


tractors, wholesalers and engi 


ACTUAL 
cocking 
T 


these two focus...on your product... 
the attention of the same buying influences 
at the point of 


purchase or of specification... 


ion (first Phe basie source of purchasing Your prime sales target at the point 
which wall formation for the industry's top of specification in heating, plumb 
who ae Wholesalers, large contracting firm ing, piping and air conditioning ts 
cifteatior md government agence It serve the pecifying engineer You can 
Ip you sell is the one simple, direet, economical reach and SELL him at this climax 
by taking means by which you get your cat tic second level of sales productivity 
eNVYING tlog data into the hands of mad PHE SPECIFYING ZONE 
blish your used by these most important where your products are spect 
hese engi buver It is the purchasing refer fied, through ENGINEERS Propuct 
represent emer urce where these buyer kine. This is a new, vital catalog 
| the very come looking for you with buying service functioning in the specifying 
is their objective! zone, where actual sales originate! 


contractor wholesaler engineer 


aim CONDITIONING 
REFRIGERATION 


« total package ... the total where sales originate. One path -THE MEDIA 


h vou can achieve dominant PATH enables you to tell your sales story in a pin- 
minant heating, plumbing, pointed, highly coordinated manner. Concentration 
wg market. And today. with of your advertising in each of these four publications 


nding a full measure of sales presents you with the opportunity to directly, result- 


advertising dollar invested, fully and economically reach and SELL these men 


gate and discover the one- who run America’s heating, plumbing, piping and air 


to the industry's big buying conditioning industry. We suggest, then, that to sell 
all the men who can help you take your products to 
1: the logical combination of market. vou FOLLOW THE MEDIA.PATH . .. tell 


ike vou directly to the con- your sales story in all four of these Domestic Engi- 


engineers who control sales neering publications. 


j 
CATALOG DIRECTORY fimeers’ 
4 and 
a 
ra 
ct 
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a helpful 
extension 
of this 


concept 

can be found 
in these 
marketing and 
merchandising 
services to 
advertisers 


DOMESTIC ENGINEERING COMPANY 


PRAIRIE AVENUE, CHICAGO 16, ILLINOIS 


Phe mest complete up-to 
date lists of important tndus 
try faetors. ‘Vhis mailing list 
service is available to adver 
lisers for their direct mail pro 
crams to the heating plural 
Ing. and airconditioning 


midustry 


Available without cost to 
manufacturers using Domesti 
Engineering, Domestic Ene 
neering Catalog Directory 
Vctual Specifying Engineer 
ind Engineers” Product) kik 


is oa unique registry of 


Inanubacturers representa 
lives the heating. piping 
plumbing and amr conditioning 


midustrs 


Helpful copy layout idea sug 


gestions for both advertis« 


ments o1 complete catalogs. A 
protit “assist for those 
mantubacturers who have not 


vel appomted an advertising 


Available from the editorta 
programs of here is a com 
plete package of merchandising 
aids for contractors, whole 
salers and manufacturers 
Ineluded are window posters 
stickers, advertising logos, cat 
alog reprints, editorial and 


advertising reprints, et 


An entire division responsible 
for the compilation of statis 
ties, related marketing data 
and consultation on the dis 
tribution of products in’ the 
heating, plumbing, piping and 
air conditioning field. Also, 
files of information on broad 
product categories and specific 


products are maintained, 


| 
« 
: 


and Beats 


the rigid requirements of 


Middlesex Machine Co. 
Opens Office in Boston 


Johns-Manville Builds Texas Plant 


to Speed Up Transite Shipments A PC oO 


Der g 
R | Centrifugal casting in sand lined molds 
makes “pipe dreams” an APCO 
This new process brings many im — 
{ nents in cast soil pipe 
out! That's why APCO ts "1 istin 
& 
UNIFORM THICKNESS at every point 
und throughout cach length’ EASY TO 
cuT Even with a cold chisel Cut 
smooth’ every time 6” 
—_———_~ gal casting produc« even grain and 
smooth textured metal throughout ee 
no secepagt 5 
SEAMLESS. Each length spun a com 
plete unit—no seam 
STRAIGHT. Every length uniformly 4” 
straight Yet, as soil pipe, flexible t 
Rive at the joints with ground shift 
| Fvery APCO pip ‘ f 3” 
UNDE} WATE 


APCO sing f ( 
Soil Pipe Ir 

APCO makes a complete line of fittings 2” through 15° 
r complet nformatior 


Fo 
The end of the hub is pointed ORANGE 
| )) ALABAMA PIPE COMPANY 


APCO, send 


Principal 
GENERAL OFFICES — ANNISTON, ALABAMA 


~ 
MEMBER OF CAST IRON SOIL PIPE INSTITUTE \P 


News 
Gjorlaslingly 
tot the Cast Iron Soil Pip 
; 
Domi ENGINEERING, JULY 1958 


ALO 


MANUFACTURING 
COMPANY 


PROTECTUB 


HAMILTON STREET 
PHILADELPHIA 23, PA 


GUM-A-TUB 
COATATUB 


lain enomel repoir and touchup 


t repair above and below water line 


f not available at your wholesaler, write Dept. E-7 


PROTECTUB INC., 71 Ludlow St., New York 2, N. Y. 


CHECK VALVES 


with the famous 
RUBBER POPPET 


Silicone treated 


don’t leak won't stick 


Order from * Ask for 


your jobber 


Bulletin 702CV 


Handy TUBE BENDER 


Smoothly Bends Any Pipe or Tubing 


to 1's” O.D 


e Just a twist of 
e wt 


, / on ONE job t 
if nay for y ur s 
( HANDY TUBE 
. BENDER 


BROS., INC. 


} NILLOW ROAD @ EVA I INDIANA 


( 
) 
( 
) ) 

American-Standard, New York Cits 

Autovre Co. subsidiary of Ekeo Products Co 
( hicage I t 


Brvant Manufacturing Co Indianapolis 


Bruner Corp... Milwaukee 


The Central Foundry Co. Newark, N. J 
‘ ‘ ‘ ‘ ( \A 


Cleaver-Brooks Co Milwaukee 


t 
ty 
fj 
é 
4 
‘ te ) 4 
: } Norfolk, Va., for Vi e ( Colur 2 
' ay. ( f N th ( ‘ I 
() Cit Ark () 4 
erfect, even bends ( enn., for 1 
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NEPTUNE LAUNDRY | -ERLESS 
NEW! TRAY PUMP | “Buy PEERLESS!” 


turns on/off automatically 


QUALITY 
VITREOUS 
CHINA CLOSETS 
LAVATORIES! 


n 


Neptune's Exclusive New Switch 
Saves Steps For The Housewife 


© Wate w the tray trips t w switch t t the ation. When the No. 5200 Combination 


The ‘ ealed is easily installed with No. 30 Lavatory o 
e in white 


Write, wire or phone for further information! | 


Peerless Pottery, Tuc. 


Quality Vitreous China Since 1902 Evansville 12, Ind. 


FREE BOOKLET otscaists 26 UNITRON 
Cc 


ARRIERS and CLOSET FITTINGS 
for WALL HUNG FIXTURES 


ONI CARRIER — and 
ONLY ONI CARRIES — 


NEPTUNE MFG. CO. 
4911 N. 6TH ST ° « PHILA. 20, PA 


Practical hooks 
Bior 

ractical answers 
To Your Everyday 
GET YOUR COPY carrier leg lly designed 


i 
you... free of charge. It 


plumbing, heating 


prov 
s available to ability without additional fittir 


hung xture requirements w nun r of 
) id air conditioning subjects. we nits. Write for Catalog I 
lumbing, are books on esti- 
mating, convector ratings, oil JOSAM UNITRON FITTINGS FOR WALL HUNG FIXTURES 
burners duct design, radia- Horizontal and Vertical Closet Fittings, and carriers for closets 
Heating tion, ventilating, boiler rat- urinals, lavatories, sinks, slabs and hospital fixtures 
( °, ings, hot water, heating, mer- 
chandising, business manage- Soft JOSAM MANUFACTURING COMPANY 
ment, and many similar sub- 
Air Conditioning jects, Address your request ) Dept. DE-7 Michigan City, Indiano 
» Book Department, £ E Representatives in all principal cities 


DOMESTIC ENGINEERING 1801 PRAIRIE AVE.eCHICAGO 16, ILL. 


3 
jl 
| | U 
| 
| 
| womens 
pendent of 
ol 
n the bowl 
nt More | 
| space int 
| reversible 
tical adi wt 
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with the NEW 


Capacity: te 
Pipe, to 2”” 
. Rod, up te 12” 


Pipe With Geared 
Tools. 


a 
t'swhy thisextra handy 
200 pays for itself fast ... lets you do 
re work less time. Handy inte 
ral f ng legs and tray mean easy 
car faster set-up, extra rigidit 
G eea 1 slip Speed Chucl rip 
ry 1 or re pl ce ble ser 
VS De ed in seco is Chree haw 
re 0 vyorKnoider eS eXxtr sup 
por eeps pipe or rod turning straight for 
tool hanger and pipe benders. Can be bencl 
or truck mounted 
designed variable speed moior, 
that’s reversible t bump-proof .recessed 
switch, has plenty of power for uy 12 
red ils. See 1 try the time-savy 


RiGetb 200 at your Supply House! 


The Ridge Tool Company «+ Elyria, Ohio, U.S.A. 


Names __ 


( 


Delavan Manufacturing Co.. West Des Moines, la 


Dresser Manufacturing Division, Dresser Indu 
trics, Inc., Bradford, Pa 


Dunham-Bush, Inc., West Hartford, Conn 


Dura-Vent Corp. Redwood City, Calif 


Joel C. Edison Ce Pucson, Ariz 


Elier Division of The Murray Corp. of America 
Pittsburgh 


Formica Corp., subsidiary of American Cyanamid 


Cincinnats 


Fram Corp., Providence, R. I ( 


General Rubber Corp., Te nafly, N. J 


( 


Harecraft Brass, Torrance, Calif 


Lee Brothers Foundry Annisten, Ala 


Lyon Stainless Products Division of Lyon, Inc 
Detroit— I 


Moen Faucet Co.. Elyria, O I 


National-U. S. Radiator Corp., Johnstown, Pa 


‘i 
| 
No. 200 Portable 
‘ entative e D B ‘ n I 
i - = 
y 4, 
Ay \ \ 
4) 
H 
| 
Pen Oh i 
| Ont ) { Cc 
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Peerless Heater Co., Boyertown, Pa 


Penn Controls, Inc., Goshen. Ind 
Ric-wilL, Inc., Barberton, O.—] 


Robertshaw-Fulton Controls Co 


Richmond, Va 


Slant/Fin Radiator Corp., Richmond Hill, N. ¥ 


remeo, Inc... Nashville, Tenn 


Vance Industries, Inc., Chicago 


Walworth Co.. New York 


Wolverine Tube, Division of Calumet & 


In Allen Park, Mich 


Hex la, 


DO IT YOURSELF 


“Wow! Never in all my 30 years experience as 
a plumber have | heard of, or read about, 


much less seen 


when you thread pipe 
by power drive... 


No. 504 


lk about time-s Vi e 


one set of famous RIGID dies in the 504 


fast, easv adjustment to 1 


or over or under size. Qui 


vou ll like. See it... buy 


Supply House! 


- retracts dies instantly under | 


backing off! And it’s full o 


cy 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 


Badin at 
Charl th named nati ervict ector. D 
are 
t N I e | ‘ 
ale 1\ . 
City Th: Hyatt 
No 504 1 to 
ene Hill named market Va 
Mass \\) 
J 
er» 
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ADVERTISEMENTS 


SITUATIONS OPEN 


PUMP MAN TO HEAD 
SALES DIVISION 


water systems and softeners. Good op 

portunity Address Key 632-D DO 

MESTIC ENGINEERING,” 1801 Prai 

ie Ave., Chicago 16, Illinois 
HEATING MAN 

for sales distributions. Good wage, bene 


fits. Address Key 
ENGINEERING,” 


Chie ago 16 


630-D, “DOMESTIC 
1801 Ave 


Pr airic 


Illinois 


SALESMAN! 


your 


Are 


Sale sman 


you interested in future 


needed by estab 
Car 
Drawing account « xpenses against 
Address Key 572-D 
ENGINEERING,” 1801 


Illinois 


estimator 
lished plumbing contractor neces 
sary 
commissions 
“DOMESTIC 


Prairie Ave., Chicago 16 


COMMERCIAL AND 
INDUSTRIAL MAN 


experienced for quotations and esti 


salary 
“DO 


Prat 


Large company, good 
Address Key 629-D 
ENGINEERING,” 1801 
Chicago 16, Illinois 


mates 
Future 
MESTIC 


rie Ave 


SITUATIONS WANTED 


POSITION WANTED 


sales administrative 


Sales 
by man who has successfully done both 


manager or 


14 years background in sales at 


wholesaler and manufacturing levels 


Have directed salesmen and representa- 


tives on national basis. Can re-locate 


Address Key 640-D, “DOMESTIC EN- 
Chi- 


Prairie Ave., 


GINEERING,” 


cago 16, Hlinois 


1801 


RATES FOR CLASSIFIED ADVERTISEMENTS 


both 


SITUATIONS WANTED 


REPRESENTATIVES WANTED 


ESTIMATOR OR MANAGER 


Plumbing and Heating—28 years ex 
perience with tools of the trade. Owned 
ind operated retail shop 12 years. Would 


like to locate in outhwest Address Key 
627-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave Chicago 16, Illinois 


REPRESENTATIVES WANTED 


MANUFACTURERS’ AGENT 
For 


a nd 


complete line of plumbing fixtures 
List 
Address Key 


heating products lines now 


handled 


territory covered 


631-D, "DOMESTIC ENGINEERING,” 

1801 Prairie Ave., Chicago 16, Illinois 
STAINLESS STEEL SINKS 

New manufcturer of complete line of 


competitively priced stainless steel sinks 
requires manufacturers’ representatives 
for all 


ritory covered and lines carried in letter 


territories Please advise ter- 
All present employees have knowledge 
Address Key 641- 
ENGINEERING,” 


Chicago 16, 


of this advertisement 
D, “DOMESTIC 
1801 Ave 


Prairie Illinois. 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 196 AND 198 


of baseboard radiation 


COMPETITIVE LINE 


fastest growing 


easiest to sell in the country. We offer 
continuous factory support in selling 
therefore, we require representatives 
who have time to devote Competitive 


price and unprec edente d sales program 


net immediate substantial commissions 
All inquiries held confidential. Reply 
Vice-President, Sales, CONT INENTAI 
MANUFACTURING COMPANY P 
O. Box 4048, Baltimore 22, Maryland 


REPRESENTATIVES WANTED 


Manufacturer, now selling direct, desires 


in many territories commission repre 


sentatives who sell direct. Ours is a 
complete line of plumbing cast and 
tubular brass goods and brass acces- 


sories, competitively priced. Sales to be 
made through rated plumbing and heat- 
ing contractors, large hardware stores, 
farm and home stores 


lumber yards, 


Portion of traveling expense al 
lowed State actual territory covered 
actively and all details Confidential 
Address Key 626-D, “DOMESTIC EN.- 
GINEERING,” 1801 Ave., Chi- 


cago 16, Illinois. 


car 


Prairie 


SALES REPRESENTATIVE 
SAN FRANCISCO 


Complete cast brass line. Prefer man 
with warehouse facilities and established 
trade. Address Key 633-D, “DOMES.- 
ric ENGINEERING,” 1801 


Ave., Chicgo 16, Hlinois 


Prairie 


7 
4°" 4 / 
Ce aC cent per word, includ! re 1 
4 
\dare ertisements to Cl; fier 
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STAINLESS STEEL FAUCET MOUNTS 
SALES: AND PROFITS MOUNT 


4, Ps Whether you feature 
2 Single-handle or Double-handle Faucet Mounts 


Pt | "D-R*S Steel gives you 4 times MORE than ever before! 
MORE 
( 


2. MORE 


3. MORE 
OTHER Pr 


D-R*S PROFIT PRODUCTS 4. MORE 
e 
Overt 
e MANUFACTURERS for the full “D*R*S Story write 


METALLON STAMPING PLANT 
Jones & Laughlin 


Strainers and Grid 


sTRIP STEEL DIVISION 


CANFIELD 1, OHIO 


The 
Mast (en, w 


Boat Friend... Jackson 


WATER HEATERS, BREECHING, PLATE WORK 


lity, 
in your 
hot water generator... 
look to FINNIGAN 
OAKUM 


J.J. FINNIGAN INC. 


722 Marietta St., N. W., Atlanta, Georgia 


Houston 6, Texas, P. 0. Box 6025 Jacksonville 4, Florida, P.O. Box 2527 
A ar Dallas 9, Texas, 4431 Maple Avenue Little Rock, Arkansas, 4108 C. Street 

MAN A RE ¢ Washington, D.C.. 3714 14th St. N.W New Orleans 25, La., 4054 Thala Ave 


Kansas City 41, Mo. 1720 Harrison St New York 17, New York, 41 E. 42nd St 
Memphis, Tennessee, 5930 Laurie Lane 


THE THOMAS JACKSON & SON CO., READING, PA. 


| 
G 
: 
? 
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REPRESENTATIVES WANTED 


REPRESENTATIVES WANTED 


LINES WANTED 


COMPLETE LINE 


f heating equipment available in many 
1reas: residential boilers gas and oil 
baseboard radiation, expansion tanks 
residential furnaces, air conditioning 
equipment For complete information 
present area of activity and nature of 
operation, write GENERAL AUTOMA.- 
ric PRODUCTS CORPORATION, 
2300 Sinclair Lane, Baltimore 13, Mary 


iand 


REPRESENTATIVES WANTED 


Full line tubular brass goods manu- 
facturer has openings for aggressive 
representatives to call on wholesale trade 
in following territories: Oklahoma-Ar- 
kansas. Nebraska-lowa, Kentucky, New 
England States. Address Key 635-D, 
“DOMESTIC ENGINEERING,” 1801 


Prairie Ave., Chicago 16, Illinois 


FREE SERVICE 


agents register now 
Manufacturers Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING 


benefit and if you have not already 


Manufacturers’ 


Magazine is for your 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearinghouse of information for the 
plumbing, 


manufacturers’ agents of 


heating and air conditioning equipment, 
DOMESTIC ENGINEERING Maga- 
zine has proven invaluable to many 
leading representatives in the past, and 
if you have not as yet taken advantage, 
get the details today. There is no charge 
Attach this advertisement and mail it 
together with your letterhead for full 
information to Manufacturers’ Agency 
Service, 1801 Prairie Avenue 
16, Illinois 


Chic ago 


METROPOLITAN NEW YORK 


We have the volume lines. We need 
more coverage Looking for earnest, 
agerssive sales associate to cover whole- 
sale plumbing jobbers in Bronx, West 
chester and Lower New York State. It 
will pay you to contact us. Address Key 
638-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


LINES WANTED 


NORTH CAROLINA 
SOUTH CAROLINA—VIRGINIA 


Manufacturers’ representative with suc- 
cessful experience selling to plumbing 
and heating wholesalers, will give per- 
sonal aggressive representation to qual- 
ity line Excellent references from both 
wholesalers and manufacturers. Address 
Key 628-D, “DOMESTIC ENGINEER 
ING,” 1801 Prairie Ave., Chicago 16, 
Illinois 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 194 AND 198 


NORTHERN NEW JERSEY 
TERRITORY 


Manufacturers’ Representative calling 
on plumbing and heating wholesalers 
and jobbers in this area only—seeks a 
quality line. Years of selling experience 
no credit losses—constant coverage 
assures you of a profitable relationship 
Address Key 606-D, “DOMESTIC EN 
GINEERING,” 1801 Prairie Ave., Chi 


cago 16, Illinois 


MR. MANUFACTURER 


For outstanding representation in north 
ern New Jersey area contact the New 
Jersey Sales Representatives Associa 
tion (a five year old organization of 33 
leading independent sales representative 
agencies distributing plumbing, heating 
and industrial supplies exclusively to 
wholesalers.) A complete list of mem- 
ber firms can be obtained by writing 
Secretary—1334C Sperber Road—Fair 
Lawn, New Jersey 


KOPPERS-PENNY COMPANY 
4940 Greenfield Road 


Dearborn, Michigan 
Covering: Wholesalers in 


MICHIGAN & N. W. OHIO 


SEEKING ADDITIONAL LINES 


Chicago manufacturer's agency with 
complete warehouse facilities seeking 
manufacturers who want large move- 
ment of their products. Concentrating 
on plumbing supply houses in five mid 
western states If you want the job 
done properly with young aggressive 
organization. Address Key 609-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 


rie Ave. Chicago 16, Illinois. 


MANUFACTURERS’ AGENT 


Established over 20 years desires an 
additional line. Intensive coverage of 
Kansas—Missouri—Southern Illinois. 
Have wide acceptance plumbing and 
hardware jobbers. Address Key 611-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


H 
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‘DEMAND 


NO-SOL* 
TOILET FLOAT 


Riveted Spud Attachment Casket 


Securely Seamed Between Halves ¢ 


Assures Dependable Service! 


FLOATS 


) THE GENUINE 


ERIE, 


ARE OUR 
BUSINESS 


Yes, for 50 years, Plumbing Contrac- 
tors have recognized the value of 
Ayling G Reichert's quality and ex- 
perience in the manufacture of toilet 
floats. Since we have met all com- 
mercial demands in float require- 
ments, time has proven our products 
are long-lasting, efficient and de- 
pendable 


SPECIAL FLOATS 


PENNSYLVANIA U.S.A. | 


36 Feet of Washers 
on Each 1 Ib. Spool 


Easier to Use! 
Goes Lots Farther! 
THIS ONE SMALL SIZE IS ALL YOU NEED! 


About half the former diameter—twice the length—no mor 
fficiency' PLUMBERS’ SPECIAL will fix leak 


cost! And whot 
r, taster—more profit 
faucet pigot 


ably It's self-forming 
radiator valves, etc 


self-lubricating used on mixing 


JUST WIND — COMPRESS — LEAK IS SEALED! 


Plumbers’ Special com on spool in handy rop 
form Just coil around stem—tighten lock nut « 
bonnet, and the job is finished Far superior t 

. ordinary graphited = string packing Eliminate 
tocking of variou j washer Try PLUMBERS 


SPECIAL without de ey 
Supply houses. Write 


Buy from your Plumbing 


for FREE SAMPLE 


QUALITY Ayling and Reichert manufactures a 1 piantd 
WITH brass and copper floats for hquid FREE SAMPLE 
ECONOMY _level centrol—covering such applica- FLEXROCK COMPANY ' 
= as tions as carburetors, humidifiers, Mail Coupon | 3642 Cuthbert St., Philo. 1, Po | 
4" x5 sump pumps, water closets, etc ane Bolder ent of 
“an are made to customer's specifica- 
TYPE “A tions. We invite your inquiries. | peo SPECIAL Self-Forming Packing. No ! 
*Trade Mark Registered | 4 j 
Nome 
THE AYLING & REICHERT CO. pan a 
Addr 

3047 NORTH ERIE...TOLEDO 11, OHIO 
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| | RATCHET REAMER 
| Since MANUFACTURING COMPANY 
| — ! Only Diameter! 

| 


ADV 


NTS 


LINES WANTED 


LINES WANTED 


MISCELLANEOUS 


MANUFACTURERS' 
REPRESENTATIVE 


Young, aggressive, seeks two additional 
lines for plumbing and heating jobbers 
Offering complete and 
coverage in the territory of Arizona, 
New Mexico, Nevada and West Texas. 
Address Key 608-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois 


vigorous sales 


A TOP MANUFACTURERS’ 
Representative selling leading whole- 
salers Maryland, District of Columbia, 
Virginia for over fifteen years seeking 
one or two additional top lines. Only 
first class full line manufacturers con- 
sidered Address Key 621-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


L. C. FOOTE 
221 Hurlburt Rd., 
N.Y 


Syracuse 3, 
Wholesale Jobber Only 


New York State 


ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 


Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


NORTHERN OHIO 
WESTERN PENNSYLVANIA 


Carrying limited number of lines, 10 
years plumbing sales experience, 3 years 
agent, selling leading jobbers. Resume’, 
references, etc. available. Address Key 
508-D, “DOMESTIC ENGINEERING,” 
1801 Ave., Illinois. 


Prairie Chicago 16, 


WESTERN PENNSYLVANIA 
WEST VIRGINIA 


Well established agents with 10 years 
experience selling the jobber, desire ad 
ditional major line. We travel two men 
Warehousing available. Address Key 
588-D, “DOMESTIC ENGINEERING,” 


1801 Prairie Ave., Chicago 16, Illinois 


THE SCHUTZE SALES CO. 
1999 North Snelling Ave., 
St. Paul 13, Minn 
Manufacturers Selling 


Important Mid-Northwestern Jobbers 


Agency 


CAST IRON—SOIL PIPE 


Guaranteed minimum 20,000 tons of 
merchandise sold a year to finest rated 
supply houses. Want foundry who 


makes a full line, all weights and who 
can deliver. 4 men traveling New York 
and New Jersey Address Key 636-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


PRESSED STEEL SINKS 
Aggressive 5 man sales organization 
of flat rim and rolled rim 
porcelain enameled steel sinks (We have 
the accounts—we need your line) Met- 
ropolitan New York, Northern New Jer- 
sey and Upstate New York— Warehouse 
facilities available if necessary. Address 
Key 637-D, “DOMESTIC ENGINEER- 
ING,” 1801 Ave., Chicago 16, 


Illinois. 


seeks line 


Prairie 


Use These Pages to Get 
What You Want 


Are you looking for 
ployee ? 


a competent em 


Do you contemplate € hanging posi 
tions? 

Do you have a patent for sale? 

Do you wish to buy or sell a plumbing 


and heating business 


Are you a manufacturers’ representa 
tive seeking additional lines? 

Are you a manufacturer seeking ad 
ditional representation ? 

Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach 

The cost for light-faced advertisements 
is only 15 cents a word and the mini- 


mum advertisement is only $3.00 per 
insertion 

Bold-faced $6.00 
per inch. Address your advertisements 
to Classified Advertising Department 
DOMESTIC ENGINEERING, 1801 


Prairie Avenue, Chicago 16, Illinois. 


advertisements are 


BOOKS 


FOR SALE 


FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 194 AND 196 


‘ 
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What Makes a ‘Perfect’ Oil Heating Installation 


( t double neck oO! 
hether ot { ts are being properly fired 
Che ould t he le tha LO0F or over 600F 
ie the heatir init is clean and free trom soot 


Combustion chamber: Proper construction of 


the combustion chambe1 one of the arts of 
perfect oil heati \ fully qualified oil heating 
man must know he to select the prope! material 
to use in his chamber He must be familiar wit 

1 Type mate! vhict combustiot 
aterial he aoe He nust | how 
figure the proper area, the height from the flo« 

the noz le nd the tot height ol hi chamber 

He must kn he t corbel the back wall 

d what to di re hamber covers up quite a 
it of the water leg of the boiler 

Cie latin brick ol the prope! ty pe 

rT tent vil the ny rate olf the re pective 
job ho ild he i ed I chamber construction he- 

Ist t glow red hot immediately Thus the 
el en the maintained throughout the 
entire ru ! ( le of the burner 
The ares I tne yoy i portant 

On fires .75 to 3.0 gph figure 80 sq in. per gal 

On tire to 5.0 figure sq in pel oa] 

On fires 5.5 gph and over figure 100 sq in. per 

Fal 

The height of a chamber also is important and 
enerally is considered in two figures: the distance 
from the floor of the chamber to the nozzle, and 


The height from the 


‘zie must be sufficient to avoid im- 


pingement o the floor 
The height above the nozzle must be enough 
t allow the fl. ne to be held In Suspension and 
not jump away from the end cone. It should also 
be high enough o that all combustion takes place 
the presence ot red hot refractory 


a boiler is baffled and 
the 


» Baffling: Knowing why 


how to do it right are Research on 
importance ol baffling 
School of Advanced Oil Heat Training in Lynn, 
Mass., has proved that the greatest benefit from 
baffling a the 


heat exchanger 


mportant 


conducted by the Boston 


boiler or furnace 1s obtained in 
primary 


A chrome 


up to two gph 


steel baffle may be used on chambers 
Best results will be obtained by 
locating the baffle 


Stack 


10 inches above the top ol the 
be 
by the proper use of a baffle 


chambet temperatures can reduced 


from 75 to 250 deg 


On larger jobs, baffling should be accomplished by 
corbelling the back wall of 
Bafflins 


the chamber 


does not low the vases down or reflect 


heat: it sin ply Is a mean aking tne is¢ 
(cor vected he at) pas over heat ab orbir o ur 
laces the, would not pa over W itl out the baffle 
e Draft control: No oil heati: ob can possib 


dratt contre 


be right without proper drat 
ing man must know the two major reaso for 
controlling draft properly or he cannot expect to 
et 10D correctly tor carbor dioxide ana moKe 
analysi and have then tay correct! ad ted 
Two major reaso! for installing a well-designed 
and accurate draft tabilizer are 

(1) To slow down to a desired rate the flow 
ol combusti« tnre the he iter 0 
that the heat can be ibsorbed to the heatins 

tem and not escape the re Chimne 
draft ofte: ari average tro Q? te 
nstallation dratt re juire ent are ceneral 
fr 02 to .04 in. of water 

(2) On burners using a fan of any type, to 
supply primary con bustion air a constant net 
draft is absolutely necessar\ If the draft varie 
o will the delivery of air from the fan It will 
never be possible to pern anently adjust the ai 


properly. Oil burner far 


displacement and will deliver more or less 


the draft is stronger or weaker. Because of thi 


left ometimes tound 


cleat are 


date 


fires once 


at a tater or it is found that carbon 


s have dropped 


dioxide reading 


es Air patterns: A knowledge of and respect for 


obtaining even air patterns coming off the end 


cone of a burner is essential 


has its 


that 


model of gun-tvpe burner own 
blow 
st all 


the 


Every 


particular air pattern fan air 


down through the blower tube strikes agai: 


the mechanical pieces that are in the tube 


the electrodes, the cone. and so on 


turbulator, 
Each has some influence on how the air comes off 
the end cone, which is the important considera- 
tion. If 


nozzle can be selected with the right angle and 


the air comes off in an even 


pattern, a 


type of spra\ (solid or hollow) to match it 


If the air pattern is uneven. it is impossible to 


obtain even fires 


alt be recognized that in any oil burning 


job the chief consideration is to burn completely 


must 


every little droplet of atomized oil 

To do this. we have to adhere to certain prin- 
ciples and in particular we must surround every 
little droplet of oil with a blanket of air that con- 


tains the oxygen to aid in completely burning the 


oil, Thus, air and oil patterns, and the mating of 
the two, are important END 
199 


positive 
air as 
k- 
the height above 
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Compact 
Vertical Model 
Saves Floor Space 


Ewing boilers are in use coast to coast . 


anywhere a constant supply of low-cost hot 
water is needed. Compact, absolutely SAFE and 
amazingly efficient and economical to operate 
Vertical models require very little floor space 
Users praise Ewing 
boilers! Ewing has been a leader since 1924 


Quick and easy to install. 


THREE SIZES 
BTU input 


duty magnesium rod 


You'll Do Your Customers a Favor When You Specify 
and Install a Ewing AUTOMATIC VERTICAL 


Hot Water BOILER 


For Commercial and Industrial Installations 
Provides Abundant 180 Degree Hot Water 


Ideal for:—Laundries, motels, eating establishments, industrial plants 


190,000—315,000 and 520,000 
Recovery capacities up to 480 gal 
lons per hour at 100 degrees temperature rise 
Storage capacity 50 to 145 gallons 
faces sandblasted then coated with special zinc 
preparation and baked at 500 degrees F to 
assure long life and clear, clean water. 


Inside sur 


Heavy 


Constructed in accordance with the requirements of the A.S.M.E. Boiler and Pressure 


Code 


Each boiler is registered with National Board of Boiler and Pressure Inspectors 


Distributors! 


Excellent territories open. Write Ewi..,, for details, prices 
and specification sheets. Liberal profits for you! 


Uses 
Any 

Type 
Gas 


POEPENDABILITY 
FORT 
RECOVERY 


FI makes the 


FITTING DIFFERENCE 


\ Consistency 


of quality 


4 FORT RECOVERY / 


FORT Ret VERY 


NW 10 
OKLAHOMA 


4 


H 


Heavy bound cloth cover 


x 844 inch size 

120 pages with index for 
easy reference Every 
plumbing and heating 
ontractor who prepares 
bids has a al need for 
his handy mpact book 
D t lose t on proh 

al bu vend for 


How to 


Send your orders to 


BOOK DEPARTMENT 


"MANUFACTURING CO. 


©. BOX 875 


ity, 


DETERMINE THE RIGHT BID? 


Stop losing jobs and money 
because of bids that are 
either too high or too low! 

costly mistakes and 


Avoid 
versights! “Lat 


Matenal” gives you all the 


facts you ed to know t 
letermine, quickly and a 
irately he st of all me 
essary material and labo 
Over 100 tables and charts 
how exactly what materials 
are needed and the size of 


matic drawings of t 
stallations, ete Discusses in 
letail the amount of profit 
overhead you 
r bids Special chapter 


th nit te 


and 


leals w 


timating Use it to get 


DOMESTIC ENGINEERING PUBLICATIONS 


180) PRAIRIE 
CHICAGO le 


AVENUE 
ILLINOIS 


| | | 
B 
| 
; | 
: 
ntr ¢ each gives installation 
. bing fittir time of each unit. Diagram 
t ret ed ich ked f Opy Price all costs quickly verity 
dara thre stpaid $2.50 (please letailed estimate I n ny 
QUALITY wut nd cash with order) hours of calculating t 
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Si k St 
ain ess tee see 
| 
insta e f e regu ar way Model 679 — Competitively 
priced. Features economical 
neoprene plug. Basket itself 
Won't tarnish—sparkling brightness for the life of the sink. turns, slides into position. 
Can't scratch—surface won't mar or dull from harsh household cleaners. Plug seats automatically. No 
; leaking or dripping. 
Never chips —no plating to wear away. 6 pping 
Safe, sure fit —precision made for positive, leakproof installation. 
Now, from Bridgeport, stainless steel sink strainers that are quickly, easily 
installed in the regular way. No special tools needed! Add this to the long- 
lasting beauty of stainless steel and you have a strainer that’s a ‘“‘must’’ for Model 696 — De luxe. Fea- 
all your sink installations. Made by Bridgeport’s exclusive laminating process, tures adjustable heavy metal 
saad the strainers combine threaded brass with corrosion-resistant stainless. There's plug. Turn center post and q 
no plate to wear away! plug drops into position ' 
~* These strainers are the latest addition to Bridgeport’s complete line of Positive, leakproof seat 
Plumbing Brass Goods. Carried by leading wholesalers everywhere. Sis 


weit BRIDGEPORT COPPER TUBE - PLUMBING BRASS GOODS & 


Bridgeport Brass Company, Bridgeport 2, Conn. « Sales Offices in Principal Cities * In Canada: Noranda Copper and Brass Limited, Montreal 
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Bri 
> 


No. 4829 RH 
(Right Hand Drain) 
No. 4830 LH 

(Left Hand Drain) 


Coralsheen Colors To Match 
Any Manufacturer's Colors 
Fully Undercoated 


Sturdy Steel Cradle 


LS! 


CORALWARE 


MANUFACTURING CO. 


2401 S. Kolin Ave. 
Chicago 23, Illinois 


204 


| ee 
| 
| = 
| = 
N 


Vs THE WEIGHT! BIG DOUBLE SAVINGS! 


information 


For the FIRST TIME a deep-drawn steel bathtub to compete with 


cast iron. A boon to architects, builders and plumbers to sell 


the mass market as well as the discriminating homemaker. 


The Luxuriant gives a larger bathing area than any square tub on 
the market today, yet is priced only a few dollars higher than 
any regular tub. Weighs approximately 148 pounds... you get 

big savings on installation cost as it slides right into place. 


YOU MAKE MORE MONEY ON EACH JOB, 


CORALWARE MANUFACTURING CO. Dept. DE-7 
Contact 2401 S. Kolin Ave., Chicago 23, Illinois 
your local Please send me complete information on the Square 
distributor Drawn-Steel Bathtub 
today... 
Na lé 
ocr send in 
the coupon Addres 
for complete 
Cit State 


Type of 
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48” x 50%” x 14%” | 
Be. For Full Support 7 
. Holds Tub Level, Prevents 
Pulling From Wall. 
: 
| 
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PIPE COUPLINGS 
ded 


Every Coupling nee 
in any size require 
Shallow Well 


+ 
Merchant 
Standard Metre vriller 
old We Drille S 


Extra He AVY 3000 Hydt —gulic 
A Line 6( 0) \b Hydrau ic 
APA. Tubing uplings 
Casing yplings 
AAR 4 We g Sleeves 
Wate aes ed Drive Pipe 
Reamed and 


PIPE PLUGS HEX BUSHINGS 
REDUCING STEEL CAPS 
COUPLINGS 


A COMPLETE LINE OF 


IPE 


LASTIC 
~® 
® 
TEL 
TRADE MARK 
for dependable plastic pipe connections 
Well seal elbow, thru 
1%". Male and female thread 
adapters and insert couplings, sizes 
Y." thru 2”. Male and female venturis 
available in 1”, 1%", and 1 diameters. 


sizes 3, 


“‘metal to metal threads” 


MALE and 

FEMALE Exclusive feature: 

VENTURIS GALVANIZED—Hot dipped and 
zinc plated. WELL SEAL 
BRASS—85-15 Red Brass. ELBOWS 


INSERT COUPLINGS 


MALE and FEMALE 
THREAD ADAPTERS 


ABOVE FITTINGS MEET FEDERAL SPECIFICATIONS 


COUPLINGS 
SOLD ONLY NIPPLES — UNIONS 
THROUGH RECOGNIZED ea BUSHINGS — PLUGS — CAPS 
WHOLESALERS 


REDUCERS— WELL POINTS~CAPADAPTERS 


INSULATING UNIONS 


COPPER-FROM-STEEL 


BRASS-FROM-STEEL 


STEEL-FROM-STEEL Si 


rire SANITARY 
CAP- 
WELL C APS 


with BOND TITE-BEAD* 


F tive sealing Caretully machined for 
or poses 


i lations. 
quick and easy installati 


pot. Pend. WELL POINTS 


and EXTENSIONS 

| i ints for sancy 
;-Well Drive Points 

| Screen Well Points 
q for rocky, gravel soil. = 
\ : 
| 
| DRIVE 
DRIVE CAPS SHOES 


DRIVE COUPLINGS 


PIPE NIPPLES 


New Tested Pipe 


Corefully threaded, chamfered, 
and rigidly inspected, black or hot- 
dipped galvanized. through 8” 
in diameter. 


MFG. & SUPPLY CO. 


COLUMBUS, OHIO 


| | 
| 
iN. 
¢ 
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The family has grown! 
in size. in importance 


The addition of a new and finer McDonnell 2-inch valve rounds 
out a line of safety relief valves for hot water space heating boilers 
that fulfills a vital need supremely well 

To know how true this is go back over the modern history ot 
relief valves. With the rapid increase in closed systems, casualty 
companies, the National Board, and others concerned with boile: 
and heater safety went to work ... and the net result was today's 
commendable A.S.M.E. Boiler Code calling for certihed Brtu-rated 
relief valves. 

Closely following this work, McDonnell & Miller developed 
the first of all Bru-rated relief valves. They were not only first into 
the field; they are still first. They not only conform to the letter ot 
the code; they go beyond this: sutroduce new standards of therrown 


New Bulletin P-33 gives up-to-the-minute facts _. — — 


A new bulletin shows why and how the entire rated capacity of 
McDonnell Relief Valves is obtained without diaphragms or 
other auxiliary lifting devices. 

It shows how this operation—this operation so basic to safety 
—is ideally accomplished by using specially calibrated “low rate’ 
springs, matched to disc area to give smooth precise lift and tight 
closure. 

It explains the widely adopted McDonnell principle of progres- 
sive settings that keeps discharge in step with function . small 
valve relieving normal expansion; large stand-by valve ready for 
the emergency. 

These and many more significant facts are covered in the bulletin. 
Note the accompanying table listing a valve for practically every 
boiler—McDonnell quality straight across the board. 


MSDONNELL & MILLER, Inc. 


3500 N. Spaulding Ave., Chicago 18, Ill. 


Doing Thang Balt 


Boiler Water Feeders Low Water Fuel Cut-offs Pump 


Centroliers Flow Switches Related Liquid Level 
Controls for Tanks, Stills, Air Conditioning Systems 


tA 
For Hot Water Space Heating Boilers rie 
McDonnell Boiler Size Opening 
Valve No Btu./hr Pressure Outlet 
i 
| 230-% IN.-30 303,000 30 Ibs Va Ya 
»40-% IN.-30 513,000 30 It Vy 
23 IN.-30 743,4 30 It 1 1 } 
24 IN.-30 910,000 30 It 1 1% 
23 IN.-30 1,025,100 30 Ib 
240-1 '/2 IN.-30 1,560,000 30 Ibs 1” 2 
240M-3 2,313,000 30 Ibs 2 1 : 
36 Ibs 2 
240M-4 2,710,000 30 Ibs. 2 1% 
36 Ibs 2 
240-2 IN.-30°* 3,130,000 30 Ibs 2 
240-2 IN.-36° 3,550,000 36 Ibs 2” 


"Recommended installation 
36 tb. opening valve, with smaller 


auxiliary valve set at 30 Ibs 


£ for thermal expansion 


Send me a copy of new Bulletin P-33 covering McDonnell 
Safety Relief Valves for hot water space heating boilers. 


COMPANY NAME 


STREET ADDRESS 


CITY, ZONE & STATE 


BY 


Mail to: McDonnell & Miller inc., 3500 N. Spaulding Ave., Chicago 18, lil, 


4 
4 
i 
: 
240 SERIES Coupon 
for ty ; 
Cony 
| 
on 
| 
; 


